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Warm|HOULD we lose any important section 
™) | of this Code, or if we fail in any im- 
portant respect of this Code, the indus- 
the Government, is 
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is modified the industry will need the National 
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offices, where our prices had 
been approved and we were assured that the 
Government would back us to the limit in en- 
We immediately asked General . 
what the 
and another announcement was released by 
NRA at once, to explain that this abandon- 
ment of price agreements did not apply to 
codes already established, such as the Lumber 


Industry Leaders Tell 
Facts of Lumber Code 


ni HE Lumber Code with all its 

iL | provisions is still a going insti- 
——— tution, and, a stronger institu- 
tion than at any time since the 
President signed it last August 19. A 
good deal of the unrest is based more 
on rumor than on fact. A good many 
of the rumors that are going around 
can not be substantiated by fact. We 
of the Lumber Code Authority were 
greatly surprised last Thursday at 
newspaper stories to the effect that 
price agreements in all codes were to 
be abandoned by NRA, be- 









"\N looking at the net conse- 
quences of the code, we should 
compare the present position 
of the industry with its position be- 
fore the plan of the National Indus- 
trial Recovery Act was publicly known 
last year; and recognize the plain 
fact that an industry which a year ago 
had seen its business shrink in volume 
to the lowest point in over sixty years 
and to a price level the lowest in more 
than a quarter century, its employ- 
ments shrivel and its capital assets 
crumble, with recorded 





cause we had just come 


newspaper stories meant, 


going to be 
When the Code expires or 


Lumber Manufacturers’ 
Association more than ever, 
and the association must 
be strong to meet the need. C. 
Unless the regional associ- 
ations support it, not only 
financially but with interest 
in its work, there is no chance for it 
to continue. We must decide whether 
we want the National association, and 
if we do, we will have to support it. 
As to the Darrow Board’s recommend- 
ation that Carl Bahr be removed as 
executive secretary of the Lumber 
Code Authority (calling Mr. Bahr to 
the platform, amid enthusiastic ap- 
plause), I want you to know this 
young man. You can’t find in this 
industry any man that is more efficient 
than he is as our secretary. There is 
no man in Code work or association 
work who has done more for our in- 
dustry, and we must stand by him.” 
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C. SHEPPARD, 
President National 


Manufactur- 
Association 


losses in 1932 equal to half 





collective action, 


an 


attack. 
stand attack, too. 


must have our Code—we 
must make it succeed-—for 
the alternative is just too 
bad even to contemplate. 
We must act with patience 
with one another, and must 
not believe all the rumors 
that are bandied about. At least 90 
percent of the reports of violations are 
pure rumor and largely propaganda 
spread by those who wish to upset the 
price schedule—rumors that make the 
situation appear vastly worse than it 
really is. Action has been taken to 
effectively squelch these rumors—ru- 
mors peddled around by some individ- 
uals who did want to see Article IX 
go by the board—to the effect that the 
Administration would not support our 
prices. Now Government support has 
been proved, and the way is cleared 
for enforcement. There is self-gov- 
ernment in this industry.” 














I believe our 
It is not perfection 
what other effort has achieved perfection? 


WILSON COMPTON 
Manager National 
Lumber Manufactur- 
ers’ Association 


of its gross sales, has now seen an increase in 
its volume of nearly 30 percent over the low 
point last year; in its employments over 55 
percent; in its prices over 60 percent; in its 
minimum wages over 90 percent; and in its 
total payrolls nearly 120 percent. 
the establishment for the first time, in an in- 
dustry of over 30,000 establishments, of the 
spirit of collective thinking a 
and the substitution of a 
hopeful for a hopeless industry attitude.” 


It has seen 


nd the means of 


hal 'HE NRA has been under severe attack 
and I believe it is going to stand that 


Code is going to 
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Executive Officer, 
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Authority 
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THE MARCH OF AMERICAN CIVILIZATION HAS FOLLOWED GENUINE WHITE PINE 


This Century Old Home in Chicago 


me White Pine's Part in the Nation's Progress 


Built when Andrew Jackson was in office—when 
events of the Mexican War were current news, its 
span of usefulness covers a Century of Progress— 














| typical of thousands and thousands of homes, fac- —. 
{ tories, warehouses throughout the towns, hamlets, WHOLE N 
; cities of the great Middle West. —— 
When the storm of the Civil War broke in ‘61, 
already it was a home some 25 years’ old. A decade 
later, anxious watchers in its cupola’ marked the ad- 
vance of the great fire of ‘71. Illustrating White 
Pine's remarkable durability, its years recall the Fair 
of '93, the Spanish-American and World Wars, the 
plunge into and emergence from the greatest de- 
pression in all history. 
From the original settling of the country, White "7 
Pine (Pinus Strobus) has been recognized as the Lui 
premier easy-working lumber of the world, and it t 
will interest the thousands of woodworking men who Ma 
found White Pine unsurpassed for their purposes in 
years gone by to know that this famous wood is still available in abundant quantities from Inter- 
NO. 1 national Lumber Company's virgin forests. Renew your acquaintance with Genuine Northern 
: White Pine today. Drop a line to International. As 
INA 


scree | INTERNATIONAL LUMBER COMPANY || : 


1100 Builders’ Exchange, MINNEAPOLIS, MINN. Ce 


















































P) 
Sustained Mumby Quality ; 
Is More Than Just , 
( 
Years ago, we adopted the policy of giving our customers the 
very finest lumber it was possible to manufacture from our superb : 
virgin growth timber. We have always devoted extreme care and 
attention to our milling, drying, grading and loading, with the é‘ 
result that many of our customers rely on us exclusively for their 
Douglas Fir, Cedar, Hemlock and Red Cedar Shingles. Continued 
repeat orders over a long period of years prove that ‘Sustained 
Mumby Quality” is more than just a slogan, because quality is 
evident in every car of lumber that leaves our shipping platform. 
It will pay you to pass “Sustained Mumby Quality” along io 
your customers. And you'll find it decidedly to your advantage 
to avail yourself of Mumby's exceptional Mixed Car Service. Get 
in touch with our nearest representative to-day and learn, first 
hand, the real meaning of “Sustained Mumby Quality" and Service. 
—— SALES REPRESENTATIVES 
ILLINOIS: Chicago Territory: TEXAS: W. F. Nelson, Dallas; oo 
Fraser-DeSale Lbr. Co., 11 Guy M. Chisolm, Amarillo. 7 
So. La Salle St., Chicago; P. NORTH DAKOTA and North- 
Paddock, Springfield; A. W. western Minnesota: Murfin 
| Pearsall, Peoria. i! ereee Tae: - a . 
| SOUTHERN ILLINOIS and Sst. NORTHERN INDIANA: Claude 
Louis Territory: Hopkins G. Wirick  Lbr. Co., 402 in 
Lumber Co., 7823 Greens- Hanselman Bldg., Kalama- in 
felder Rd., St. Louis, Mo. _ 200, Mich. , in 
| NORTHWESTERN IOWA and NEBRASKA: | Prestegaard 
Sioux City Territory: Thos Pt | oe hs a : 
Mould Lbr. Co., Sioux City. . RR. phe L. W. Armin, Aas ‘ ss 2 
| MICHIGAN: Claude G. Wirick [oWwa, MISSOURI, KANSAS, 7 
Lumber Co., 402 Hanselman OKLAHOMA: Gunter Lum- ph 
papi wy 5 xt —~y' F. ber Co., Kansas City, Mo. ” 
saGOrmMaN, elmont Ave.. JTNDIANA: Houghton Lumber Vi b L b h ) 
Flint. Co., Indianapolis, Ind. um y um er ing e€ O. : 
MINNESOTA: P. H. Betzer, WISCONSIN: A. F. Krapfel, = 
300 Wilmac Bldg., Minne- Madison; W. A. Schneider, General Sales Office: BORDEAUX, WASH _ 
apolis. Plankinton Bldg., Milwaukee. . . 
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AMERICAN LUMBERMAN 


Now All Should Pull Together for 
Building Revival 


HE National Housing Act, passed 
Ty by Congress in the last minutes 

of its closing session, will become 
a law as soon as signed by the Presi- 
dent. 

Every manufacturer and every dis- 
tributor of lumber and other building 
material; every architect, every con- 
tractor, every mechanic and every la- 
borer connected in any way with the 
building industry; every railroad or 
other transportation employee; every 
building and loan association or other 
home financing institution; and, above 
all, every prospective or potential home 
owner in the United States, will be 
directly or indirectly affected by this 
legislation and should have a vital in- 
terest in the immediate development 
of practical working plans for making 
effective the facilities which it offers. 

The early return to normal condi- 
tions and to prosperity is to a very 
large degree dependent upon a revival 
of home building throughout the coun- 
try. 

The AMERICAN LUMBERMAN feels a 
pardonable pride in the part it has 
played in originating and furthering to 
consummation the plan for Govern- 
ment assistance in home financing and 
the revival of home building. 

First, through correspondence begun 
more than a year ago, then through its 
news and editorial columns, the AMErr- 
CAN LUMBERMAN undertook to arouse 
general interest and to secure neces- 
sary congressional action. Rallying to 
its support, first individual retail lum- 
ber dealers and manufacturers, then 
the associations representing both, 
came valiantly to the front, and the 
importance and the absolute necessity 
of some legislation of this kind was 
kept constantly before congressmen 
and senators. 

Congressman Duffey, of Ohio, with 
an intimate knowledge of the problems 
of lumber and building material deal- 
ers and of the construction industry, 
realizing that unemployment could be 
relieved only through a revival of 
building, was the first to introduce a 
bill to provide Government assistance 
in home financing. Other bills of a 
similar nature followed. 

Upon the advice of a special commit- 
tee selected by him to make a thor- 
ough study of the question, President 
Roosevelt recommended legislation 
along somewhat different lines. Full 


support of the proponents and advo- 
cates of the Duffey and other bills was 
thrown behind the legislation recom- 
mended by the President and it is this 
that finally was passed. 

Congress has provided the facilities 
for financing home building and for 
home repairs and modernizing. 

It has strengthened the hands of in- 
stitutions engaged in financing home 
building. 

The big question now is, how are 
all these facilities going to be made 


Lumber Industry Faces an Opportunity 
and a Responsibility 


OW THAT mortgages on homes 
and obligations incurred for the 
repair and modernizing of homes 

are to be insured by the Government, 
railroads are to be assisted in financing 
their needs for maintenance and equip- 
ment, and industries are to be strength- 
ened through Government aid, while 
at the same time millions are to be ex- 
pended in public works, etc., there 
should be witnessed constantly in- 
creasing activity in the construction 
field, growing to tremendous propor- 
tions during the coming six to twelve 
months as the program gets under full 
swing. 

In this program lumber and building 
materials will play an important part. 
If the lumber industry is to “star,” it 
will have to “step on the gas,” cease 
moaning about its difficulties and make 
a sincere effort to become letter perfect 
in its role. 

Merchandising, advertising, sales- 
manship—both individual and co-oper- 
ative—are needed as never before. 

One who sat on the side lines at the 
recent annual meeting of the National 
Lumber Manufacturers’ Association 
and heard the remarkable report of the 
trade extension manager could not fail 
to be impressed with the record of ac- 
complishment in saving and enlarging 
the markets for wood under conditions 
that would have completely discour- 
aged a personnel less sincere and de- 
voted than that engaged in this work. 

With only a skeleton organization 
and a mere pittance in the way of a 
trade extension fund these men have 
labored with an earnestness and a sin- 
gleness of purpose that not only are 


quickly available so that the sound g 
hammer and saw again may be hear; 
in the land? 

Every lumber and building materi, 
dealer should start at once to organiy 
in their communities systematic can. 
paigns for home modernizing and ney 
home building and to give employmep 
to men in every branch of the cop. 
struction industry. 

Manufacturers should lend ever 
assistance possible to the dealers ang 
to local civic bodies in getting these 
programs started. 

It has been continually claimed tha |; 
with financing 
would revive. 

Let’s all pull together to prove tha 
that claim was a valid one. 


commendable but which have secured 
results of. incalculable value to the in- 


With a great construction program 
in the offing, work of this kind will be 
more necessary and more valuable than 
ever and if the lumber industry does 
enthusiastically and 
practically rally to the support of the 
National and make it possible for this 
work to be pursued in a large way, 
then it will deserve to suffer the con- 
tinued loss of its markets. 


The trade extension manager’s re- 
port — to which the condensed form 
that appears on other pages of this 
issue fails to do full justice—indicates 
what has already been accomplished, 
and the possibilities that lie ahead. 


The lumber industry will fail in its 
conception of an opportunity and a re- 
sponsibility if it does not promptly 
rehabilitate the. National association, 
provide the trade extension department 
with the necessary sinews of war and 
prove that it is indeed worthy of a 
place in the sun as a great industry, 
essential to the welfare of the country 
and its people. 


It should be recognized also that co- 
operative and individual effort shouli 
go hand in hand. Coincident with the 
enlargement of co-operative trade pro- 
motion there should be individual ef: 
fort to an important degree along the 
lines of advertising, salesmanship and 
distributor contact. 


The lumber industry, collectively 
and individually, faces a splendid op 
portunity. Will it fully avail itself o! 
this opportunity? 
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June 23, 1934 


Storm Causes Heavy Damage 
in Mississippi, Louisiana 


New Or.LEANS, La., June 18.—A tropical dis- 
turbance completely demolished 250 houses, and 
damaged a great many others, in the towns of 
Morgan City, Garden City, Patterson, Franklin, 
New Iberia, Lafayette, Opelousas, Plaquemine, 
Donaldsonville, Baton Rouge and other Louisi- 
ana communities, and in neighboring counties in 
Mississippi. The storm struck that region June 
16. It was estimated that hardly a building in 
Morgan City escaped damage. The storm dam- 
aged the planing mill of A. Wilbert’s Sons Lum- 
ber Co., and the plant of the Schwing Lumber 
Co., in Plaquemine, La. It blew one-half of the 
roof from a lumber shed of May Bros. Co., at 
Garden City, La., causing from $5,000 to $10,000 
damage, according to Raymond Cooper, plant 
superintendent. 
Arcla, of the Acme Veneer Co., Patterson, La., 
whose plant was destroyed by fire June 13, was 
being moved to a safer anchorage and was de- 
stroyed by fire resulting from an over-fired 
boiler. 





Asks for Reorganization Under 


New Law 


Kansas City, Mo., June 18.—The Long-Bell 
Lumber Co. applied to the Federal Court on 
June 9 to be brought under the provisions of the 
corporate reorganization law which was signed 
by President Roosevelt on June 7. The petition 
was signed by M. B. Nelson, as president of the 
Long-Bell Lumber Co. This will bring to the 
forefront a reorganization plan that has long 
been shaping. 

Judge Merrill E. Otis sanctioned the com- 
pany’s petition, and set July 3 as the date for a 
Federal Court hearing. Judge Otis specifically 
authorized the lumber company to carry on un- 
der its own management in the interval, but 
with instructions to close its books as of June 
10, and to open new books as of June 11. He 
allowed forty days for a complete statement of 
assets as of June 10. 

The purpose of the new law is to reduce ex- 
pense and delay in corporate reorganization, and 
to permit distressed and debtor corporations, and 
their creditors, to reach amicable readjustments. 
The law permits a debtor corporation to be the 
finally reorganized corporation and makes it pos- 
sible for the debtor to remain in charge of prop- 
erty operations. 

The Long-Bell Corporation escaped receiver- 
ship through the stalwart battle put up by the 
late R. A. Long to keep his company intact as 
a functioning corporation. The new reorganiza- 
tion law formed the backbone of the plans he 
turned over to his associates. 





Discuss Paper Making from 


Alabama Pine 


BIRMINGHAM ALA., June 18.—Recent tests 
having demonstrated that white and other com- 
mercial paper can be produced on a profitable 
basis from Alabama slash or shortleaf second 
growth pine, every angle of this subject was 
discussed at a meeting of about a hundred repre- 
sentative citizens of Alabama who responded to 
an invitation of Thomas M. Martin, president 
of the Alabama Power Co., to assemble in the 
convention hall of the Alabama Power Build- 
ing, last Friday. 

The discussion ranged from the source of sup- 
ply to the cost of production, including possible 
opposition from Canadian as well as other paper 
interests in the United States. Study of present 
forestry requirements, possibilities of returns 
from small acreage to be planted by the farmers 
as a crop, costs of production and dozens of 
other matters, including publicity, were covered 
in a resolution adopted following the organiza- 
tion of the “Alabama Conference on Paper Prod- 
ucts from Alabama Pines,” and the selection of 
Mr. Martin as permanent president. Other of- 
ficers elected were: Vice presidents, Julian Mc- 


Gowin, W. T. Smith Lumber Co., Chapman, 


During the storm the freighter ° 


AMERICAN LUMBERMAN 


Ala.; Theo. Swann, Swann Chemicals (Inc.), 
Birmingham, Ala.; Col. Page S. Bunker, State 
Forester, Montgomery, Ala.; Dr. L. N. Dun- 
can, Regent, University of Alabama, Auburn, 
Ala.; secretary, Ashton B. Collins. 

The first task set for the officers is to get the 
facts before the public, and to enlighten Ala- 
bama and the South as to the possibilities of the 
economic production of white paper from yel- 
low pine. 

Much enthusiasm was expressed by the lum- 
bermen present as to the possibilities, and the 
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OVER 200,000 
CRIBS OF CORN 


ox 


Looking Into the Future 


Here is something for the lumber industry 
to think about. It is a possible opportunity 
for retailers and manufacturers to co-operate 
in extending the demand for lumber. 

The Government has about 300,000,000 
bushels of corn sealed in cribs on the farms, 
upon which it has loaned the farmers 45 
cents a bushel, with the option of paying 
off the loans by Aug. |, 1934. If not then 
redeemed, the corn belongs to the Govern- 
ment. How many bushels of wheat the Gov- 
ernment has stored in warehouses throughout 
the country, nobody knows. Here is the 
question: 





If the corn farmers in lowa and other corn 
States raise a substantial amount of corn 
this year, what are they going to with it? 
Is the Government going to get the corn 
out of the cribs? If so, where is it going to 
put it? Is the farmer going to have to buy 
some more lumber with which to build more 
cribs in which to put his new corn? 

It is practically certain that more cribs 
will have to be built. Are the lumbermen 
going after this business? It takes time to 
get the lumber from the mills to the retail 
yards and out to the farms, and arrange- 
ments must be made with reference to pay- 
ing for the cribs. 

Is not this worth the thought and imme- 
diate attention of the lumber industry? 


LLL LLL LLL LLL 


value to present and future operators of saw- 
milling plants, of the market that would be de- 
veloped for.that part of their timber usually left 
in the woods. 


Mill Workers Go on Strike 


[Special telegram to AMERICAN LUMBERMAN] 


PorTLAND, OreE., June 21.—Mill workers at 
Longview, Wash., today went on strike in sym- 
pathy with the longshoremen and marine work- 
ers. Large sawmills in Portland have shut 
down because of the tie-up of shipping. 
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Modernization Exposition Draws 
90,000 Visitors 


Satt Lake City, UTAn, June 16.—An exposi- 
tion now going on in the Knutsford Hotel build- 
ing, 3rd South at State, conducted by Modern- 
ization Exposition (Inc.), a non-profit organi- 
zation formed by a number of leading local citi- 
zens to stimulate home repairs and moderniza- 
tion, is the most forward-looking project of the 
kind ever started in this city, and accomplishing 
worth while things in the way of increased ac- 
tivity in business, according to those in position 
to judge. 

The exposition occupies two floors of the ho- 
tel building, a total of about 20,000 square feet. 
Up to this time 90,000 people have seen it. It 
closes on June 30. 

The building materials exhibit, which occupies 
a large section of the east side of the first floor 
of the building, includes an attractive model 
farm home, large enough to give the visitor a 
really good idea of such a home when con- 
structed. Then there are exhibits of roofing 
materials of different kinds, hardwood flooring, 
millwork, insulating materials and the like. This 
exhibit is sponsored by 49 firms, the names of 
which are listed in a conspicuous place. The 
exhibit is under the direction of E. D. Ramsey, 
formerly in business in Provo as manager of 
the Provo Lumber Co. and more recently man- 
ager of the Smoot Lumber Co. in Salt Lake 
City. Mr. Ramsey is representing the lumber 
dealers’ association. 

Officers of Modernization Exposition (Inc.) 
include James S. Taylor, vice president of the 
Merrill company, Salt Lake City, long one of 
Utah’s and the mountain States’ best known lum- 
ber company executives and association workers. 





Construction Awards for May 
Score Good Gains 


Contracts let for ali classes of construction 
during May in the 37 eastern States were 2 
percent larger in dollar volume than the April 
total, according to F. W. Dodge Corporation. 
At the same time the contract total of $134,445,- 
700 was substantially above the contract total 
of $77,171,700 reported for May, 1933. 

Privately financed contracts amounted to $62,- 
846,500, which is the largest private contract to- 
tal since June of last year. It was 12 percent 
over April and 17 percent over May of last 
year. It should be noted that the May increase 
in’ privately financed contracts was entirely due 
to the inclusion of one large new building proj- 
ect in connection with the development of Rocke- 
feller Center, New York. During nine of the 
past 12 months, private work has exceeded the 
amount for the corresponding month a year 
previous. 

Publicly financed contracts; that is, construc- 
tion jobs undertaken chiefly with PWA funds, 
totaled $71,599,200 for May. This was smaller 
by 8 percent than the total recorded for public 
contracts in April. With the exception of Feb- 
ruary of this year, the current total was the 
smallest monthly volume for this class of work 
reported since August, 1933. At the same time 
the May total for publicly financed contracts was 
three times as large as that shown for May, 
1933, before the advent of the PWA program. 

May contracts for residential building alone 
totaled $24,847,200 as against $22,685,700 for 
April and $26,519,700 for May, 1933. 

For the elapsed months of 1934, construction 
awards of all descriptions in the 37 eastern 
States totaled $727,301,000 as contrasted with 
$329,771,500 for the corresponding five months 
of 1933. Gains over 1933 for the current year to 
date were shown in each of the four major con- 
struction classifications: for residential build- 
ing, about 20 million dollars; for non-residential 
building, about 100 millions; for public works, 
almost 245 millions; and for public utilities 
more than 30 millions. 

Contemplated construction reported during 
May for the 37 states east of the Rocky Moun- 
tains totaled $241,271,200 as against $319,721,600 
for April and $352,467,700 for May of last year. 
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Congress Provides For Financing 


WasuIncTon, D. C., June 19.—In the last minutes of its 
closing session last night, Congress finally passed the National 
Housing Act, which will provide facilities for financing home 
repairs and modernization and the building of new homes as 
well as the financing of low-cost housing projects. 

The President having announced that he will make no ap- 
pointments until he returns to Washington on June 26, this 
means that the Federal housing administrator, provided for in 
the Housing Act, will not be appointed until next week. 

Those in charge of the development of the national housing 
program have been working day and night preparing the rules 
and regulations that will be necessary in administering the 
National Housing Act. They expect to complete this task in 
the very near future. This will include the preparation of 
literature that will be distributed to the banking fraternity and 
another type for distribution to builders, contractors, retail 
lumber dealers and the public, which literature will specifically 
set forth the manner in which these various groups can take 
advantage of the provisions of the Act and co-operate with the 
Federal Government in reviving home building, relieving 


|. Housing Renovation and 


unemployment and bringing about better housing conditions, 

Both the National Lumber Manufacturers’ Association and 
the National Retail Lumber Dealers’ Association are actively 
co-operating and representatives of these organizations are 
assisting in the preparation of material of a type that will tel] 
the complete story to the retail lumber dealers and similar 
groups and help to sell the idea of home building and home re- 
pairing to the public. 

Another important matter is the preparation of suitable con- 
struction standards, as it is evident that if mortgages are to be 
insured on the long-term basis proposed, the structures on which 
these mortgages are given must be well built. The engineering 
department of the National Lumber Manufacturers’ Association 
is assisting in the preparation of these standards. 

Everyone naturally is interested in getting information as to 
the details of this new housing legislation. Complete copies 


of the bill, as finally enacted, were not available when this issue 
of the AMERICAN LUMBERMAN went to press. However, from 
the information made available, the following brief digest has 
been prepared: 








Title == 
Modernization ff @ ® 

Section 1.—Authorizes a Federal Housing 
Administration, all of the powers of which shall 
be exercised by a Federal Housing Adminis- 
trator to be appointed by the President. [It is 
understood that Harry L. Hopkins will be 
named to this position. ] 

Section 2.—Authorizes the administrator to 
insure banks, trust companies, personal finance 
companies, mortgage companies, building and 
loan associations, installment lending companies, 
and other such financial institutions against loss 
they may sustain on loans made for the purpose 
of financing alterations, repairs and improve- 
ments upon real property. The insurance thus 
granted to any such financial institution shall 
not exceed 20 percent of the total amount of 
the loans advanced or credit and purchases made 
by such financial institution for such purpose. 
The total liability incurred by the administrator 
for such insurance shall not exceed in the ag- 
gregate $200,000,000. Loans insured under this 
provision shall not exceed $2,000 each. 

Section 3.—Provides for loans to financial in- 
stitutions which are insured under section 2. 
Such loans may be made for the full face value 
of the obligations offered as security, at such 
rates and on such terms as the administrator 
shall determine. 
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$200,000,000—To insure banks, trust companies, mortgage com- 
panies, building and loan associations and other financing agencies 
against losses on loans for alterations, repairs and improvements 
on real property. Any one institution is limited to insurance aggre- 
gating not more than 20 percent of its total loans, etc. Loans for 
repairs are limited to $2,000, subject to such interest, maturity 
dates and any other terms and conditions prescribed by the 
administrator. 


$10,000,000—To create a Mutual Mortgage Insurance Fund, to be 
used by the administrator as a revolving fund to carry out the pro- 
visions of the Act for insuring mortgages on residences. 








Section 4.—Provides that the Reconstruction 
Finance Corporation shall provide the adminis- 
trator with the funds for such insurance and 
loans and authorizes an increase in the amount ana 
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low cost housing projects constructed 5. 
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Provide for application of the mort- 


of obligations which the R.F.C. may have out- 
standing under existing law by an amount suffi- 
cient to provide these funds. 


Title Il. Mutual Mortgage Insurance 


Section 202.—Creates a mutual mortgage in- 
surance fund to be used by the administrator 
as a revolving fund for carrying out the pro- 
visions of this title and allocates $10,000,000 im- 
mediately to such fund. 

Section 203.—Authorizes the administrator 
to insure any mortgage offered to him within 
one year from the date of its execution which 
is eligible for insurance as hereinafter provided 
and upon such terms as the administrator may 
prescribe, provided that except with the ap- 
proval of the President— 

1. The aggregate principal obligation of 
all mortgages on property and low cost hous- 
ing projects existing on the date of enact- 
ment of this Act and insured under this title 
shall not exceed $1,000,000,000; 

2. The insurance of mortgages on property 


after the passage of this Act shall be limited 
to a similar amount. 

To be eligible for insurance under this section 
a mortgage shall— 

1. Be held by the mortgagee approved by 
the administrator as responsible and able to 
service the mortgage properly. 

2. Involve a principal obligation not ex- 
ceeding $16,000 and not to exceed 80 percent 
of the appraised value of the property as of 
the date the mortgage is executed and of 
maturity satisfactory to the administrator, 
not to exceed 20 years. 


3. Contain complete amortization provi- 
sions requiring periodic payments by the 
mortgagor not in excess of his reasonable 
ability to pay as determined by the admin- 
istrator. 


4. Bear interest, exclusive of insurance 
charges, at not to exceed 5 percent per annum 
on the amount of the principal obligation 
outstanding at any time, or 6 percent if the 
administrator finds that in certain areas or 
under special circumstances the mortgage 
market demands it. 


gagor’s periodic payments (exclusive of the 
amount allocated to interest and insurance 
premium) to amortization of the principal of 
the mortgage. 

_ The insurance premium to be paid annually 
in advance shall be not less than one-half of 
one percent nor more than one percent per an- 
num of the original face value of the mortgage. 


SECTION 204.—Provides the method by which 
the insurance on defaulted mortgages shall be 
paid. The mortgagee will get his pay in three- 
year, 3 percent debentures, the principal and in- 
terest of which shall be guaranteed by the 
United States. Upon payment of this insurance 
in this way, title to the mortgaged property will 
pass to the administrator. 

SEcTION 205.—Details the manner in which 
mortgages are classified and provides for re- 
insurance. 


SEcTION 20€.—Provides for investment of 


funds not needed for current operations of the 
Federal Housing Administration. 


Section 207.—Covers low cost housing in- 
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Home Building and Modernizing 


surance and authorizes the administrator to in- 
sure first mortgages, other than mortgages de- 
fined in Section 201, covering property held by 
Federal or State instrumentalities, private lim- 
ited dividend institutions, or municipal corpor- 
ate instrumentalities of one or more States, 
formed to provide housing for persons of low 
income which are regulated or restricted as to 
rents, charges, capital structure, rate of return 
or methods of operation. Such mortgages shall 
contain terms, conditions and provisions satis- 
factory to the administrator, but need not con- 
form to the eligibility requirements of Section 
203. The administrator is empowered, when 
thought necessary, to impose a premium charge 
in excess of or less than the amount specified 
for mortgages defined in section 201. Insurance 
with respect to any low cost housing project 
shall not exceed $10,000,000. 


SecTION 208.—Provides that real property ac- 
quired by the administrator under this title shall 
pay taxes the same as other real property. 


Section 209.—Provides for statistical and 
economic surveys to guide the development of 


Title IV. Insurance of Savings and 
Loan Accounts 


This provides for the creation of a Federal 
savings and loan insurance corporation with a 
capital stock of $100,000,000, subscribed for by 
the Home Owners’ Loan Corporation. 

SEcTION 403.—Provides that it shall be the 
duty of the corporation to insure the accounts 
of all Federal savings and loan associations and 
it may insure the accounts of building and loan, 
savings and loan, and homestead associations, 
and co-operative banks organized and operated 
according to the laws of the State, district or 
territory in which they are chartered or or- 
ganized. 

Section 404.—Provides that each institution 
whose application for insurance is approved 
shall pay to the corporation a premium equal to 
one-fourth of one percent of the total amount 
of all accounts of the insured members of such 
institution, plus any creditor obligations of such 
institutions. This premium shall be paid an- 
nually until a reserve fund has been established 
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NG ACT PROVIDES 


$100,000,000—Capital stock of Federal Savings and Loan Insur- 


ance Corporation, wholly subscribed by Home Owners’ Loan 


Corporation. 


$300,000,000—Home Owners’ Loan Corporation fund for repair- 


ing and remodeling homes, the mortgages on which are held by 


the corporation. 


$1,000,000,000—Limit of insurance on existing mortgages on 
property and low-cost housing projects. 


$1,000,000,000—Limit of insurance on mortgages on homes and 
low-cost housing projects constructed after passage of Act. 
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housing and the creation of a sound mortgage 
market and for the publication at intervals of 
the results of such surveys and studies. 


Title Ill. National Mortgage 
Associations 


This provides for the organization by any 
number of persons not less than five of Na- 
tional Mortgage Associations, each of which 
shall have a capital stock of not less than 
$5,000,000, subscribed for at not less than par 
and paid in full in cash or Government securities. 
These associations will make no direct loans 
but will act as rediscount agencies. They will 
be authorized to purchase and sell first mort- 
gages and such other first liens as are commonly 
given to secure advances on real estate, such 
mortgages not to exceed 80 percent of the ap- 
praised value of the property as of the date the 
mortgage is purchased; and to borrow money 
for such purchases through the issuance of 
notes, bonds, debentures, or other such obliga- 
tions as provided for in the Act. 


by the corporation equal to 5 percent of all in- 
sured accounts and creditor obligations of all 
insured institutions. If at any time this reserve 
fund falls below 5 percent, payments of insur- 
ance premiums shall be resumed and continued 
until the reserve is brought back to 5 percent. 
The corporation is further authorized to assess 
against each insured institution additional pre- 
miums until the amount of such premiums equals 
the amount of all losses and expenses of the 
corporation. The total amount so assessed in 
any one year against any such institution shall 
not exceed one-fourth of one percent of the 
total amount of the accounts of its insured mem- 
bers and its creditor obligations. 


_ SECTION 405.—Provides that accounts in these 
institutions may be insured up to $5,000. In the 
event of a default by the insured institution the 
corporation shall make available to each mem- 
ber a new insured account in an insured insti- 
tution not in default, or, at the option of the 
insured member the amount of his account in- 
sured under this section will be paid 10 percent 
in cash, £0 percent of the remainder in one 
year, and the balance within three years in 


negotiable, non-interest bearing debentures of 
the corporation. 


Section 406.—Provides the method by which 
insured institutions may be liquidated. 


Section 407.—Provides the methods by which 
insurance may be terminated. 


Title V. Miscellaneous 


Amends the Federal Home Loan Bank Act 
so as to authorize each Federal Home Loan 
Bank to make advances to its members upon 
the security of home mortgages, limited as fol- 
lows: 

1. On an insured mortgage the advance 
may be up to 90 percent of the unpaid prin- 
cipal of the mortgage loan. 

2.. If secured by a home mortgage given in 
respect of an amortized home mortgage loan 
which was for an original term of eight years 
or more the advance may be for an amount 
up to 65 percent of the unpaid principal of 
the home mortgage loan, but in no case shall 
the advance exceed 60 percent of the value 
of the real estate securing the home mort- 
gage loan. 

3. If secured by a home mortgage given 
in respect of any other home mortgage loan, 
the advance shall not be for an amount in 
excess of 50 percent of the unpaid principal 
and in no case shall exceed 40 percent of the 
value of the real estate securing the loan. 

SEcTION 502.—Authorizes the Federal Home 
Loan Banks to make advances to their members 
to enable such members to finance home repairs, 
improvements and alterations. Such advances 
shall be made upon the security of notes repre- 
senting obligations incurred pursuant to and in- 
surable under Section 2 of the National Housing 
Act. Such advances shall be under such terms 
and at such rates of interest as shall be deter- 
mined by the Federal Home Loan Bank Board. 

Section 504.—Amends the Farm Credit Act 
so as to provide that with the approval of the 
governor of the Farm Credit Administration 
and under rules prescribed by the production 
credit commissioner, production credit associa- 
tions organized under the provisions of the 
Farm Credit Act of 1933: 

1. May make loans to farmers for home 
alterations, repairs and improvements. 

2. May sell, discount, assign, or otherwise 
dispose of any loans made by them under the 
provisions of this section. 

3. May avail themselves of the benefits of 
insurance under the provisions of Section 2 
of the National Housing Act. 

4. May do all things reasonably necessary 
to carry out the provisions of this section. 

SEcTION 505.—Amends the Federal Reserve 
Bank Act by adding a provision to Section 24, 
authorizing the removal of the present limita- 
tions of a 5-year maturity and 50 percent of ap- 
praised value on home mortgage loans, where 
such loans are insured under the provisions of 
Title II of the National Housing Act. 

It further amends Section 24 of the Federal 
Reserve Axt to provide that loans made to fi- 
nance the construction of residential or farm 
buildings and having maturities not to exceed 
six months, even though secured by a mortgage 
or similar lien, shall not be considered as loans 
secured by real estate, but shall be classed as 
ordinary commercial loans, providing that no 
national banking association shall invest in or 
be liable on such loans in an aggregate amount 
in excess of 50 percent of its actual paid in 
and unimpaired capital. If accompanied by a 
valid and binding agreement of an acceptable 
individual, partnership, association or corpora- 
tion to advance the full amount of the loan 
upon the completion of the building, notes repre- 
senting such loans shall be eligible for discount 
as commercial paper. 


Section 506.—Amends the Home Owners’ 
Loan Act of 1933 so as to authorize the cor- 


(Continued on page 43) 
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Lumber Industry Likes Code but In 


“Field Day for Criticism” at Chicago Is Good-Natured 


America’s lumber industry is in favor of the 
Lumber Code, can see much good that it has 
accomplished, and does not want to relinquish 
it, even though it may not be perfect. Com- 
pliance must be more strict and widespread, 
however, and a distribution statement must be 
given official Government approval—and these 
two things must be done at once, in the opinion 
of a sizable portion of the industry, or the Code 
is in danger of “going on the rocks.” Other 
difficulties are relatively minor .in character and 
can be coped with through further study, ex- 
perience and conference. A majority of the 
industry is in favor of retaining the cost-pro- 
tection price structure and considers it an indis- 
pensable factor of Code success, although cer- 
tain details of application may need revision 
now or later. Actually there is much less dis- 
content with the provisions and administration 
of the Code than rumors and luncheon-board 
gossip would lead a person to believe. 

That, in a paragraph-shell, was the net re- 
sult of discussion at the “field day” for criticism 
of the Lumber Code and of the Lumber Code 
Authority, held at the Drake Hotel in Chicago 
on June 11. It had been announced as a sort 
of “free for all” at which the Authority would 
be present sitting en banc, and it was thought 
that probably between five hundred and a thou- 
sand lumbermen from all over the country, 
many of them indignant, would be present to 
blow things wide open. Actually, however, 
there were only about three hundred present, 
and the general tone of the remarks was so 
laudatory that C. C. Sheppard, of Clarks, La., 
vice chairman who presided after Chairman 
John D. Tennant, of Longview, Wash., opened 
the meeting, was agreeably surprised. “I 
thought,” the witty southerner exclaimed, “you 
came to bury Caesar, not to praise him!” 

After opening the meeting with a brief state- 
ment, Chairman Tennant invited anyone present 
to enter into the discussion, and the first man 
to speak was M. G. TruMan, of Chicago, presi- 
dent Marsh & Truman Lumber Co. Mr- 
Truman, who explained that he is representa- 
tive of the independent or specialty wholesalers, 
said that the NRA fleet, and especially the lum- 
ber ship, is in a storm, and that although he 
wants the Code to succeed, if it does not it will 
be because “the ship took on too much cargo 
at the start”—the Code is trying to take in too 
much territory. He believes that the lumber 
industry is too complicated and too varied, and 
there are too many interests—all perfectly legiti- 
mate but often opposed to each other—to make 
it possible for any one to write a distribution 
statement that would really be legal and en- 
forceable. Mr. Truman maintained that the 
best thing to do would be to abandon the cost- 
protection-price structure, the fixed compensa- 
tion to wholesalers, and the attempt to formu- 
late a wholesalers’ code, and center NRA con- 
trol activities on production. “The trouble with 
the cost-protection prices is not that they are 
too high, but that they are too rigid,” he de- 
clared. He opined that if it were made possible 
to “adjust prices to meet conditions” without 
a fixed schedule the manufacturer still could 
publish his own resale prices, and any drop 
in prices “would only be to the actual market.” 
If there is no attempt to fix wholesalers’ com- 
pensation, there will be no need to adopt any 
definition of a wholesaler, and a wholesalers’ 
code is not necessary because after all it is the 
manufacturers who really fix the prices. The 
present arrangements “puts a premium on boot- 
legging” in prices and discounts, he averred, 
and he urged that it be discontinued. 


J. M. Woottett, of Chicago, president Aber- 
deen Lumber Co., a wholesale hardwvod firm 
which he said also finances sawmills, declared 


that his company is operating in accordance 
with the Code to the best of its ability, but 
finds this difficult because of the multiplicity of 
published prices, and because various bulletins 
of the Authority are not properly co-ordinated, 
one following and cancelling another in too 
rapid succession. Buyers are resentful of this 
and dangle the prospect of cash before lumber- 
men to tempt them to “chisel” on prices, he 
continued, and they are successful because mills 
will chisel when cash is offered. Mr. Woollett 
said that compliance with the Code had made 
it impossible for him to sell old friends (caus- 
ing a tremendous loss of money) because of 
the lower prices offered by many small hard- 
wood mills being operated without any regard 
to Code prices. In closing, however, he com- 
plimented the Hardwood Manufacturers’ Insti- 
tute on the work it had done, and declared that 
the hardwood industry owes “a vote of appre- 
ciation to the organization and its leaders for 
the individual sacrifices they have made in 
tackling the big job of administration. 


Rate Hines, of Chicago, president Edward 





RALPH HINES, E. 
Chicago; 
“Lumbermen best know lumber prob lems” 


A. FROST, 
Shreveport, La.; 


Hines Lumber Co., prominent as manufacturer, 
wholesaler and retailer, a member of the Au- 
thority and also the manufacturer member of 
the Retail Lumber Code Authority, made a 
strong “face the facts” speech. He severely 
criticised the Government for its refusal to give 
approval to the industry’s distribution statement, 
declaring that the Government is so intent on 
guarding the interests of the 5 percent of the 
industry “whose businesses are so specialized 
that they can’t go along with the rest of us” 
that the interests of the 95 percent are over- 
looked. He demanded that the Government 
start looking out for the welfare of the majority 
of the industry instead of devoting all its atten- 
tion to such a small minority. The Government, 
he said, has had three complexes—that small 
mills are being ruined by the Code, whereas 
“small mills have had the advantage ever since 
the Code went in”; that the distribution state- 
ment is somehow unfair to certain interests; 
and that the Code encourages monopolies. Mr. 
Hines maintained that the lumber industry itself 
is the best judge of what constitutes proper dis- 
tribution, and that after the industry’s repre- 
sentatives had spent eight years in perfecting 
the distribution statement to the highest degree 
possible in what practical lumbermen conceded 
was fairness to all interests, the Government 
should not do any stalling about approving the 


document. Mr. Hines emphasized the impor- 
tance of this, saying that the Code is failing 
because of the lack of this definite stabilizing 
influence which would safeguard the respective 
positions of the wholesaler and the retailer, 
“Control of production is not the solution of our 
problem,” he declared, “distribution is. The 
lower our production is, the higher our cost of 
producing and selling will be. The healthiest 
condition we can have is to have good retailers 
and good wholesalers.” The reason is, he ex- 
plained, that it is the retailer who actually con- 
tacts the great mass of customers of the lumber 
industry, who does the real selling of lumber, 

He mentioned the recent stock-yards fire in 
Chicago and said, “The man who could go in 
there and talk building to them was the one 
who had been doing business with them for 
twenty years, and who knew what they needed.” 
It was a retailer who sold the lumber for re- 
building, before the fire was out, and again it 
was the retail lumber industry in Chicago that 
started action that resulted in the Lumber In- 
dustries House at the World’s Fair. “It was 
six months after the specifications of the fair 
were written,” he charged, “before a manufac- 
turer ever came to see the fair. What lumber 
went into the fair was the result of work by 
the retailers in conjunction with the manufac- 
turers.” To do this kind of selling job for the 
industry the retailer must have his costs and 
his market protected by the distribution state- 
ment, Mr. Hines pointed out. 

As to the possibilities of monopolies under 
the Code’s price structure, Mr. Hines said that 
“there was a Sherman Law to prevent monopo- 
lies by manufacturers, but there was no law 
against purchasing agents, to prevent them from 
depressing the market.” The reason for price- 
fixing was, he continued, that the per capita 
consumption of lunmiber had dropped further 
since 1914 than had the consumption of the 
product of any other capital industry, and there 
was not enough money in the lumber industry to 
pay the wages and provide the shorter work- 
week required under the Code, without the 
prices assuring the recovery of these costs. “I 
was for the ‘birth-control’ measure of the Code 
from the start,” he said, “but it is too late for 
that now,” because of the number of new pro- 
duction units that already have started up, and 
the cost-protection prices must be maintained. 
Besides, they are not too high anyhow, he 
pointed out, saying, “A drop of $5 a thousand 
would not cause the building of one more house 
in Chicago.” He concluded with the declaration 
that if the Government does not allow the indus- 
try the self-regulation provided by the Code as 
originally submitted—including the distribution 
statement—the only alternatives will be Govern- 
ment regulation or Government subsidy. 


Joun Drecce, of Nichols & Cox, hardwood 
wholesaler of Grand Rapids, Mich., entered a 
protest in regard to Cuban mahogany, of which 
his firm is a substantial importer. It is inferior 
in quality to Central American mahogany, he 
explained, and therefore should have a differ- 
ential of $10 or more in its favor, but instead 
it is priced under the Code at $10 higher, on 
the common grades, and an even greater spread 
on the uppers. Mr. Dregge charged that the 
reason for this was that the price was set by 
companies who have produced Cuban mahogany 
but whose major interest is Central American 
mahogany and who thus have kept the inferior 
wood out by forcing a higher price to be de- 
manded for it. He declared that this is not 
fair nor equitable, as Cuba is a better customer 
of this country than is Central America. 

STANLEY Moore, of Moore & Moore (Inc.), 
Waterloo, Iowa, a retailer, said that “I don’t 
know where I’m at” because of the uncertainty 
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sists on Trade Rules and Compliance 


Affair, With Many Constructive Suggestions Offered 


that has developed through delay in approval of 
the distribution statement and because of direct 
selling on the part of mills. He called atten- 
tion to the fact that although manufacturers cut 
out and move to new locations, the retailer stays 
where he is and depends on that territory for 
his entire income; the mill, dependent on the 
retailer for the greater part of its marketing, 
should not put the retailer out of business by 
taking the cream of the dealer’s market, through 
selling direct. “For seventy years my family 
has been buying from Weyerhaeuser,” he said, 
as an illustration. “At first the invoices came 
from Rock Island, then from Minnesota, and 
then from the West Coast and the Inland Em- 
pire, but all that time our yard has been in 
the same town.” If this Code is to be success- 
ful for the lumber industry, he concluded, it 
must provide some means to let the lumber 
mantifacturer’s retail outlet know “whether he 
is alive or not” and whether it will be safe to 
invest in a stock of lumber. 


Frank L. Jonnson, of Chicago, for forty- 
six years in the commission lumber business, 
said that most of the lumbermen are in favor 
of the Code but that there are a few “flies in 
the ointment.” Of these he selected, as the 
most troublesome, the 8 percent maximum dis- 
count to wholesalers and said that it is all 
wrong, that it has resulted first in large re- 
tailers demanding the 8 percent, and then the 
smaller dealers also demanding it to compete 
with the larger concerns. He also attacked 
the proposed Code amendment which would 
limit wholesaler’s discount and commission 
man’s discount, combined, to the wholesaler’s 
maximum discount. 


Water J. O’Brien, O’Brien Lumber Co., 
Chicago hardwood yard operator, entered a pro- 
test against the recent plan of differentials 
adopted by the Hardwood Division Agency, be- 
cause it did not allow these differentials to 
wholesale assembling yards the same as to con- 
centration yards. The wholesale assembling 
yard provides the same service that the concen- 
trating yard does, he contended, and supplies 
the mills with cash by buying lumber when 
others will not buy, and therefore is entitled 
to this differential. 


W. H. Dononve, Wabash Screen Door Co., 
Chicago, was the first of four spokesmen for 
the Woodwork Division, all of whom explained 
that the principal thing which their Division 
seeks and needs is compliance, thoroughgoing 
and complete as possible, as quickly as possible. 
Mr. Donohue said that the woodworking manu- 
facturers are not entirely satisfied with the pro- 
visions of the Code but that they feel the indus- 
try is better off under the present circumstances 
than otherwise, and that 90 percent of the in- 
dustry is co-operating. “If we can have real 
compliance,” he promised, “you will never hear 
any but nice things from us.” He also men- 
tioned the importance of having rules of fair 
trade practice approved. 


C. A. Rinentmer, Rinehimer Bros. Manufac- 
turing Co., Elgin, Ill., speaking for the special 
woodwork group, said that these manufacturers 
would be glad to pay higher wages if there is 
available the money to pay them, and said that 
the chief obstacle to having this money is the 
destructive minority which has not been brought 
under Code compliance. 

LioneL Ray, Cole Manufacturing Co., 
Memphis, Tenn., said “We feel we have bene- 
fited under the Code” and that for the employees 
there are “better wage conditions than in years.” 
To maintain this condition, he continued, the 
cost-protection prices are essential. He be- 
lieves that the principal cause of non-compli- 
ance is the complication of the rules—that these 


either should be simplified or there should be 
created a means of educating all operators, large 
and small—particularly the small operators who 
are so hard at work they have no time to con- 
sider costs—on what the Code provisions are 
and how to comply with them. The 10 per- 
cent not now complying “will instantly comply 
if they have a thorough understanding of what 
we are trying to do,” he declared. He concluded 
with a suggestion that organized minorities can 
make a loud noise in Washington, and that the 
NRA officials should make sure that an organi- 
zation actually represents its industry before the 
claims of such organization are taken seriously. 

J. M. Farrett, Goshen Sash & Door Co., 
Goshen, Ind., brought to the Authority and the 
NRA the compliments of the jobbing industry, 
which he said “will support you to the finish” 
if the good work continues—if compliance is 
tightened, approved rules of fair trade practice 
are announced, and mail order prices are co- 
ordinated with those of the Code. His group is 
in favor of the Code “in spite of the fact that 
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our selling prices are less than before the Code 
took effect.” 

FRANK F. Cotins, secretary National Handle 
Association, administrative agency of the Broom 
& Mop Handle Division, which he described 
as the “infant child” of the Lumber Code, said 
that these manufacturers under the former de- 
structive competition were building down to a 
price and not up to a standard, but now under 
the Code are improving their quality and also 
some who formerly relied solely on price are 
building up sales organizations in order to do 
business in a better way. As a result the 
handle manufacturing companies, which have 
been paying distressfully low wages and piling 
up operating losses since 1929, now not only 
are paying higher wages but also are “coming 


out even at least, and some of them are making 
a little profit,” Mr. Collins said. He read letters 
from several of his association members, all of 
whom told of improved conditions under the 


Code. 


E. A. Sritt, General Box Co., Chicago, as a 
representative of the Federation of Wooden 
Package Associations, said it is difficult to fit 
the package industry into the same code with 
the lumber industry, because the package manu- 
facturer sells first and then produces, whereas 
the lumber manufacturer produces first and 
then sells—“this is the day of controlled in- 
ventory and close tie-up of production and 


sales”—but package manufacturers believe that 
the Code’s advantages considerably overbalance 
its disadvantages. Their most important objec- 
tion, Mr. Srill said, is that Divisions do not 
have sufficient freedom to proceed with adminis- 
tration within the respective Divisions, but must 
take up too many details with the Authority. 
Besides, he said, there is too much overlapping 
of administrative functions among the Divisions, 
and the quality of inspections often is none too 
high—there are some excellent inspectors, he 
hastened to explain, but some also that are not 
so good, and there can be no certainty of draw- 
ing an efficient inspector. Continuing he made 
it plain that the package men have no intention 
to “jump the traces” because of these and other 
administrative and compliance difficulties, for they 
realize the Code is new and must be improved 
with time and experience. He urged that provision 
be made for one of the smaller manufacturers 
of boxes on the Authority—said that in the box 
industry there is the integrator and the fabrica- 
tor, and that both of these should be represented 
on the Authority. Cost recovery is not the com- 
plete answer to the financial problems of the 
box manufacturers, he said, because costs are 
not the same to all manufacturers, and besides 
the competition of packages made of other ma- 
terials must be met, and there must be a way 
provided somehow to meet it. Mr. Srill also 
had something to say against the wisdom of the 
“birth control” system of protection—To freeze 
out new facilities would be fatal to the industry. 
We need new ideas.” 

A. D. McIntosH, of Seattle, Wash., president 
of the Seaboard Lumber Co., made the day’s 
most vigorous attack on the Code, his princi- 
pal argument being that it is impossible to draw 
up a set of rules that would be fair and equitable 
to all factors in this complicated lumber indus- 
try; he declared that it would take supermen 
to prepare such rules, and a hundred times as 
many supermen to enforce them, and predicted 
that the evils today existing under the Code 
will continue and become worse. Mr. McIntosh 
said he definitely was representing twenty-five 
log-buying West Coast mills at the meeting 
and declared that there were many more who 
felt the same way but whose actual letters he 
did not possess. “We feel,” he said, “that the 
industry should get down off its high horse 
arid recognize economic facts, not theories.” He 
charged that the Code itself has been responsi- 
ble for today’s overproduction, and for the too- 
large number of mills operating so that what 
business there is is “spread over so thin that 
it is of no benefit to anyone.” He declared that 
there are four schools of thought in the lum- 
ber industry: (13) Those who regretfully feel 
that the Code can not be enforced; (2) those 
who concede this but who say “What can we 
do about it? Why stir up trouble? The prices 
are still a factor in the prosperity of the indus- 
try”; (3) those who admit the lack of compli- 
ance but who need the price schedule as an 
umbrella under which to carry on unfair com- 
petitive activities; and (4) the compliers and 
conformists, who believe in the Code and see 
in it the hope of the industry. Disregarding 
the evidence of the other speakers in this meet- 
ing Mr. McIntosh declared that the men in 
this fourth class “represent only a_ small 
minority of the mills.” He urged that the in- 
dustry either abandon its price schedule or 
adjust it so as to remove all its inequalities. 

H. D. Mortenson, of Klamath Falls, Ore., 
president of the Pelican Bay Lumber Co., said 
that compliance in the West Coast territory 1s 
as good as anywhere in the country, and that 
without the benefit of the cost-protection prices 
not more than 10 percent of the manufacturers 
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The National Lumber 
Manufacturers’ Associa- 
tion will be returned to 
its original form as a 
federation of regional 
associations and will 
again take over the re- 
sponsibility for general 
lumber trade promotion, 
reserving American 
Forest Products Indus- 
tries (Inc.) for specific 
promotional tasks, the 
directors of the two or- 
ganizations decided 
Wednesday at a meeting 
at the Drake Hotel in 
Chicago. . 

C. C. Sheppard, of the Louisiana Central 
Lumber Co., Clarks, La., was re-elected presi- 
dent of the National association, and also re- 
elected were: W. M. Ritter, of Columbus, Ohio, 
as vice president and treasurer; J. P. Weyer- 
haeuser, Jr., of Tacoma, Wash., and George W. 
Dulany, Jr., of Chicago, as vice presidents; 
and Wilson Compton of Washington, D. C., as 
secretary-manager. All the directors were 
re-elected except that R. B. Goodman, of Mar- 
inette, Wis., succeeds J. S. Weidman, Jr., as 
a representative of the Northern Hemlock & 
Hardwood Manufacturers’ Association; E. H. 
Broughton, of Minneapolis, Minn., succeeds 
H. C. Hornby as a representative of the North- 
ern Pine Association; George J. Pope, of 
Chicago, succeeds J. S. Foley, of Foley, Fia., 
as a representative of the Southern Pine Asso- 
ciation; S. V. Fullaway, Jr., of Portland, Ore., 
succeeds David T. Mason as a representative 
of the Western Pine Association; and Lee 
Robinson, of Memphis, Tenn., succeeds Parrish 
Fuller as a representative of the Hardwood 
Manufacturers’ Institute. 


The reasons for its return to original form, 
after all trade promotion activities had been 
centered in A. F. P. I. for a little over a year, 
were stated by the directors in the following 
resolution : 

The National Lumber Manufacturers’ Asso- 
ciation will be most effective if enabled to re- 
establish its status as a federation of re- 
gional associations. It should represent and 
should have the support of timber owners and 
lumber manufacturers generally. Its activi- 
ties should be in behalf of the entire lumber 
manufacturing industry, of general interest, 
and at an expense sufficiently small to invite 
general financial support. It should not be 
compelled to put itself into apparent compe- 
tition with any regional association in the 
effort to secure necessary support of its ac- 
tivities. 

The National Lumber Manufacturers’ As- 
sociation is the only means, under the exclu- 
sive control of the industry, for maintaining 
unified industry organization and action. It 
is in the interest of every region that it be 
maintained and strengthened. For this pur- 
pose we recommend to each regional associa- 
tion that it promptly secure affiliation with 
the National association and support it finan- 
cially. 

The president and secretary-manager will 
submit, at the next directors’ meeting, “recom- 
mendations for modernizing the present by-laws, 
including recommendations on the size of the 
board of directors and executive committee and 
regional representation thereon, and simplifi- 
cation of the standing committees,” and plans 
will be made for the National association to 
wage a vigorous campaign of trade promotion 
to take advantage of the new housing legisla- 
tion, for the purpose of showing the opportuni- 
ties which the Act provides and of inducing 
large numbers of people to take advantage of 
those opportunities. Other trade promotion 
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activities of such nature as will benefit the 
lumber industry generally will be instituted 
as soon as the proper organization can be 
arranged. 

In the meantime the American Forest Prod- 
ucts Industries (Inc.) will continue to care 
for all the industry’s trade promotion work, 
until such time as the National is prepared to 
take it over, and will continue in charge of 
the same official personnel, with A. T. Upson 
as manager. George W. Dulany, Jr., is chair- 
man of the board, Wilson Compton is presi- 
dent, and Harry Uhl is secretary. It is planned 
that A. F. P. I. will limit its activities to the 
Timber Engineering Co. and other similar 
special projects of the industry which are 
similarly organized, and will also serve as the 
“machinery” for various separately organized 
groups of lumbermen to carry on their own 
promotion work, financed by themselves. It is 
thought that certain firms whose operating life 
is not sufficiently permanent to permit their 
co-operation in the general promotional work 
of the National association will be willing and 
anxious to take part in these smaller projects 
promising more immediate returns, and some 
of these special groups will also be financed 
co-operatively by lumbermen and other forest 
products industries which would not participate 
in the National program. One need not be a 
member of the National Lumber Manufacturers’ 
Association to participate in the activities of 
American Forest Products Industries (Inc.). 


President Explains Functions of Code 


In opening the annual meeting of the National 
Lumber Manufacturers’ Association on Tues- 
day, President Sheppard expressed his disap- 
pointment and great surprise at the small 
attendance, both at the National meeting and 
at the Code open forum of the preceding day— 
only about 300 instead of the thousand he had 
expected—but he thought the frank statements 
of Monday would result in much good, and 
better general understanding of the Code. 

He unhesitatingly assailed, however, those 
who were inclined to blame Government offi- 
cials for Code difficulties; there is unnecessary 
Government interference in Code operation by 
the industry, he said, but still “we are allowed 
a wide latitude” in which to plan and operate. 
Blunt and outspoken, Mr. Sheppard did not 
deny the existence of evils in connection with 
the Code—evils such as inadequate enforcement 
and incomplete compliance, and lack of definite 
distribution rules—and he conceded that the 
Code might fail, but he was positive in his 
declaration that if it does fail it will be the 
fault of the industry, for failing to work 
together on this program which is so beneficial 
to it. He urged that if any lumberman is 
impatient with the strict Government supervision 
of Code activities, he should read again the 
first sentence of Article I of the Lumber Code: 
“This is an undertaking in industrial self-govern- 
ment under such public sanctions as are necessary 
to carry out in the lumber and timber products 
industries the purposes of the National Indus- 
trial Recovery Act.’ Most lumbermen, he said, 
remember only the “self-government” part of 
that sentence, and forget the words italicized 
above. It is the Administration’s duty, he 
reminded his listeners, to maintain this strict 
supervision of what is done under the NRA 
banner, in order to protect the public interest. 
He urged his fellow lumbermen to strive to 
adjust their business methods to Code require- 
ments as quickly as possible, and to eliminate 
the “innumerable bickerings on small questions.” 

Concerning the distribution statement—that of 
which men the previous day had been most 
insistent in demanding Government approval 


and action—Mr. Sheppard said that “I am con-. 


June 23, 1934 


National, Again a Federation, Plans 
New Marketing Campaign 


vinced now that it contains some statements 
that the Government should not approve, jy 
the interest of the public.” He predicted, tha 
it will be altered so as to be satisfactory not 
only to all branches of the lumber industry 
but also to the public, and will be approved 
in the near future. 


Mr. Sheppard believes that after the Code 
expires there will be some other form of regy. 
lation, or perhaps a modified NRA, at any rate 
a “new set of rules” for doing business, and 
added, “It is none too soon now to give thought 
to that subject.” When the NRA does expire 
he continued, the industry will have special 
need of the N. L. M. A., but the president quite 
plainly told his hearers that the industry would 
not have its association unless it rallies to sup. 
port of it, both with finances and with interest 
in its work, 

In the meantime the Code is with us, he 
went on, and most lumbermen favor it although 
some Oppose it and some say the cost-protection 
prices will not hold, “maybe because they do 
not want them to hold,” but no large group 
of lumbermen holds to such detrimental views, 
and “90 percent of the cases I’ve heard about 





are seeking to bring about conditions that will 
further their own selfish interests. I can count 
on the fingers of one hand a group of men 
who have cost our lumber industry thousands 
of dollars—every time we have a hearing they 
are present, entering complaints based on their 
own selfish interests. The Administration has 
given far too much time to these small, selfish 
groups who have come down to Washington 
to defeat this program.” Mr. Sheppard sug- 
gested that the Government “kick them out the 
door” and give more attention to the over- 
whelming majority of 
men trying to make the 
Code operate smoothly. 
Then in closing he re- 
turned to the subject of 
the industry’s own re- 
sponsibility and declared, 
“Tf the men of this in- 
dustry would co-operate 
to get things done—if 
they would back up the 
National program in- 
stead of spending so 
much effort on these 
small matters, we could 
take some long steps in 
this industry.” 


Report of Secretary- 





Manager 
Secretary - Manager 
ye Wilson Compton, in a 
G. W. DULANY, few remarks prefatory 
Catcago:; to his annual report, 


Re-elected 


Vice President said the big task of pre- 


paring the Lumber 
Code and of building up an administrative 
organization had taken most of the time an 
attention of the National staff during the past 
year, and had also occupied the attention of 
the lumbermen themselves, with the result that 
the proposed associational program of trade 
promotion and other activities had been rele- 
gated to the background and little of this nature 
had been attempted. After the Code has been 
in operation for a year, however, there wi 
be definite understanding of what it can do, 
and the industry should give “some deliberate 
and concerted attention” to both general an 
specific promotional activities. Mr. Compton 
called attention to charts which had been dis- 
tributed, mapping out the part which the three 
organizations—Lumber Code Authority, Na- 
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tional Lumber Manufacturers’ Association and 
American Forest Products Industries (Inc.)— 
should take (in industry control, general indus- 
try representation and promotion, and direct 
promotional projects, respectively), and then 
proceeded with his report, explaining that he 
was making no recommendations on Code 
administration because his views on this in some 
respects “do not coincide” with the views of 
certain other members of the Lumber Code 
Authority. His report, in part, was as follows: 


You will recall that during the second quarter 
of last year and culminating in July, occurred 
a great increase in lumber sales. It was mysti- 
fying, but at the same time reassuring of a large 
potential public demand for lumber and timber 
products. A year ago, in reporting to you on 
this condition, I made the following comment: 

“The recent sharp upswing in the volume of 
lumber movement is largely a consequence—en- 
tirely logical under the circumstances—of buyer 
speculation in anticipation of higher prices. To 
that extent it is simply transferring lumber 
stocks from mill piles to retail yards. The cur- 
rent rate of national lumber mevement has in- 
creased two and a half times in less than three 
months. The current rate of actual lumber con- 
sumption has not so increased. Present lumber 
production, although still less than present de- 
mand, is considerably greater than present lum- 
ber consumption. This industry today is stor- 
ing up potential trouble for itself which may be 
avoided only if production is held in control, and 
consumption of lumber increased. The possi- 
bilities of effective trade extension therefore 
should have your earnest thought. Eventually 
the balance between production and consump- 
tion is the decisive factor.” 


Surplus Production Is a Menace 

In the second quarter of 1930 the total stocks 
in the possession of lumber manufacturers to- 
talled nearly 14 billion feet, the greatest re- 
corded aggregate in the 
industry’s history. I do 
not wish to assail you 
with a barrage of sta- 
tistics. But there are, 
I believe, two fundamen- 
tal problems to which 
the industry has not yet 
found the solution, and 
for which a_ solution 
must be found, namely, 
a stable adjustment of 
stocks, and of produc- 
tion and consumption; 
and an increase in the 
volume of use of lumber 
and timber products. The 
first of these, and I 
think immediately the 
most important, is es- 
sentially a Code prob- 
lem, and for the solution 
of which I believe there 
is ample authority 
vested in the industry 
under the Code as it 
now stands; namely, the 
establishment of a bal- 
ance of lumber produc- 
tion and consumption 
which will sustain a 
reasonable general lum- 
ber price level. This 
has not been done. The 
consequence has been to put a constantly in- 
creasing burden for industry stabilization upon 
the cost-protection minimum prices, and upon 
the schedule of trade practices—a burden which 
in my opinion these provisions of the Code can 
not sustain and are not sustaining. 

You will recall in 1930 a delegation from 
the association went to the President of the 
United States with a request that he appoint a 
public commission to consider the economic con- 
ditions of the lumber industry. Subsequently he 
appointed a Timber Conservation Board and 
charged it with the duty to study the “problems 
and consequences of overproduction in the forest 
industries’ with a view to making recommenda- 
tions of “measures of public and private effort.” 

One of the actions undertaken by that board, 
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and the only one which has been continued, has 
been a quarterly survey of lumber production 
and consumption through a special Survey Com- 
mittee. Beginning in 1931, the board has con- 
sistently recommended a general reduction in 
lumber stocks in both softwoods and hardwoods, 
and it is on its report that the following analy- 
sis is based. 
Stocks Increase in Fourth Quarter 1933 

During the past five years the consumption of 
lumber dropped from 36 billion in 1929, to 26 
billion in 1930; 19 billion in 1931; 13 billion in 
1932; and during the first quarter of 1933 to an 
annual rate of less than 11 billion feet. Yet 
during the same period, with the aid only of 
voluntary action of individual companies, rein- 
forced, to be sure, in many instances by insist- 
ent financial pressure to liquidate, and in the 
face of the most drastic and continuing decline 
in consumption which the industry had ever ex- 
perienced, lumber stocks year after year were 
consistently reduced from a peak of nearly 14 
billion feet in the second quarter of 1930 to 12 
billion in 1931; less than 10 billion in 1932, and 
to a minimum point of 71/3 billion in the third 
quarter of 1933 when the Code became effective. 
Since that time, notwithstanding the enforceable 
quotas and allotments, the stocks have increased 
to about 7 billion 800 million feet, thus adding 
a half billion feet to the existing national surplus 
of 2 billion feet. 

An important aspect of this problem of ad- 
justing production to consumption is in the un- 
balanced assortment of grades and items, with 
difficult shortages in some, and unwieldy sur- 
pluses in others. This is an exceedingly difficult 
problem, traceable primarily to the distortion of 
item demand, due to the decline of building ac- 
tivity to the pathetic levels which have prevailed 
for the past four years. 


Market Values Require Close Study 


Another aspect is our traditional so called 
“lumber list” and market price relationship. We 
see a lot of reports stating, for example, that 
clear grades in some regions are in great sur- 
plus and can’t be disposed of; elsewhere, that 
there is a shortage of box lumber, though what 
to do with the rest of the cut necessary to make 
the box lumber, few seem to know; or a short- 
age of thick stock and a surplus of boards. 

Much of this continuing ill-assortment of 
stocks is based, it seems to me, on the assump- 
tion that there are certain fired relationships 
between the market values of one grade and an- 
other, or one item and another; that these re- 
lationships are established by long experience in 
the history of the lumber business, and that 
they can’t be changed. To find the answer to 
this problem probably means a deliberate study 
of the whole lumber marketing and distribution 
system, in which no fact and no practice should 
be merely taken for granted. At any rate, the 
unbalanced condition of assortments of stocks 
has in many regions become steadily more ag- 
gravated; and in none of the regions has it 
been noticeably improved. 

Traditional price differentials in the lumber 
industry have been built up under a condition of 
uncontrolled production. It does not neeessarily 
signify that under a system of controlled pro- 
duction the price differentials ought to be the 
same, even if the markets and uses were the 
same as before, which of course they are not. 
Some markets are relatively way up, and others 
relatively way down. Holding to former price 
differentials merely because they used to apply, 
may have the result merely of cleaning out 
quickly the industry’s stocks of some items, at 
much less than the market can well afford to 
pay, and on the other hand, storing up stale 
stocks of other items at nominal prices out of 
line with what the market will take or for 
which, as a matter of fact, there may be no 
market whatever. 


Production Control Is “Heart'' of Code 


The present significance of the facts here re- 
cited lies, I think, in this: For many years and 
especially during the past decade the leading 
members of this industry have hoped, prayed 
and struggled for an effective means of con- 
trolling production and thus maintaining a 
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stable balance between 
supply and demand. Last 
fall under the Code that 
chance was” abruptly 
thrust on the industry, 
coupled with the right of 
enforceable performance 
on the part of every 
competitor. 

Yet the net outcome of 
nine months operation 
under the Code has been 
that the industry as a 
whole, even with the aid 
of its enforceable quotas 
and allotments, not only, 
as the Timber Conserva- 
tion Board in its latest 
report has frankly point- 
ed out, has made “no 
net national progress toward balancing produc- 
tion with consumption,” but by May 1 had lost 
10 percent of the previous gains which, by the 
laborious and unequal process of voluntary ac- 
tion, it had made during the preceding four 
years. During the first five months of this year 
sales have been 6 percent above the sales for 
the same period a year ago, but the production 
has been over 40 percent greater. 

I have frequently said, and I say again, that 
I regard the provisions authorizing the control 
of production as in fact the “heart” of the lum- 
ber code, at least so far as the 10 sawmill divi- 
sions are concerned. So far it has been used, 
and I think effectively used, to “equalize” pro- 
duction as between divisions of the industry and 
as between individual competitors. It has not 
yet been used to “control” production, nor to 
establish a balance between supply and de- 
mand which will sustann a respectable price 
level or, by and large, enable the members of 
this industry to recover their costs. 
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Must Enforce Basic Wage and Hour Rules 

Meanwhile, the number of establishments en- 
gaged in lumber manufacturing has greatly in- 
creased. In the seven largest Divisions alone, 
since last August, 4,232 additional mills have 
been put into operation. It is of record that a 
greater number of sawmills are now trying to 
make a living out of the lumber business than 
in 1928, when the consumption of their products 
was the greatest in the past decade and more 
than twice the present rate of consumption. It 
takes neither an economist nor a mathematician 
to know the ultimate outcome of this trend in 
production, in the absence of a great revival in 
building consumption. The Code already con- 
tains provisions which, if wisely used by the in- 
dustry, and provided that the Administration 
will vigorously and everywhere enforce the basic 
wage and hour provisions, can substantially 
meet this problem. But to do so will take a de- 
gree of foresight, courage and willingness to 
face distasteful facts, which many Divisions in 
the industry as yet have failed to show. 


Industry Can Finance Promotion If It Will 


The second of these fundamental problems is 
the restoration and extension of the markets 
and uses for lumber and timber products. 
Therein is the heart of our permanent industrial 
recovery. It is not a Code matter. The Code 
system is simply a means of industry control. 
It is not by itself a means of industry progress. 
It will not sell its products. 


Recovery of lumber markets and revival of 
lumber consumption will not happen accident- 
ally. Other competing industries are seeing to 
that. It seems to me that an industry so obvi- 
ously and so desperately in need of greater vol- 
ume, and which can afford to pay annually over 
$3,000,000 for the administration of a Code 
which at best can control only whatever busi- 
ness there is, can afford to invest something in 
an effort to increase the volume of business to 
be controlled. Especially so when the United 
States Government undertakes, as under the 
pending National Housing Act it proposes to 
undertake, to make available at low cost, bil- 
lions of dollars for modernizing and for the 
construction of low cost small homes. There 
is no industry which, if it does its part, stands 
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to gain more than the lumber and timber prod- 
ucts industries from this promised new national 
recovery enterprise of the Government. 


Competitor Industry Has Smaller Price Decline 


Again I do not intend to intrench this thought 
behind a barrage of statistics. But I will ven- 
ture a single illustration of our industry’s pres- 
ent strategic opportunity in trade promotion. The 
steel industry is perhaps our most important and 
extensive competitor. In general its markets have 
been subject to the same adverse factors as our 
own, and to about the same extent. Compara- 
tively it is a highly integrated industry. During 
the period of the most extreme depression, the 
steel industry undertook to reduce its production 
and sustain its price structures rather than to 
maintain greater production at the cost of price 
and market disintegration. As a consequence, 
the lowest point reached by steel prices during 
the depression was only 18 percent less than in 
1926, wheras average lumber prices declined by 
almost one-half. On the other hand, steel mill 
operations were reduced to a point as low as 15 
percent of capacity, whereas the corresponding 
average in lumber operations was nearly 30 per- 
cent. 


Lumber Has Opportunity to Increase Sales 


As in part a result, in a number of competi- 
tive markets and uses, lumber during the low 
depression years has fared better than steel, and 
has in fact secured a larger proportionate share 
of the small aggregate volume than it had had 
during the preceding decade. There are many 
evidences of this which I shall not take the time 
here to recite. They seem to justify the state- 
ment that lumber and timber products are nei- 
ther technologically, economically nor competi- 
tively obsolete unless by inaction and indiffer- 
ence to the competitive struggle of other ma- 
terials industries we permit them to become so. 

The present scope of lumber trade extension 
activities, outside of the skeleton organization 
continued throughout the depression by the Na- 
tional Lumber Manufacturers’ Association, is 
literally microscopical. The need is obvious and 
the opportunity seems to be extraordinarily ad- 
vantageous to the lumber and timber products. 


Field of Promotion Through National Is Limited 


The members of our industries should have, 
as in general they do not now have, a clear un- 
derstanding of the reasons for, and the activi- 
ties of, the three national agencies now operat- 
ing in their behalf: namely, the National Lum- 
ber Manufacturers’ Association for general na- 
tional industry representation; the Lumber Code 
Authority for Code administration; and the 
American Forest Products Industries, estab- 
lished by the National association for co-opera- 
tive work with related timber products indus- 
tries, especially for specific projects in promo- 
tion, trade extension and research. 

The National Lumber Manufacturers’ Associ- 
ation is, as you know, the parent body. Origi- 
nally and preferably it is a federation of re- 
gional associations of timber owners and manu- 
facturers of lumber and related products. Its 
activities should be in behalf of the entire in- 
dustry, of general interest, and at an expense 
sufficiently small to invite general financial sup- 
port. Such support is necessarily voluntary. 
There are many hundreds of manufactur- 
ers who are interested and willing to participate 
at small expense per unit in necessary activities 
the beneficial results of which are not too far 
in the future. There are also many hundreds 
of comparatively short operating life who are 
unwilling to support any activity such as re- 
search and trade extension, on the ground that 
the principal benefits are too remote. On the 
other hand, there are other hundreds who are 
willing from time to time or continuously to 
participate in well planned and aggressive trade 
extension projects which promise to enlarge 
market possibilities and to improve and extend 
the uses of lumber and timber products. 


Such activities should be encouraged. Yet it 
does not seem practicable to conduct, through 
the National Lumber Manufacturers’ Association 
itself, a substantial, forward-looking promotion 
or research activity, without subjecting it to 
the handicap of suspicion that its activities, os- 
tensibly in the common interest of all manufac- 
turers, are in fact dominated by the number 
financially participating in the trade extension. 
Furthermore, other timber products industries 
and distributors, having a common interest with 
lumber manufacturers in trade extension, are 
little inclined to participate in an activity which 
they believe to be controlled by lumber manu- 
facturers alone. These conclusions at least seem 
to be warranted by the experience of the Na- 
tional association during the past seven years 
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in conducting the national lumber trade exten- 
sion work. 


Separate Organization for Specific Activities 

For this reason was established, over a year 
ago, the organization known as American Forest 
Products Industries. It provides facilities with 
which any group of producers and distributors 
of lumber and timber products may finance and 
conduct any specific project or activity in re- 
search, promotion or trade extension. It has 
been established by the National Lumber Manu- 
facturers’ Association to conduct activities 
which, in the interest of industry recovery and 
progress, ought to be encouraged, but which 
cannot be conducted by the association itself 
without impairing general confidence in and 
support of its essential activities in national in- 
dustry representation and industry protection. 

It will interest and encourage you to know 
that the current dues revenues of the association 
during the year to date have been considerably 
more than double those of a year ago. Nor does 
this include payments received from the Lum- 
ber Code Authority for services as a special ad- 
ministrative agency. The trade extension rev- 
enues also have been nearly 20 percent greater. 
Perhaps all that I should here report is that 
during the past year, in both the general indus- 
try services and trade extension activities, the 
association has continued—with difficulty to be 
sure, but nevertheless continued—the essential 
activities requested by the board of directors, 
has borrowed no money, has paid all its debts 
and has incurred no obligations which it can 
not pay. 


"You Cant’ Get Along Without Customers” 
A few days ago I received copy of a pamphlet 


entitled: “You Can’t Get Along Without Cus- 
tomers.” I know neither its origin nor its au- 
thorship. But its author evidently is interested 


in the lumber business. May I quote his state- 
ment in part as follows. 

“Things just aren’t going right. We have done 
everything during the past year to straighten 
ourselves out, except get customers. We have 
upped wages, controlled production, written 
rules and regulations about how to be good, but 
in this New Deal for lumber we haven't paid 
enough attention to the customer. 

“I never was much set on this plan, but a 
year ago the lumber industry was in such a ter- 
rible shape, with everyone going broke, that I 
was ready to get behind any plan that offered 
some hope. So I have tried to do all that I was 
told to do and act cheerful, even though I could 
not figure out how it was going to be possible to 
make good boys out of bad boys, so quickly. 


Business Circles Instead of Cycles 


“A lot of us have been hoping that the theory 
about business running in cycles was still work- 
ing, and that demand for lumber would come 
back automatically without our doing much 
about it. However, instead of that we have just 
been going around in circles; after a lot of ef- 
fort we find ourselves back at the beginning, 
trying to figure out how we are going to sell the 
lumber we have produced. 

“We haven’t paid enough attention to what the 
customer is thinking. We've got to talk things 
over with the customer and see what we have to 
do to make him want to buy our lumber and 
shingles. If the price is wrong, we will have to 
make it right and it won’t be right unless it 
means actual sales. There has been a lot of 
grumbling about there being too much ‘brain 
trust’ in this New Deal, but it isn’t fewer brains 
but more thinking that we need. 


Stay in Code Boat and Learn to Sail It 


“We can’t refer back to recent good days in 
the lumber business when everybody made 
money, because I have been going to meetings 
steadily for the past ten years and every meet- 
ing was called to try to find some way to stab- 
ilize the lumber industry. Later, we always 
found out, that for one reason or another, the 
industry wouldn’t stabilize. The Lumber Code 
is at least the best plan yet and if it should 
fail, it wouldn’t be long before some ony would 
again be calling a general meeting of the lumber 
industry for the purpose of formulating plans 
to stabilize it. 

“We had better stay in the boat we are in 
and learn to sail it. Just now we are shipping 
a little water and we don’t know much about 
reefing and tacking, but we are not trained to 
sail a ship with everyone in the industry on 
board. We have a lot to learn, but we might 
as well start in and learn it. Calls at ports 
where customers live and heart to heart talks 
with them should help a lot to rearrange our 
plans so that we will get our full share of orders. 
We won’t get anywhere without orders. You 
can’t get along without customers.” 


Can't Keep on Doing What We're Doing Now 

It seems to be generally agreed, that the way 
out for this industry is in the control of the 
production and supply of its products and in 
the extension of their markets and uses. The 
industry needs more effective controls. It needs 
even more, in the long run, larger demand and 
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consumption. Should it not be sharpening phot, 
knives of its pair of shears? 

Research is the finding out what you are Zoi 
to do when you can’t keep on doing what you's 
doing now. If the anonymous lumber Philosopher 
whom I have quoted is correct when he Says 
that the industry is beginning to go aroundg in 
a circle, it is not a time for us to stick our 
heads in the sand and say: Nobody can see me 
because I can’t see anybody. 


Upward Spiral of Costs Now a Danger 

A year ago we were fearful, and justifieg in 
being fearful, that the industry was headg 
toward destruction by the downward spiral of 
destructive wage and price competition. Since 
then by the grace of the National Industria} 
Recovery Act we have been gradually strength. 
ening our system of cost-production under the 
Code, so that a single competitor, although he 
still may commit commercial suicide, may not 
at the same time commit commercial murder, by 
dragging his competitors down along with him, 
But this has been done at the expense of grady. 
ally reduced individual production allotments, 
and consequently gradually increasing unit costs 
Whereas a year ago we were threatened with 
the imminent disasters of the downward spira| 
we are now facing the equally important cop. 
sequences of the upward spiral. 


Must Build Ourselves Out of Depression 

The only dependable and permanent answer {s 
in the restoration of residential building. The 
potential opportunities in that direction are sty. 
pendous. A general national home building 
revival, with lumber and timber products fairly 
sharing in it, will restore lumber consumption 
to a level of twenty-five billion feet annually, 

The President of the United States has asked 
our support of a concerted and nationwide effort 
to restore the durable goods industries, in which, 
under the pending National Housing Act, he 
proposes to take the leadership. He regards the 
revival of home building as the most promising 
single means for the restoration of employment. 
If we come out of the depression we will build 
ourselves out. England did it. So will we. A 
year ago this industry was alert to the oppor- 
tunity for industry stabilization and control. I 
express the hope that it will now be equally 
responsive to the opportunity for industrial 
recovery. 


New Code Executive Speaks 


David T. Mason, who had just been named 
chief executive officer of the Lumber Code 
Authority and had taken a leave of absence 
from his former position as manager of the 
Western Pine Association, in his first public 
appearance in the new capacity talked slowly, 
picking his way carefully so that he might not 
be misconstrued. He came upon the scene at 
a critical time, encountering first the erroneous 
NRA news release apparently indicating aban- 
donment of minimum price structures in codes 
and then the second Darrow report urging the 
removal of the Authority’s executive secretary 
and of an assistant deputy administrator, 
also recommending removal of the Western 
Pine Association as administrative agency of 
the Authority. He had not had time to study 
the report in detail, he said, nor to fully investi- 
gate reasons for its demands, but discussed them 
briefly. Concerning the Western Pine adminis- 
tration of the Code, Mr. Mason said that there 
had been only once when a group had objected 
to the association’s handling of its tasks, and 
that objection had been met satisfactorily by 
changes that were made. Concerning Mr. Bahr 
he complimented the latter’s ability and fitness 
for his job, and declared that an attempt to 
remove him could be only for the purpose of 
crippling the Authority’s work. 

The reason the Darrow Board gave for 
recommending the removal of the assistant 
deputy administrator in question was, Mr. 
Mason said, that the official had “a sympathetic 
attitude toward the lumber industry,” Mr. 
Mason explained, and then he declared that the 
lumber industry is “entitled to this sympathetic 
attitude in our partner,” and must have it if 
the NRA is to be successful. “I asked an Asso- 
ciated Press man to say that we would welcome 
an investigation of the Lumber Code Authority 
by someone who is competent to make a fr 
thorough investigation and who will take the 
time to make it, for we are doing a good Job 
and we want the world to know it.” 

Mr. Mason characterized the bulk of com- 
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plaints heard the preceding day as “unimpor- 
tant” and added that he expected “complaints 
from a very small minority will continue. 
These will not prevent administration of the 
Code, however, he said. Mentioning the oft- 
repeated demand for better compliance he 
assured the lumbermen that steps are being 
taken by the Authority and NRA that will 
result in “far more effective” compliance mea- 
sures, and he also predicted early disposal of 
(istribution-statement difficulties. One of the 
greatest problems is that of educating the 32,000 
establishments operating under the Code’s juris- 
diction as to just what its provisions are, for 
after that it will not be so difficult to obtain 
compliance. f ; a 

“It is clearly evident,” he said decisively, 
“that we do not want to abandon the Code, 
that there still is a 100-percent desire to con- 
tinue. No one wants to abandon the Code, and 
not one thinks it is perfect. Some have com- 
plaints on one score, and some on another. It 
is a marvel to me that we have made as much 
progress as we have.” ; 

President Sheppard closed the morning ses- 
sion in a blaze of fire, in a counter-attack on 
the Darrow Board’s findings and on its chair- 
man. “If the President had searched the country 
for weeks and weeks to find the man least 
suited to be the chairman of this board he 
couldn’t have been more successful,” he declared 
belligerently. and this sally brought a burst of 
applause that was renewed when at Mr. Shep- 
pard’s request Mr. Bahr came to the platform; 
the president warmly commended him and told 
his fellow lumbermen “we must stand by him!” 
Mr. Bahr responded with a few words of thanks. 


Now Is the Time to Sell 


The first speaker after lunch was George W. 
Dulany, Jr., of Chicago, who described in detail 
the national lumber manufacturers’ organizations 
and where each “fits into the picture.” The 
National Lumber Manufacturers’ Association is 
the most important organization in the lumber 
industry, he said, and American Forest Products 
Industries (Inc.) in no way takes its place 
or supersedes it, but is and will continue to 
be subsidiary. In trade promotion work 
N. L. M. A. is defensive, holding present mar- 
kets for lumber, while A. F. P. I. is desioned 
to reach out after new markets—to take the 
offensive. The latter was incorporated in Janu- 
ary, 1933, but because Code activities took 
precedence it has been dormant in most respects, 
a “paper organization.” He continued: 

It still is a good plan, however, and now is 
the time to get behind it and put it into 
operation, for it is necessary to get busy at 
this time and sell more lumber. The lumber 
industry ought to be freely spending dollars 
where it is spending pennies today. If it 
does not, younger and more virile industries 
will get more than their share of business. 

Younger industries have done a good selling 
job because they have had to, to put their 
materials over, Mr. Dulany said; but, now 
established, they are continuing their selling, 
and to stay in the picture lumber, also, must 
sell, and must do a good job of selling. These 
industries have based their campaigns on the 
results of scientific research, and Mr. Dulany 
believes that the lumber industry must do the 
same. He suggested that it probably will be 
a good plan for Lumber Research (Inc.), an 
A. F. P. I. subsidiary which has been organized 
but which has been inactive, to establish a 
“lumber institute,” similar to the Paper Insti- 
tute which the paper industry has established 
at Appleton, Wis., to seek practical applications 
of the technical information developed at the 
Forest Products Laboratory at Madison, Wis. 
This work would have to be financed by manu- 
facturers “with a long timber life and a long 
future ahead of them.” The Paper Institute has 
been in existence three years, and has sixty 
students taking four-year college courses; natur- 
ally there have been no graduates, but the 
students already have learned so much that 
mills where they have worked during the sum- 
mer have tried to hire them before they com- 
pleted their courses. Mr. Dulany said that he 
and a group of other lumbermen learned these 
things during a visit to the institute, learned 


AMERICAN 


LUMBERMAN 


how it was putting into commercial usage the 
sometimes hard-to-translate information from 
the Forest Products Laboratory, and learned 
that it would not cost much to start a lumber 
institute in the same way, and he reported that 
“those of us who went were satisfied we should 
have one as soon as the Lord will let us, for 
it will be worth many times what it costs.” 
Mr. Dulany described the Lumber Industries 
House at the Chicago World’s Fair as an ex- 
ample of the kind of promotional work a united 
lumber industry could do, and do right because 
of availability of funds when needed. This 
house, built “in a defensive mood” because a few 
in the industry knew that other houses of other 
materials would. be on display and a lumber 
house should be there too, Mr. Dulany said, 
“has been the most popular house in the group,” 
and instead of the anticipated one visitor a min- 
ute last year had ten a minute. Mr. Dulany 
gave C. E. Close, manager of the National as- 
sociation’s office in Chicago, full credit for “any 
success that the house may have had” and 
showed that it has had plenty of success, for it 
stood the winter storms well, was easily pre- 
pared for exhibition purposes in the spring, and 
was opened to the public on the first day of the 
1934 fair—the only house open on time. He 
berated the lumber industry, however, for being 
so laggard in financing this exhibit, telling how 
one lone glass company spent $40,000 in a ten- 
page advertisement while “the great lumber in- 
dustry has been struggling and sweating to get 
$10,000” for this house. He reported that from 
various sources $8,949 is probably available for 
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this year’s showing of the house. In the mean- 
time furniture dealers throughout the country 
are displaying suites identical with the furni- 
ture in the Lumber House, and so advertising 
it, and are announcing that it can be bought for 
$1,800; the furniture, like the house, is priced 
on the budget plan. There is plenty of litera- 
ture for distribution at the house, and more is 
being asked for by people who visit the ex- 
hibit and then write to the A. F. P. I. for the 
further information listed. 

“The ten-dollar suit that you buy in depres- 
sion times may hurt your pride, but it doesn’t 
hurt your hide; but the cheap paint job may 
hurt both your pride and your house’s hide,” 
Mr. Dulany said in urging the lumbermen to 
pay close attention to the address and pictures 
of Don Critchfield, later in the afternoon. A. F. 
P. I. officials carefully investigated the Forest 
Products Better Paint Campaign and approved 
it, and have been well satisfied with the results 
thus far. 

Mr. Dulany closed with a strong appeal for 
support of the trade press, which, he assured the 
lumbermen, “does more for you than just ask 
for advertising contracts,” but in addition, with 
the funds thus derived, carries on an important 
service for the lumber industry. “The trade 
press,” he said, “is a very necessary adjunct to 
any industry, and the lumber trade press is a 
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necessary adjunct to the lumber industry.” 

Mr. Sheppard called attention to Mr. Dulany’s 
modesty in omitting mention of his own efforts 
in behalf of the Lumber Industries House, and 
added, “If the lumber industry had to employ 
someone to do what he is doing we would have 
trouble in raising money.” At the president’s 
request Mr. Compton then briefly reviewed the 
accomplishments of the Timber Engineering 
Co., which he said is an activity that apparently 
is not along the lines of ordinary association 
work, but which by engineering work makes it 
possible to sell lumber for jobs from which lum- 
ber would otherwise be excluded. 


Report on Trade Promotion 


Described by Mr. Sheppard as the man who 
can “discuss the grading rules of all the regional 
associations better than any other one man,” 
A. T. Upson, manager of American Forest 
Products Industries (Inc.), presented in sum- 
mary his report which was available in detail 
in mimeographed form. It was a report, he 
said, on “just a year, not a century, of progress 
in lumber promotion,” and although funds “have 
not been plentiful, or even adequate,” he de- 
clared that “I can say with assurance that the 
accomplishments in terms of dollars of new 
lumber market created and of thousands of 
board feet which would not otherwise have 
been sold by the lumber and millwork indus- 
tries, is greater per dollar of cost than ever 
before.” In giving specific examples of old 
lumber markets retained and new markets cre- 
ated by the association’s promotional work Mr. 
Upson mentioned numerous lines of endeavor, 
as follows: 


1. C.C. C. camps—300,000,000 feet of lum- 
ber bought last fall, of which 120,000,000 feet 
was due to association efforts; another 100,- 
000,000 feet this summer, and more to be 
needed next fall, a total of a half-billion feet, 


mostly of common lumber, in _ fourteen 
months, 


2. Small postoffices instead of monumental 
structures—at least 50,000,000 board feet in 
sash, doors, flooring and other millwork. 


3. Wood buildings, wood barges, and wood 
transmission lines for a large War Depart- 
ment construction development in the North- 
west, against the competition of “every 
known material that could be used”—nearly 
20,000,000 feet of lumber and 5,000 wood poles, 
and several hundred barges. 


4. Tennessee Valley development — first 
fifty houses are frame construction, and an- 
other 500 will be. Needs greater attention. 


5. Army posts—60,000,000 feet of lumber 
specified or purchased for Government con- 
struction. 


6. New sanitary systems in cities—poten- 
tial market for wood is 10,000,000 feet, in 
water and sewer pipes, half of which is due 
to National promotion. 


7. Un-named major department of Govern- 
ment—much of the 30,000,000 feet purchased 
in the past six months due to National pro- 
motion. 


8. “Dozens of other departments and units 
in the Government,” small users of lumber 
because building needs limited—aggressive 
and continuous National promotion resulted 
in use of “annual amounts varying from 6,- 
000,000 to 20,000,000 feet” over the past year. 


9. All Government Departments—(a) lum- 
ber use increased by 10,000,000 feet; (b) 
specified and bought “in terms of commercial 
grades, sizes and sawmill practices”; (c) re- 
quired contractors to follow Government’s 
own policy and use only material that is as- 
sociation grade-marked or accompanied by 
certificate ‘of association inspection. 


10. Subsistence homesteads—8,000 projects, 
aggregating $25,000,000, to be developed 
within the year will require 120,000,000 feet 
of lumber, and if as successful as expected 
$2,000,000,000 will be spent on such projects. 


11. Rural rehabilitation—now in prelimi- 
nary stage but is expected to require half- 
billion feet of lumber in next few years. 


12. Highways — $50,000,000 for structures 
capable of using lumber and timber. Use of 


(Continued on Page 50) 





An avenue of trees leading to one of the Old 
South's plantation homes 


Cruising through the genial and blossom- 
ing South, the Realm continues to hear 
grateful though restrained testimony that 
showers of buying are refreshing the parched 
and thirsty roots of commerce. 

Well, come to read it over, that opening 
literary bud strikes one as being a little 
purple. Maybe we've been reading too many 
ante-bellum speeches of the Clay-Calhoun 
vintage, of the days when an orator didn’t 
rate unless he could keep eight or ten ad- 
jectives in the air at once. However, no 
apologies. This department has a weakness 
for the old florid oratory, and certainly we 
get a wallop out of the return of trade. So 
the sentence stands. Business is better. 

True, we haven't gotten back to the dizzy 
days when a tired business man got over 
his languor by staying out all night, spend- 
ing his profits in ways that didn’t look par- 
ticularly restful. He treats that tired feel- 
ing by going to bed; and he finds it a little 
easier to sleep these nights. A good old- 
fashioned tune on the cash register is a 
potent lullaby. 

Yesterday we witnessed an event that 
made us know beyond doubt that happy days 
are here again. A patient and capable re- 
tailer was talking with a young matron. 
She handed over a material list, written 
with a pencil on a piece of wrapping paper, 
said she and her husband were thinking 
about enclosing a porch in order to increase 
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REALM OF THE |'t 


RETAILER 


the size of the kitchen, and how much would 
it cost? The retailer tackled that jigsaw 
puzzle without turning a hair. With a cour- 
tesy that bore out all the traditions of the 
South, he discovered by questioning that the 
measurements of the windows were wrong, 
and explained that in giving these measure- 
ments the width always comes first. Yes, 
that made a difference; for windows are so 
made that the bottom must come at the 
bottom. He explained the difference be- 
tween inside and outside doors, and added 
carefully that it is usual for a door to have 
a frame. He collected samples of roofing, 
and made it clear that shingles need a deck 
of some kind to which they are nailed. He 
gave primary instruction in floors. 


MADAME BUYER AGAIN 
DOES HER STUFF 


All the while the young woman tried duti- 
fully to be interested, but she seemed a bit 
absent; that is, until she interrupted an ex- 
planation of inside paint by diving into one 
of those leather carry-alls which shelter 
everything from lip stick to old bridge 
scores, and brought out some samples of 
curtain material. Then the lumberman lis- 
tened to a lecture. But here is the secret. 
In that young valise the lady disclosed a 
wad of bills that, while it wouldn’t have 
choked a cow, would have caused a calf 
some difficulty. That’s our piece of evi- 
dence that the depression is by way of being 
over. It’s been literally years since we've 
seen a matron put a building problem up to 
a retailer, with nothing thought out except 
the interior decorations, but with the money 
in hand to pay for real service. And if some 
scoffer says that retail service is all hooey, 
we invite him to tell us this; through what 
other means will the lady ever get her kit- 
chen enlarged? Somebody has got to collect 
all these details, be sure that fenestration 
is correctly proportioned, and see that such 
unimportant things as studs and lock sets 
and sub-flooring are included. The desire 
to build, the money to pay and the local 
service to make the project come out com- 
plete! Happy days are here again! 

Well, to take up the thread of our wan- 
derings, let’s start in the town of Florence, 
S. C., in the office of 
the Florence Builders 
Supply Co. Mr. Ken- 
dall, the manager, 
was away; but W. J. 
Graham, of the office 
force, started things 
off by saying that 
business was pretty 
good. It had been 
slack in 1933; and be- 
fore somebody starts 
asking where wasn’t it 
slack in 1933, let this 





A pre-Revolution house, 

that shows what can be 

done with old builders’ 
work 


THE REALM PRESENTS 
A LITTLE ALBUM OF 
SOUTHERN HOUSES 


department state that more than one rep- 
utable citizen has told us of his own free 
wiil that his particular town—several of 
them in the aggregate, felt the depression 
very little. We’re not out to prove anything 
by this, or to sell any gadget or otherwise 
profit by it. We’re just telling the tale as 
it was told to us. The request has been made 
not to mention these fortunate communities 
by name, lest they suffer from immigration, 
The city of Florence, as was indicated above, 
didn’t do quite so much marketing of build. 
ing materials in ’33, but Mr. Graham tells 
us a number of new houses are in process 





A combination of frame and masonry, much fa- 


vored by builders of the Old South 


of building, and a few have been completed. 
One house valued at some $25,000 is on the 
go. In addition there is the still larger ag- 
gregate of repair work. 


A CITY OF FASHION- 
ABLE SHOPS 


Mr. Graham has no theory to explain this 
pleasant condition. The city of Florence 
isn’t precisely an industrial town, though its 
best claim to industry comes from the fact 
that it is something of a railroad center; 
though not so much of one as it was a few 
years ago. The tobacco market that used 
to function here has backslid in part and 
has gone to neighboring towns. Apparently 
it is a shopping and marketing center for a 
large and, as such things go in these days, 
prosperous community. This department 
isn’t up on such things, but we did notice 
half a dozen or more establishments with 
handsome show windows filled with ladies’ 
fixings; and they tell us that the number 
and prosperity of these ready-to-wear shops 
are a pretty good index of a community's 
buying potential. 

Like some other places in the South, this 
general region has had its difficulties in 
understanding and applying Cost Book A to 
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"To be in Carolina, 


in the Morning’ 


the figuring of Code prices for special mill- 
work. The boys think it’s probably a great 
pook, once a person really understands it. 
In Bennettsville, S. C., we found a yard 
temporarily in charge of a young lady—Miss 
Winnie Wright. This is the H. J. Munner- 
lyn yard; and Mr. Munnerlyn, who is one 
of those devoted and hard worked lumber- 
men who consented to labor in the Code Au- 
thority’s garden, was absent in Washington. 
This is a cotton-mill town. The mill is work- 
ing the clock around, we understand, and 
has taken on a good many additional hands. 
As a result, Bennettsville has an authentic 
house shortage; no doubt about it. There 





A pioneer-type of house found in the Carolina 
country. 


It consists of one roof over two rooms, 
so to speak, with a "dog alley’ between 


simply are not enough houses to satisfy the 
demand. Several new houses are on the go, 
and a number have been finished. Even 
more that were not so good as places of habi- 
tation are getting substantial repairs. The 
local building and loan is lending a certain 
amount of money. A good many applica- 
tions for repair loans have been made, a 
number have been approved, and a few such 
jobs have been completed and the bills paid. 
No doubt by this time a great many of these 
repair loans will have been put through, but, 
up to the time this news was collected, 
these loans have been largely a future and 
problematical affair. A good many dealers 
were expressing some skepticism about 
them, wondering if they were real and if 
they would produce any tangible results. 
It takes some time, of course, to get them 
going, but they do materialize. 


THE CONTRACTOR IS 
THE NECK OF THE BOTTLE 


Miss Wright admitted that this concern 
does some reluctant contracting when that 
seems to be the only way to get a job done. 
The Realm knows nothing about Bennetts- 
ville contractors; but the past few years 
have been hard on the craft generally. Some 
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The Combination of Building 

Desire and Purchase Money 

—Admitting a House Short- 

age—Where Tobacco Makes 
Payrolls 


have completely folded up, some have drawn 
in their horns and have gone to work with 
hammer and saw in their own administra- 
tive hands, some are trying by ways that 
don’t wash, to hang on to the contracting 
business through devious financing, some of 
course have been able to continue in normal 
ways. But we are wondering if quite a few 
dealers are not going to find the local con- 
tractors the neck of the bottle in the com- 
ing days of expansion. No general state- 
ment can be made, for the state of contrac- 
tor responsibility varies too much. Several 
shrewd dealers, however, have told us that 
in their opinion a good many lumbermen 
who have stayed carefully away from con- 
tracting will be forced into it to meet the 
needs and demands of local construction. 
Building materials can’t be sold unless they 
can be fabricated into buildings. And if the 
regular builders are falling down on the 
job, what is a dealer to do? One of several 
things; such as whole-shot contracting, for 
instance, or a modified general contracting 
in co-operation with local builders. The an- 
swer will depend upon local factors; but it’s 
something to be thinking about in the light 
of that hard fact that materials are no good 
until they’re fabricated into buildings. 


IN THE COUNTRY WHERE 
TOBACCO IS IMPORTANT 


We stop next in the handsome and charm- 
ing capital of North Carolina; the city of 
Raleigh, named after Queen Elizabeth’s 
friend, Sir Walter, the patron of all smokers. 
At least Sir Walter is credited with borrow- 
ing the habit from the Indians and intro- 
ducing it to English court society. The Caro- 
linas are commercially grateful to the old 
Knight, for the tobacco industry is highly 
important in these parts. John Rolfe, the 
early Virginian who married the Indian 
princess, Pocahontas, also comes in for re- 
membrance by the tobacco men; for he was 
supposedly the first white man who culti- 
vated the plant. Add the World War, which 
popularized the cigarette, and you have a 
few of the high lights of this enormous in- 
dustry. It happens, however, that the city 
of Raleigh is not one of the important to- 
bacco centers. Dur- 
ham, thirty miles or 
so to the northwest, 
is an enormous manu- 
facturing center of 
tobacco; and Duke 
University, located 
there, is said to be 
endowed with scores 
of millions of dollars 
of tobacco money. 
Winston-Salem, we be- 
lieve, is another great 
manufacturing point; 
and there are quite a 
number of others. 





Restoration of the pre- 
Revolution Raleigh Tav- 
ern, at Williamsburg, Va. 
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The so called Maryland type of architecture 


North Carolina, the last time we noticed the 
figures, stood about second among all the 
States in the amount of revenue paid into 
the Federal treasury; largely by reason of 
the tax on tobacco. But for that matter the 
State is a great industrial commonwealth, 
with cotton miils looming large in the list. 
Some person told us Durham’s payroll runs 
a million dollars a week. That’s a lot of 
money, and we pass the statement along 
without guaranteeing its precise accuracy. 
In the offices of Oldham & Worth we were 
told that Raleigh had not as yet responded 
vigorously to the upturn. In the first place 
it depends upon two general industries, if 
they may be so called, that don’t feel indus- 
trial changes. It is the seat of the State 
government, and this in itself involves a 
great many people. It is also a great edu- 
cational center; with the State agricultural 
college, St. Mary’s, Meredith and two negro 
colleges. Students are much in evidence on 
the streets during term time. Education, 
considered as a local source of revenue, has 
doubtless suffered a little more from strin- 
gent times than has the State government. 
At least the students don’t have so much 
money to spend. A good many local busi- 
ness men, appreciating fully these two so 
called industries, would like to see them 
supplemented by some factory chimneys. 


THE POST-WAR STIMULUS 


OF INSURANCE MONEY 


Mr. Oldham tells us, too, that home build- 
ing rather ran away with itself in the years 
following the war. For several years dur- 


ing the war building was slow; after which 
the advent of insurance money in loans, 
without too close appraisals, 


started the 
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speculators going. Hence the city is per- 
haps overbuilt, or at least is not blessed 
with any marked shortage. Because of the 
changing personnel of officials in the State 
government, the city has been noted for a 
large number of houses kept for renting 
purposes; and, as rents have followed values 





This is a modern mansion in the old manner of the Southland 


down, there hasn’t been sufficient earning 
power to keep the buildings in repair. So 
the return of prosperity to the State as a 
whole will be a necessary antecedent to any 
large program of building. Once that comes, 
Raleigh will be ready to go forward on a 
safe and sane building effort. It seems defi- 
nitely through with the boom stuff, at least 
until a new generation rises which does not 
remember the fruits of speculation. 

North Carolina, like most of the southern 
States and an increasing number of north- 
ern, has a far-flung system of taxing sales. 
Mr. Oldham says it’s something to keep 
straight. Any article the company sells in 


Remodeled 


WALKERTON, INp., June 18.—The more lines 
a lumber dealer can stock, the more con- 
tacts with the farmers of his territory, is a 
conclusion reached by R. W. Wolfram, mana- 
ger Walkerton Lumber & Coal Co. This con- 
cern dedicated a newly remodeled building last 
February. There is now room for stocking and 
displaying such lines as refrigerators, oil stoves, 
coal and wood ranges, electric and gasoline 
washing machines, radios, electric stoves and 
appliances, plumbing supplies, brooder stoves 
and other poultry equipment, cream separators, 
and farm implements. 

The front and south side of the building are 
nearly all plate glass display windows which 
make the place resemble a big show case for 
the merchandise therein. On the outside are 
many samples of roofing and shingles. The 
whole result is an inviting appearance that no 
doubt attracts and holds trade, not only for 
the side-lines, but also for the big stock of 
lumber and building materials that is kept on 
hand. And these ample stocks appeal to the 
small-lot buyers of materials for repair work 
on the farms, and among the 400 cottagers at 
Koontz Lake, a summer resort within Mr. 
Wolfram’s trade territory. 


“Before we enlarged the building.” said Mr. 
Wolfram, “the farmers wete forever shopping 
around outside of the Walkerton district. It 
seemed hard to convince them that right in 
their home town they could get just as much for 
their money. Some of them at a distance of ten 
miles out didn’t know what we had, although 
we advertised regularly both by newspaper and 
direct mail. But now it looks as though the 
improved appearance of the building, and the 
various side-lines taken on, have caused them to 
take notice. Anyway, ever since our opening, 
when we entertained people from many miles 
around, there has been an upward trend in 
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the precise form it was bought at wholesale 
has to include the tax. But the lumber 
bought rough from local mills and planed in 
the yard, because the yard has added labor 
to the article, does not bear a sales tax. 
It involves a highly complicated system of 
keeping books. Doubtless also it has its 
influence in the pur- 
chase of lumber at 
wholesale. 

A. S. Byrum, of the 
A. H. Byrum yard, 
told about the same 
story of slow begin- 
ning in the new con- 
struction field. Repairs 
are going forward, and 
he thinks the repair 
loans will make a dif- 
ference once they get 
to coming through. 
Many applications had 
been made, but at the 
time of our visit few 
had been approved. Something of the sort 
is much needed, for people who are good 
credit risks are stating they can’t get the 
money to make repairs. 

The Carolina Builders Corporation has 
been making large sales of paint this year; 
some of it to various types of public works. 
In this field they have had the experience 
of manufacturers underbidding on big jobs; 
either because the Code does not apply, or 
because the regulations are not clearly 
drawn. Evidently some manufacturers need 
badly to make sales or else don’t put much 
value upon the goodwill of dealers. We 
have heard dealers mention some manufac- 


Store Brings 


our sales of lumber and building materials.” 
The Walkerton Lumber & Coal Co. also has 
added more service for its customers. Mr. 
Wolfram says while it would be nonsense to 
make free delivery of a dozen boards to a cus- 
tomer out in the country, delivery of decent- 
sized loads is worth while. In fact he prefers 
to deliver the second-grade stuff, such as farm- 
ers are now buying, for the very good reason 
that if the farmer comes with his own truck he 
wants to sort, something that can not be allowed. 
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turers by name, whom they plan to remen. 
ber to the latter’s discredit when sale 
settle down to the sane and reasonable basis 
of distribution through retail channels, 


SMALL-CITY YARDS WITH 
SAWMILLS AND PLANERS 


The Massey Lumber Co., of Zebulon, N. ¢, 
is a company of a kind frequently seen jp 
smaller cities hereabouts. It combines q 
sawmill, planing mill and retail business 
The lumber is sold locally. In fact Mr 
Massey buys from other local mills, planes 
the product, puts it through his dry kily 
and disposes of it to local users. Mr. Mas. 
sey stated that while local trade was “not 
so hot” in the spring, it is much better than 
it was last year. This is a great tobacco. 
producing region; and in addition to fair 
prices for last year’s crop the planters are 
being paid to reduce acreage. All of which 
puts money in circulation. 

The city of Wilson claims to be the big. 
gest bright-leaf tobacco market in the world, 
In our ignorance we are going to guess that 
bright-leaf is cigarette tobacco. In any 
event the little city is full of huge sales 
warehouses. The Wiliiams Lumber Co. is 
a big concern; and it, too, operates a saw- 
mill in Wilson and has two more in the 
woods. All this cut is sold locally. While 
the spring business started late, due to the 
reluctance of winter to let go, D. C. Wil- 
liams, jr., said he was quite cheerful over 
the prospects for the season. The planters in 
the country and the citizens in the town 
need a lot of building materials, and they 
seem to have a reasonable amount of money; 
a good combination for the making of build- 
ing medicine. 


Trade Gains 


Another service at the Walkerton yard is that 
of supplying a “handy man” who does odd jobs, 
and collects the money for himself. “We don’t 
do these jobs ourselves,” said Mr. Wolfram, 
“because we like to leave them for the regular 
carpenters and others with whom we co-operate. 
But it often happens that none of these men is 
available. For example, a customer wants a 
screen door in a hurry. The “handy man” is 


sent out on the call. This plan creates good will, 
and is another form of customer contact.” 








Manager R. W. Wolfram in front of Walkerton (Ind.) Lumber Co.’s remodeled and enlarged 


store. Notice the wide expanse of display window space on front and side of building 
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Retailers 
etailers Round Table 
Dealer Holds Tenth Annual sid¢ of our trade territory, having been brought = "' Showmanship" in Arranging 


"Senior Day" Sale 


For the tenth successive year the Brown Lum- 
ber & Hardware Co., Mondamin, Iowa, has 
staged its annual “Senior Day” sale. This year’s 
event took place Saturday, May 26, and like all 
its predecessors, was a big success. 

As an advance story concerning this event, 
with details as to how the plan worked, which 
was printed in the AMERICAN LUMBERMAN’S is- 
sue of March 31 (page 30) aroused considerable 
interest, and resulted in a number of other deal- 
ers adopting the plan and putting on similar 
sales days in their own communities, the editor 
feels that probably many readers would like to 
know how this year’s affair turned out. There- 
fore we are pleased to print the following re- 
port, kindly sent in by H. S. Brown, local man- 
ager of the above company : 

“Our Senior Day was held Saturday, May 26, 
with very: good results. We gave the class 10 
percent of the day’s gross sales, which resulted 
in netting them about $28 as their share. The 
class worked in shifts during the day, and in 
the evening the entire class was present. 

“We had several booths fixed up in the store, 
in which were displayed washing machines, sep- 
arators, electrical goods and oil stoves, with 
members of the class in charge, which worked 
out with good results. 

“We incorporated a new feature this year, in 
the form of an auction sale, beginning at 8 
o'clock in the evening. Two boys of the class 
had charge of this feature and it worked out 
very satisfactorily as everything that was put 
up was sold at regular price, or in some cases 
brought more. 

“We consider our recent Senior Day sale one 
of the best we have ever put on, for in checking 
up on the people who came into the store we 
have found that many of them were from out- 


in through the work and influence of the class 
and its members. 

“The members of the class gained some very 
good experience through their day’s service, be- 
sides not a little fun; as, for instance, when 
some bright mind conceived the idea of spring- 
ing the ancient lumber-yard joke of sending a 
green employee after the ‘board stretcher,’ re- 
sulting in one of the girls looking through the 
yard several times for that elusive implement. 

“Several requests for credit during the day 
had to be handled by the young sales people, 
which with the selling experience contributed to 
their business education. Naturally, also, plan- 
ning and working together with the students has 
given us a closer contact with the school. 

“Tt is custom of the graauating class each 
year to turn the proceeds of Senior Sale Day 
into a fund to be used for buying ‘a class gift 
or memorial for the school. This year the class 
decided to present the school with a new trophy 
case, and gave us the order for it. Each year we 
sell the class something that it presents to the 
school. Much more important, however, is the 
business we get from the students long after 
they are out of school.” 


Purchases Beer Vand Site 


SEATTLE, WasH., June 16.—The Georgetown 
Lumber Co., operating a retail yard in the 
Georgetown suburban district of Seattle, has 
purchased a new site one block south of the 
present quarters. The company will remodel the 
buildings on the new property before moving. 
The new property gives them a good frontage 
on the principal street of the district with a good 
opportunity for attractive window display. It 
is served by railroad track at the back. Andy 
McCuaig, formerly prominent lumberman of 
Spokane, Wash., is manager of the Georgetown 
Lumber Co. 
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A traveling staff representative of the American Lumberman passing 
through Bristol, Tenn.-Va., was impressed by a touch of “class” at the yard 
of the Bristol Builders’ Supply Co. imparted by a white-painted picket fence 
of attractive design. Flowers and shrubbery at the base of the fence enhance 
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the pleasing effect. The Bristol company likes this display, because, they say, 
it helps attract people to their yard. And, when there, they can hardly help 
noticing the goods displayed in the company’s spick-and-span salesrooms. 
This yard has another claim to distinction ; because, if the reporter got his 
local geography straight, part of it is in Tennessee and part in Virginia—the 
road which runs between the office building and the sheds being the State 
line. One of the company’s large sheds is now undergoing remodeling. 








Window Displays 

“By renting the display windows of a vacant 
store building in the heart of the retail busi- 
ness district we stimulated sales of many types 
of small articles, and uncovered leads which ied 
to the sale of more pretentious amounts of 
building materials,” says J. E. Suverkrup of the 
ae Suverkrup Lumber Co., San Bernardino, 

alif. 

“We had a quantity of knocked-down lawn 
furniture which we had carried for many 
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“The plan calls for a series of spotlights” 


months and which apparently would never sell. 
We painted up some of the pieces, put them in 
this display window along with bundles in 
knocked-down form, and we sold them. I 
doubt whether we could have done so if we had 
not included a garden atmosphere in the back- 
ground, as well as on the window floor. Good 
illumination at night increased the pulling power 
of the exhibit. 

“Now the spectators, if a desire to buy were 
aroused, had to come to our yards to buy. This 
gave us a chance to discuss building needs with 
them; to suggest other items including paints, 
and many extra sales resulted. 

“A display of odds and ends in hardware, 
such as screen-door checks of the piston type, 
also resulted in many sales of them, and addi- 
tional sales resulting from our verbal sugges- 
tions. 

“A display portraying a mountain district with 
little log cabins on the hill sides, and truck 
loads of building materials going up the moun- 
tain roads aroused interest in and inquiries about 
mountain cabins; sales resulted. 

“Our experience proved conclusively that we 
should constantly keep a display of merchandise 
in the display windows of vacant stores up town. 
Not always is it necessary to pay for the use 
of windows; many landlords willingly permit 
their use merely to improve the appearance of 
the property. But one must not suppose that 
the mere placing of merchandise in the window 
and illuminating it at night will accomplish 
maximum results. Some showmanship is essen- 
tial, and the cost is nominal.” 

In line with showmanship, Mr. Suverkrup 

mentioned the use of spotlights and flood lights, 
both of which are constantly used by depart- 
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ment store display managers. And one of the 
excellent methods is that illustrated by sketch 
on preceding page. The method is that of 
causing attention to be directed to one item 
at a time, and this is a thing that the lumber 
dealer who has many varieties of goods in his 
display window certainly should do. 

The plan calls for a series of spotlights along 


the transom bar of the window. They may be 
automobile spotlights, if the dealer thinks he 
can’t afford the standard fixtures. Then, by 
means of a mechanical flasher, which may be 
rented, or which may be constructed by some 
ingenious member of the organization, the lamps 
will come on singly for a few seconds at a 
time, and each will illuminate one feature of 
the whole display. When the light is on A, 
units B, C, D, E and F will be in relative dark- 
ness. The regular lighting system should burn 
a subdued white light, or a colored light, such 
as blue, to give some illumination to the entire 
window; but there will be a finger of light, 
as it were, calling attention, for a few seconds 
at a time, to roofing, for example, or to screen 
door checks, medicine cabinets, cement, paint, 
builders’ hardware etc. Thus for a few seconds 
at a time each item is given a chance to “tell 
its story” without competition of the others. 


"End Piling for Us," Says 
This Dealer 


Speaking of the comparative advantages of 
flat piling and end piling of moldings, R. E. 
Esson, of the Gleaner Coal & Lumber Co., 
Grant Park, IIl., tells the editor: 

“We have used both systems here in our 
yard and find the end piling much more satis- 
factory as regards accessibility, ease of invoic- 
ing, and placing or replacing shipments in their 
respective stalls, which are made by placing a 
half-inch iron bar in the studding or cross piece. 

“We like the vertical system because the 
moldings do not collect half the dust ordi- 
narily found on the flat piles. 

“We believe almost any kind of small mold- 
ing will dry out with less twist or warp if all 
sides are exposed to the same amount of mois- 
ture, such as end piling tends to do. 

“We have practically no loss on any moldings 
except square fir pump-rod stock, which seems 
to be a hard item to keep unless the bundles are 
kept securely intact. 

“Often customers come in who do not know 
exactly what kind of a molding they want for 
some special use. Any molding in the rack 
can be easily seen and handled by the customer, 
and by using a little sales energy obsolete mold- 
ing often may be sold at a profit, and suit the 
customer’s purpose as well as a more expen- 
sive, uptodate pattern. 

“The moldings above mentioned, of course, 
include ordinary small casing and molding, 
4 inches or less. We would not recommend 
that 8-inch base and heavier items be stored 
on end as the size and weight of such items 
would make them inconvenient to handle.” 
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Easy Way to Measure Screen 


A good system for handling wire screen was 
noted recently by an AMERICAN LUMBERMAN 
representative visiting the yard of the Rhyne 
Lumber Co., Newport, Tenn. Perhaps “system” 
is too pretentious a word to use in describing 
what really is only the application of a simple 
common-sense idea. 

Anyway, it works 
well, and that is the 
main thing. The idea is 
illustrated by accompa- 
nying photograph which, 





Just a wide white mark 
painted on the floor, but 
it makes the job of 
measuring off wire 
screen as sold a simple 
and easy one. The idea 
is used, with satisfac- 
tion, by the Rhyne Lum- 
ber Co., Newport, Tenn. 





none too clear, 
does show fairly well 
the wire screen racks 
where the stock of this 
commodity is kept. It 
will be noted that on the floor in front of the 
rack a wide white strip is painted. On this white 
strip red marks, a foot apart, are painted. When 
a sale of screen is made, the roll is dropped 
on the floor, on the mark, unrolled to the 
desired length and cut off. 

Another good feature of this method is that 
it makes it easy to find the number of feet 
left in a roll, as the number of feet remaining 
is marked on an attached tag before the 
roll is put back in the rack. 

Screen salesmen covering the Newport terri- 
tory tell the Rhyne company that it sells more 
of their goods than all the hardware stores in 
the city combined. One reason is that the 
company is always prepared to serve its cus- 
tomers quickly, and the above described method 
helps materially in that direction, proving in 
practice more convenient and efficient than some 
of the more elaborate screen measuring devices 
which have been tried in the past. 


while 





Dealer's Miniature House of 
Coal Draws Attention 


Recently the attention of a staff representa- 
tive of the AMERICAN LUMBERMAN visiting the 
yard of the George Hoskins Lumber Co., Lex- 
ington, Ky., was attracted by an odd-looking 
structure, which on closer inspection turned out 
to be built entirely, or almost entirely, of coal. 
The house is built on small-scale proportions, of 
blocks of coal, squared up and put together with 
mortar. It was erected about four years ago, 
mainly with the idea of drawing attention to 
the company’s coal busi- 
ness. The interior hasa 
fireplace and mantel, also 
made of coal, and the 
windows are fitted with 
shades and curtains. 

Persons seeing it have 
wanted something simi- 





In this photograph. 
taken by a staff repre- 
sentative in the yard of 
the George Hoskins 
Lumber Co., Lexington, 
Ky., Mr. Hoskins is 
seen standing near the 
house of coal. Inciden- 
tally, he happens to be 
holding a copy of the 
AMERICAN LUMBERMAN, 
of which he has been a 
reader for many years 
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lar for play houses for their children, with ty 
result that Mr. Hoskins has been called upg 
to reproduce the house twice; both times j, 
lumber, however. 

The yard is located on a much-traveled streg 
and Mr. Hoskins says that the house has serye 
not only to advertise the fact that his company 
handles coal, but it has attracted visitors to th 
yard, who while there have made purchases ¢j 
various materials. 

Mr. Hoskins was quite cheerful as to traj 
conditions, he having recently supplied materi, 
for a $20,000 remodeling job, and also, not long 
ago, sold material for two very fine country, 
homes, estimated to cost around $120,000 each 
They were built for noted horsemen on their 
magnificent estates, many of which are to be 
found in this famous blue-grass region of Kep. 
tucky. 

_—_—_o 


Big Carload of Lumber 


MarceLine, Mo., June 18.— Recently th 
Marceline Lumber Co. unloaded what loca 
Santa Fe officials say is the biggest car of lum. 
ber ever shipped over this division. The ca 
contained 51,000 feet of white pine and fir lum. 
ber and was shipped from Everett, Wash.,, by 
the Weyerhaeuser Sales Co. The shipment 
weighed 104,900 pounds. The ordinary car 
lumber contains from 18,000 to 20,000 feet. One 
week was required for the car to come from 
Everett to Marceline and the freight bill was 
719.62. Three men worked about two and 
one-half days unloading the car. The ship 
ment contained 5,211 separate pieces of lumber, 
Nels T. Nelson is the manager of the Marce- 
line Lumber Co. This record shipment of lun- 
ber indicates that the building industry is on 
the upgrade. 





Company's Executives and 


Field Men Confer 


Datias, TeEx., June 18.—The first of a series 
of meetings was held May 10 by the Clem Lun- 
ber Co. at its general office here. The mett- 
ing was climaxed by a banquet for the execu- 
tives and field men of the organization at the 
Dallas Athletic Club in the evening. 

The purpose of the meeting was to bring 
up for study and solution, if possible, all of 
the sales and credit problems of the organiza- 
tion, and gratifying progress resulted. 

The Clem Lumber Co. is a 40-year-old or- 
ganization having its general office in Dallas, 
Tex., and operating nine branches, at Con- 
merce, Cooper, Denton, Lewisville, Ladonia, 
Pecan Gap, Paris, Longview and Greenville, 
all in Texas. In addition, the company oper- 
ates a complete wholesale sash and door busi- 
ness with adequate field organization, as well 
as a modern, completely equipped planing mill. 

Considerable enthusiasm was evidenced by all 
members of the organization over the present 
brisk state of trade. Every effort is being 


made by the officials of the company along the 
lines of financing, proper stocks, and adequate 
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sales training to place themselves in proper posi- 
tion to cash in when the expected big upturn in 
the building trade arrives. 





Finances Uncompleted Con- 
struction and Repairs 


SeatrLe, WasH., June 18.—For more than 
a year the Hamilton Jewett Lumber Co., a re- 
tail yard located at 5050 East Marginal Way, 
Seattle, has obtained a fair amount of business 
by financing the owners of incomplete homes 
or other construction or repair work which 
has been held up for lack of money. This con- 
cern first carefully investigates a man’s busi- 
ness rating and attitude towards payment of 
debts. If he owns a lot free and clear the firm 
may accept a first mortgage on it, 10 percent 
of the material price down, and twelve months 
to pay the balance. If his lot is clear and 
his home incomplete the lumber yard will 
fnance completion and the owner may figure 
in his own labor as part of the cost. 

The company advertises in two local papers. 
Nearly all of this financing, which is done 
through banks, is for repair work; not for 
new homes. The company points with pride 
to several instances in which men were en- 
abled to complete homes well under way when 
the depression hit the owners. 





Entertains One Hundred Car- 


penters and Contractors 


LowELL, Mass., June 18.—Over 100 carpen- 
ters and contractors of Lowell and vicinity were 
guests of the William P. Proctor Co., at its 
North Chelmsford plant on Thursday exening, 
June 7, for a program which included dinner, en- 
tertainment and some interesting talks by rep- 
resentatives of various branches of the building 
material industry. Commencing late in the 
afternoon contractors arrived in constantly in- 
creasing numbers and gathered about the dem- 
onstration of the Celotex Co. and and the ex- 
hibits of paint, wood shingles and composition 
roofing which were arranged about the walls of 
the lumber shed which was later to serve as 
dining hall. 

After the dinner, Norman P. Mason, presi- 
dent William P. Proctor Co., welcomed his 
guests and introduced the several speakers. The 
principal talks of the evening were given by W. 
E. Hale, eastern sales manager of Bird & Son 
Co, and Reginald T. Titus, eastern representa- 
tive of the Red Cedar Shingle Bureau. Mr.. Hale 
explained how his company had overcome some 
of the difficulties encountered in manufacturing 
asphalt roofing, while Mr. Titus discussed over- 
roofing with wood shingles. 


‘Assumes Charge of Yard 


DowacrAc, Micu., June 18.—Management of 
the Judd Lumber Co., here, has been taken 
over by Charles S. Schadt, formerly of South 
Bend, Ind. This yard, which is 75 years old, 
is owned by R. M. Judd and Charles W. Schadt, 
who also own the Eau Claire Lumber Co., at 
Eau Claire, Mich. R. M. Judd is president of 
the Premier Warm Air Furnace Co., Dowagiac, 
and is not active in the lumber business. 

Charles W. Schadt has been engaged in the 
commission lumber business in South Bend, Ind., 
for 22 years. From 1905 to 1912 he was with 
the old South Bend Lumber Co. He has re- 
cently sold his commission business to C. R. 
Huff, of South Bend. 

Mr. Schadt says that business for the last 
three months at both of the above retail yards 
as shown considerable increase from last year, 
and he looks for still further gradual improve- 
ment in business. 








In AccorDANCE with its custom, the A. C. 
Houston Lumber Co., Alva, Okla., recently 
staged its annual two days’ “open house,” 
featured by demonstrations and various inter- 
esting contests. 


AMERICAN 


HALF-MINUTE STORIES 


J. E. Glover, lumber retailer at Plant City, 
Fla., has recently constructed a millwork plant 
in connection with his yard, and has installed 
therein a new DeWalt woodworking machine, 
which performs many different operations. 

* * * & 

According to a newspaper account of the 
event, more than 5,000 persons attended the 
twentieth anniversary Home Demonstration 
show recently staged by the W. L. Babbitt 
Lumber Co., Niles, Mich. Special demonstra- 
tions by representatives of manufacturers fea- 
tured the show, which continued for one week. 
The firm’s new display room received much 
favorable attention. 

* * * 

The Caledonia Lumber Co., Caledonia, Mich., 
has recently opened a new display room, and 
made other improvements to its yard. 

x ok OK 


Aiding local farmers in their fight against 
grasshoppers, the Heyne Lumber Co., Pender, 
the Moseman Lumber Co., Thurston, and other 
yards in northeastern Nebraska, have been de- 
signated as depots where grasshopper poison can 
be obtained without charge. 

ee Ss 6 

I. F. Mellinger, Leetonia, Ohio, hardwood 
manufacturer and retailer, specializes in custom- 
built truck bodies. A varied line of other hard- 
wood products is turned out, and a complete 
line of lumber and building materials is car- 
ried. Established in 1898, the firm has grown 
until it now handles an average of 1,000,000 feet 
of hardwoods of all species each year. 

* * * * 


The Plainfield (N. J.) Lumber & Supply Co. 
“cuts considerable ice” in the eastern lumber 
trade, as reasonably follows the fact that its 
inception was just that—cutting ice. In other 
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words, this big retail lumber concern grew out 
of a little ice business, started more than 80 
years ago. Incidentally, the company still han- 
dles ice—in a big way—being the chief factor in 
that trade in its community—besides doing a 
large business in lumber, coal and building ma- 
terials. The company is now headed by Patrick 
McDonough, president; Martin A. McDonough, 
vice president; John P. McDonough, treasurer. 


YARD CHECKERBOARD 


4, W. B. Pack- 
Hawkeye Lum- 





Iowa City, Iowa.—On June 
man became manager of the 
ber Co., here. For the last two years Mr. 
Packman has been connected with the State 
banking department, with headquarters in Iowa 
City. Previous to that, he had several years 
experience in the lumber business in Iowa and 
California. 


FREMONT, OnI0.—W. S. Ross, manager of the 
local yard of the Gordon Lumber Co., resigned 
to become manager of the Home Materials 
Co., Mansfield, Ohio, of which he formerly was 
sales manager. 


WICHITA FALLS, TExX.—John Z. Martin recently 
assumed his duties as manager of Moore & 
Richolt Lumber Co., this city. For four years 
prior to coming here Mr. Martin was secretary 
of the Breckenridge (Tex.) Chamber of Com- 
merce. 


Maywoop, ILtu.—Joseph J. Vonesh is the new 
manager of the Edward Hines Lumber Co. yard 
here, succeeding E. A. Whiteway. Mr. Vonesh 
has been connected with the Hines company for 
24 years. 


BROWERVILLE, MINN.—Robert J. Zentgraf, man- 
ager of the Thompson Yards (Inc.) unit here, 
has been transferred to the company’s branch 
at Larimore, N. D. He is succeeded in the 
management of the local yard by E. F. Hoy, 
former manager of the company’s yard at 
Clarissa, Minn. 








BUILDING SPECIALTIES— 
RETAIL SALES HELPS 








For Cutting Cost of Refinishing 
Floors 


Announcement is made by the Franklin Re- 
search Co., 1224 Girard Avenue, Philadelphia, 
Pa., of its new product “Chekit” which it is 
claimed greatly cuts the cost of refinishing 
floors. It is described by the manufacturer as 
“a penetrating wood seal which hardens the 
surface and impregnates the floor with a rot- 
resisting combination of natural oils.” 

In pointing out the advantages of Chekit the 
manufacturer says: “Wood that has been treated 
with Chekit is like steel that has been case- 
hardened. It becomes hard and exceedingly 
durable. As the name implies, Chekit eliminates 
costly maintenance, because it stops splintering 
and dusting, checks decay, and does away with 
the need for sanding and scraping.” 

Further details regarding this new product, 
plan of distribution etc., may be had by ad- 


"Architect-Designed" Frames 


A new illustrated folder issued by Kinzua 
Pine Mills Co., Kinzua, Ore., describes the 
“Architect-Designed” Ponderosa pine 
frames which it manufactures, and which may 
be ordered for shipment in straight or mixed 
cars along with any of the company’s other 
products. Kinzua “Architect-Designed” win- 
dow and door frames are beautiful in appear- 
ance and properly manufactured for permanent 
construction. Among the dozen or more out- 
standing reasons why these frames are sure to 
give satisfaction are: Pleasing appearance; ac- 
curate manufacture—end-checking eliminated; 
complete weather protection; eased edges on all 








parts; double-rabbetted pulley stile, permitting 
inside stop to be definitely positioned; tongued 
and grooved blind stop to form perfectly fitting 
joint with pulley stile and casing; easily nailed 
or otherwise fastened, no splitting; in actual 
service retains original form and dimensions; 
satisfactory operation of all working parts; re- 
sistance to grain raising and freedom from 
pitch; manufactured from Kinzua kiln-dried 
Ponderosa pine; manufactured and sold under 
the Kinzua trade-mark “Quality Guaranteed.” 





Product Has Many Uses 


A handsome brochure just issued by Johns- 
Manville tells of the merits of J-M Hard 
Board, styled by the maker “The Building 
Material of Unlimited Uses.” 

“Composed entirely of nature’s own wood 
products, J-M Hard Board is manufactured by 
an ingenious process which transforms these 
fibres into boards that are 4 feet wide, harder 
than live oak, and yet extremely easy to work,” 
says the brochure. An astonishing variety of 
uses to which this product is especially adapted 
are described and illustrated. Drawings and 
specifications for making many useful things 
with Hard Board are presented. 

This is a most interesting booklet, which 
dealers will do well to place in the hands of 
carpenters and contractors in their communities ; 
as well as in the hands of householders who 
may be contemplating finishing off some of the 
waste space in attic or basement for~ useful 
purposes, and of men or boys with hobbies for 
“making things.” 

The booklet may be had by addressing Johns- 
Manville, 22 East 40th Street, New York, or 
any of the coropration’s district offices. 
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STORM SASH 


While storm sash are not provided for on 
this house, yet they are almost a necessity in 
some sections. The prices on storm sash, pro- 
vided they are not quoted by the manufac- 
turer, are obtained by using the 1%” check 
rail standard list, with an equal number of 
lights of the same size for 1%” thickness; 
and for 1%” thickness add 20% to the open 
list of 1%” thickness and apply the regular 
dealers’ discounts for stock or odd quantities. 


STORM ENTRANCE 


In case a Storm Entrance or Vestibule is 
required for this building, it would extend 
5’-0”, or the width of the porch, to the first 
window of bedroom or 5’-0”, leaving the bed- 


room windows uncovered by the vestibule. 
The height at the living room door would 
approximate 7’-3”. This height would allow 


the roof to come under the eaves of the roof 
of the main house. The slope would be to- 
ward the bedroom windows, 3” in 5’-0”, or 
7’-0” at the end. 


SPECIFICATIONS : All Y. Pine except door, 
which is white pine. 
Side and ends—%x3',” V partition, run ver- 


tically. 
toof—%"x3%” V1S partition, smooth side up. 
Sill—1%"x3%” S4S. 
Plate—%"x4%” SAS. 
Batten—%,”"x3%” S4S. 
Roof baiten—%4”"x3%” S4S. 
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SERIES COMPLETED 


This completes the series of articles, HOW 
TO ESTIMATE MILLWORK. Previous instal- 
ments appeared in the following issues: Jan. 
20—pages 16-17 and 47; Feb. 3—pages 
28-30; March 3—pages 53-55; March 31— 
pages 25-27; May !2—pages 34-37; June 9 
—pages 33-35.—EDITOR. 











CuTTING BILL— Total 
List List 

Front—5’-0”x7’-3” to slope to 7’-0”. 
1 Pe. 135¢”x31%4"x2’-8” sill—A 

I SN as be alk Cag ue gn! wg et 0 le $7.00 $0.21 
1 Pe. 4”x2%x2’-8” sill—B 

WW ag BP eee ee 3.00 .09 
1 Pe. 4%”x435"x5’-6” plate—C 

CG Se wadanese cc ednddaee es 5.00 .30 
1 Pe. 4%”x3%x3’-0”"” batten—D 

a ae ey 3.75 ll 
2 Pe. 4”x%”x6’-10” fillet—E 

SG COS ocwswvasseernravcees 1.00 14 
1 Pe. 4%”x%"x2'10” fillet—E 

ON Oe nods bans eaenaenre ean 1.00 03 
2 Pe. 4%”%x4%4%"xT7’-2” LS. Cas’g.—F 

go Fer eee 4.75 76 
1 Pe. 4%”x4%”"x3’-6” O.S. Cas’g—G 

Yt yg eee ere 4.75 19 
1 Pe. 4”x4%"x3’-6” IS. Cas’g.—F 

gg PPP eT ere Tee 4.75 .19 
16 L. F. %”"x%” No. 8540 Stop.... 1.00 .16 


22’-10” B. ft. V partition. 





7°-3”"x5’ = 36’°-3” 
Less for door 18’-0” 

18’-3” 
+ 25% for T&G. 4'-7” 





22’-10” 
1 Door 2’-8”x6’-8”"x1% W. pine.......... $8.00 
End—5’-0”x7’-0”. 











1 Pe. 134”"x3%"x5’-2 sill—A 
CE © Ga wskeeeatrercdcowanedeed $7.00 $0.35 
1 Pe. 4”x2%"x5’-2” sill—B 
Og SS er 3.00 15 
1 Pe. 4%”x3%%"x5’-2” batten—D 
ag! eee 3.75 19 
1 Pe. 4%”"x4%"x5'_.2” plate—C 
OR gt ye 5.00 25 
43’-9” B. F. V partition. 
ss?" = 5’-0” 
+ 25% for T&G. 8’-9”. 
43’-9” 
Top—5’-514"x5’'-5 4”. 
Use 
4 Pes. 4%”"x3%"x5’-2” batten(21’-0”)$4.25 $0.89 
37’-9” B. F. 4%”x34%” V partition. 
5’-6”"x5’-6" = 30’-3” 
+25% for T&G — 7’-6”. 
37’-9” 
Petal BEG mAtOriGs. -.ccccvccvcecceeves $12.01 
Re ED vaewdehnenne sds ceed veneeaee 6.00 
$ 6.01 
104 B. Ft. partition 22’-10” + 43’-9” + 
ee) Oe. Sia kescicnwncccesecens 4.99 
4 set ups (sills, plate, casing, batten 
CP sed caaeeneeneeneds Sane ees 3.60 
$14.60 
Add 10% for cut lengths.. ........... 1.46 
Nailing up 104 sqr. ft. @ $0.09......... 9.36 
$25.42 


No hardware or angle irons. 
Add overhead and profit. 
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Adding Overhead and Profit 


The total of preceding list, $486.51, expresses 
the cost without any overhead except on the 
outside frames, Items No. 1 and 3. As pre. 
viously shown, the factory cost of the lumber 
in these frames was based on $85.80 per M.BF. 
to which was added 20% overhead, or $17.16 
making a total cost of $103.00 per M. B, F. 
which was used as basis for the lumber in the 
outside frames. 

If knock-down stock frames are used, then you 
would deduct Items No. 1 and 3, or $71.74, 
from the total of $486.51, which would leave 
$414.77 exclusive of the outside frames. Then 
to this amount you would add the cost of the 
stock frames (without overhead). For con- 
venience, use $71.74 as the invoice price of the 
K.D. frames, which brings us back to the 
original price of $486.51. 

The total sales price on the list is based on 
an overhead of 20% and a desired profit of 
10%, or 30%. Then to make 30% on the sale, 
you would add 42.86% to your cost. 





Tn BO Gs 6c ove xncdn nsec aneweones $695.02 
(With outside frames.) 


If outside frames are omitted, our sales basis 
would be: 
I TO = is ec ik aie ie Bl ew ee Ree ee $486.51 








SE DOR Bec ec ccwcviensesncenerna 71.74 
$414.77 
RR GE vc avr esa reeverinbassiasiny 177.77 
$592.54 
Add 11% for profit on the $71.74 to which 
the 20% overhead has already been 
CE kn 46s 6baeee eee ed OE wens bees 7.89 
ee: Oe Rs i ak ees dccmeenewetenes $600.43 


Now 30% of $695.02 is $208.51, which, de- 
ducted from $695.02 or selling price, leaves 
$486.51, or your cost intact. 

We have added 42.86% to cost for our sell- 
ing price, and deducted 30% (20% + 10%) 
from selling price, and arrived at the same 
result—cost. 


Figuring Profit on Selling Price 


Figuring the percentage of profit on either 
cost or selling price may be scientifically cor- 
rect as long as we state on which of these 
the percentage is based. 

There are two separate amounts of capital 
required in merchandising, one investment for 
merchandising, and one for operating expenses, 
as selling and all other expenditures not charg- 
able to merchandise, and both capitals invested 
must produce a proper return. If the percent- 
ages of profit is based on the cost of merchan- 
dise only, then the operating capital is not 
taken care of in this percentage, and no pro- 
vision has been made for returns on this in- 
vestment of capital. To obtain the percentage 
of expense in conducting a business, divide the 
gross expense by the gross sales and this will 
represent the “overhead” expense. The fore- 
going list has the percentage of profit desired 
added into the sales price. 

Now let us see how the percentage of profit 
desired added to cost works out: 


RS eee eee re $486.51 
gg a ee ee aS ee 145.95 
INE pag cides auld bail atawalasmaee $632.46 


Now take 30% from your sales price, or 
$632.46, and see if you are getting sufficient 


profit : 

I NO: 6 cio wine mh diaCe toe anata Mere $632.46 

EE aon pau wend ekg ewcawibere rk eee 189.74 
$442.72 


A loss of $43.79 below cost of $486.51. 
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As already explained, 20% overhead plus 
10% profit desired, or 30%, must be included 
jn your sales price to take care of the returns 
on capital invested for operation and profit. 
Then, figuring your percentage of profit on 
sales, we would have: 


TT CCT OTe ee ee $486.51 








Peg LS Meee rerre er eee errs re el 208.51 
GaleS PTICE ...cccecccccccccccssvcccoes $695.02 
Het FOG oi vncecccvcsvqnaceevesions 208.51 
ER Pere eee ee ee ee $486.51 


You have now taken care of both investments 
_—capital investment for merchandise, 10%; and 
capital investment for operating expenses, or 
20%. The cost of an article is a percentage 
of the selling price. 

Let the selling price equal.............. 100% 
Deduct profit and overhead 20% + 10%. 30% 





Cost is 70% of selling price............. 70% 
or 100% 


Then 100% divided by 70%, multiplied by 
30% would be your percentage to add to cost 
to secure 30% on sale. The 100% divided by 
70% is 1.4286%, and 30% is 30 times this 
amount, or 42.86%—the percentage to add to 
cost to obtain 30% on sale. If an article cost 
$3.00 your sale price would be $3 divided 
by 70%, or 4.28+, and not $3 with 30% added, 
or $3.90. 


Fallacy of Adding Percentage to Cost 


A merchant who figures his percentage of 
profit on cost will, to substantiate his claim, 
say: If a door cost me $5, and I sell it for 
$7.50, I have gained $2.50. Now $2.50 is 50% 
of my cost of $5, therefore I have made 50% 
on my sale. It costs money to run a business, 
and various expenses have been incurred in the 
sale of this door—warehousing, selling expenses, 
taxes, interest and other items that will make 
up our 20% overhead. That will leave 30% of 
his 50% for profit. Now with a 20% overhead 
and a desired profit of 30% we would have: 





ee a Ferree 100% 
Less 50% profit and overhead............ 50% 
50% 


100% divided by 50% is 2%, and 50 times 
2% is 100%. Or you would add to the cost of 
this door not 
overhead and 30% profit on sale. 


50% but 100% to obtain 20% 


AMERICAN -LUMBERMAN 


Figured on cost. Figured on sale. 








CO Gicecaweeas 2 a ee $ 5.00 
Ra BO 6 k0 ones 2.50 Add 100%...... 5.00 
Sales price...... $7.50 Sale price...... $10.00 
Deduct 50%..... 3.75 Deduct 50%. 





profit and over- 


Less than cost. ..$3.75 OE tecnares 5.00 





No provision has been made in the first in- 
stance for overhead expense, and your 50% 
profit based on cost turns out to be a loss. 


To obtain the selling price of an article, de- 
duct the percentage of overhead expense, plus 
profit desired, from 100%, and divide the cost 
by this result: 

Selling price....... 100% 
Less overhead and 
profit desired. 





(20% plus 30%).... 50% 
CE WE sos aed wis eere 50% of selling price. 


If our door cost $5, then 50% is $5—1% is 
$.10 and 100% is $10.00—the selling price. 

With a markup of 50% on your cost, you 
obtain a selling price of $7.50; while with a 
markup of 50% on your selling price, you get 
$10 or $2.50 more than by the first method. 


88 
Keep a Record of Estimates 


A record of estimates should be kept in a 
convenient form, in order that these may be 
followed up, and information set down for ref- 
erence as to the percentage of sales to estimates. 
The record of estimates may be ruled on the 
pages of an ordinary blank book obtained at a 
stationery store. A useful form of ruling is 
suggested in the accompanying illustration. 





Renovized Cottage Is Bought 
By Newly-weds 


PortLANnp, Ore., June 15.—Portland’s renov- 
ized cottage (see front page of AMERICAN 
LUMBERMAN, May 26 issue) after having been 
inspected by some 150,000 persons, was sold 
today at public auction for $1725 to the highest 
bidder, a newly-wed couple that will move in 
from the apartment now occupied as soon as 
the cottage has been erected on a lot being 
negotiated for. The sale included complete fur- 
nishings placed in the cottage for advertising 
purposes, and a lot of shrubbery that beautified 
the artificial lawn. The auction attracted a 
huge crowd. 





RECORD OF ESTIMATES 























DATE| ‘No. | Comrmacron| surtoina | esr | REMARKS 
1933 

2-10 100 John Jones, contr.| Res. Wm. Smith $500.00 | Sold 2/15 for $500.00 
2-15 101 | John Jones, contr.| Res. Wm. Clark | $500.00] Lost to Brown Lbr. Co. 


$450.00 














—_| 


This form suggests a convenient record of all estimates made, with space for keeping 
track of the final result 








with a pencil. 


decimally as 4.008 feet. 








If the piece had been 6’ 914”, 6’ 914” or 
6’ 934,", the correct board foot content would 
also have been found instantly on the same 


Odd Sizes of Lumber Made 
Easy to Figure 


If you have to figure the board foot con- 
tent of a stile 114 x 434 x 6’ 9"—there’s no 
need to spend the time for working it out 
There’s a much easier way. 
The length is 81 inches; thickness, 6/4; and 
width, 434”. Put your finger on the 81 in- 
dex tab of Leaver’s Official Feetage Esti- 
mator and flip it open at page 81. Follow 
the 6/4 column down to opposite 4° inches. 
There you find the board foot content given 


ete. 


The estimator, 85° x 111, is substanti- 
ally bound in leatherette, and is supplied by 
the AMERICAN LUMBERMAN at the publish- 
er’s price of $10. 


page, and in column 6/4. And of course if 
the length had been 6’ 10", you would have 
turned to page 82. 

The tables mentioned are contained in 
Leaver’s Official Feetage Estimator, and 
are especially designed for the rapid esti- 
mating of contents of stock used in the 
manufacture of doors, sash, blinds, door and 
window frames, interior and exterior finish 
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One service factor in the aver- 
age retail lumber yard which has 


gained rather than lost impor- 
tance during the lean years is 
the delivery truck. This state- 
ment, of course, must be under- 
stood. In a time of diminished 
volume of sales, deliveries have 
necessarily been correspondingly 


less; and some people, in the 
market for small repairs, have 
hauled their own materials. But 


the old competition between 
horse power and gas power 
seems definitely to have been de- 
cided in favor of the machines. 
In the course of a trip covering 
many thousands of miles, the 
Realm of the Retailer did not 
find a single horse-drawn wagon 
used in making deliveries to cus- 
tomers. A few yards still main- 
tain one or two horses each, for 
the purpose of hauling stock 
from car to bin; and a careful 
search of the entire country no 
doubt would disclose a certain 
number of retail concerns which 
still use horses or mules for gen- 
eral delivery. There are special 
places where Old Dobbin can 
hold his own on the basis of ef- 


nd é 
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A veteran that is still 

in service. It was a good 

machine in its time, but 

is not ideal for present 
traffic 


OLLI LLL LLL 


ficiency, where hauls are short 
and customers are not impatient. 
But it is a safe general state- 
ment that the power machine 
has become the standard lumber 
delivery unit. 


Yard Customers Demand 
Quick Delivery 


There are numerous reasons 
for this change. Perhaps first 
on the list is the impatience of 
customers. This has become 
marked in the American temper 
and will carry over into the pe- 
riod of full recovery; but it is 
especially noticeable now. Dealer 
after dealer states that he be- 
gins the day with no carry-over 
of orders and must depend for 
the day’s business upon what the 
day itself produces. The cus- 
tomer makes up his mind that 
certain repairs must be done. He 
wants them done at once; and 
unless he can get the materials 
within an hour or two at the 
most he will either telephone an- 
other yard or postpone the work 
indefinitely. This means more 
mileage of delivery; and a horse- 
drawn wagon, with its daily 
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Lower Retail Delivery Costs 
| May Result From Study of 
[Hi Yard’s Special Requirements 


limit of 20 miles, is entirely too 
slow. Fast delivery is the basis 
of sales. 

In the second place, America 
has become truck-minded. Watch 
the traffic on any trunk highway 
and note the volume and the di- 
versity of motor-truck traffic. 
One may regret that certain 
types of freight are going by 
highway instead of by rail, both 
for the sake of our friends the 
railroad men and for the reason 
that it congests the highways; 
but the truck with its direct de- 
liveries and its speed has made 
distance relatively negligible in 
commerce, and the public expects 
this service. The lumber indus- 
try as a whole does not wish to 





encourage retail deliveries into 
distant competing territories, but 
the new administrative areas are 


relatively large, and deliveries 
must be made to all parts of 


these areas. The truck is the 
only agency making this pos- 
sible. 

Truck Efficiency Has Steadily 


Increased 


In the third place, automotive 
engineers have increased the ef- 
ficiency of trucks. The new ma- 
chines have more speed, power, 
endurance and operating effi- 
ciency. This has followed the 
development of automobiles and 
of good highway systems. The 
trucks of the size usually used 
by retailers can now do fairly 
well in keeping up with cross- 
country traffic, and this without 
injury to the machines. Brak- 
ing power is equal to the needs 
of high-speed traffic, and gaso- 


LLL 


Waiting for a load at a Kentucky 
planing mill 


June 28, 1931 





line and oil consumption are not 
excessive. 

All of these things are bring. 
ing the question of automotive 
power to lumber retailers in a 
somewhat new form. The lean 
years have enforced economies 
of all kinds; some that seemed 
immediately necessary but that 
in the long pull have been rather 
costly. Many old trucks are do. 
ing duty, far beyond the 50,000. 
mile limit that once was consid. 
ered to be the life service of a 
machine. Some of these, be 


LLL LLL LLL) 


A semi-trailer used for heavy duty by 
an eastern lumberman 





cause of special care and high 
original quality, are still render- 
ing fairly efficient service. They 
get the load there and get back. 
The owner knows if they are 
safe and satisfactory; but un- 
fortunately some machines 
known to be unsafe and unsatis- 
factory are still in use. They 
consume too much gas and oil. 
Their brakes are not equal to 
dealing with a traffic emergency. 
They are slow and hard to hant- 
dle. They are always breaking 
down. And they are not good 
advertisements of the businesses 
they serve. The advertising 
value of truck appearance is not 
a decisive factor, but it needs 
to be considered. 

Many if not all truck fleets, 
big and little, ought to be given 
a careful appraisal. The dealer 
must decide from the state of his 
resources, the condition of his 
machines and his immediate and 
prospective needs whether or not 
his oldest trucks should be Tt 
placed or whether they should 
be overhauled mechanically and 
repainted. State and city at 
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Should the Old Truck Be Overhauled or a More Efficient 


AMERICAN LUMBERMAN 


New One Bought? 


Will It Be Most Economical to Operate a Big Truck or 


Small One, a Low Speed or a Fast Truck’ 


Will It Be Advisable to Choose Equipment Suitable for 
Use During the Busier Days That Are Expected With 


Recovery? 


thorities in charge of traffic are 
pecoming restive, not to say 
hard-boiled, about unsafe _ ve- 
hicles on streets and highways. 
One bad smash, caused by truck 
defects and involving other ma- 
chines, May cause disastrous 
public indignation that can not 
be covered by insurance. No in- 
surance company can abate the 
pain of injured persons or re- 
store the dead to life. 


Select Machine That Can Be 
Used to Full 


Most dealers know pretty well 
from past experience the kind 
and size of trucks they need. 
In pre-depression days it was 
generally true that ten small or- 


maiden 2 


ps anal aa te aes 


A new truck being delivered to an 

eastern retailer. A special body has 

been designed, and will fit this pow- 
erful machine to local needs 
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ders for repair or remodeling 
were sold to every one order for 
new construction. During the 
last few years this spread has 
become still wider. It is likely 
that truck equipment purchased 
how will be used during most of 
its active life in the period when 
recovery will narrow this dif- 
ference; and that fact should be 
kept in mind in rebuilding the 
fleet. Every dealer knows that 
since a truck is most efficient 
when traveling with a full load, 
he needs to select the machine 
which on the average will carry 
a full load; something of course 
that can be only approximated. 


Ton-Mile 


Cost Decreases as 
Size Increases 

Under present conditions the 
smaller truck is indicated; and 
the speed of these machines 
makes possible the handling of 


many orders in a day. Probably 
if other factors are equal the 
first machines to be purchased 
should be in the smaller bracket. 
There are, however, a_ few 
general statements that should 
be of help in deciding what truck 
sizes should be chosen. The 
first of these statements is that 
for equal mileage and full loads 
—both important factors to keep 
in mind—the ton-mile cost of 
trucking decreases as the size 
of the truck increases. For ex- 
ample, a 5-ton truck traveling 40 
miles in a day at full load will 
yield transportation at less than 
half the ton-mile cost a 2-ton 
truck traveling the same dis- 
tance at full load. It should be 





remembered that this compari- 
son is made on a ton-mile basis 
and is not a comparison between 
truck loads. Hence if full loads 
can be approximated, the big 
truck is more economical than 
the small. But with less than 
full loads the big machine in- 
creases its ton-mile cost so rap- 
idly that the smaller one, ap- 
proximating full load, soon has 
a marked advantage. 


As Mileage Increases, 
Mile Cost Decreases 


The second statement is that 
the ton-mile cost decreases as the 
daily mileage increases. A 2-ton 
truck, for example, that travels 
100 miles a day will yield trans- 
portation at about three-fifths 
the ton-mile cost of the same 
machine traveling but 40 miles 
per day. This suggests that in 
increasing the efficiency. of de- 
livery equipment, certain other 
factors than the machines them- 
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A truck that in addition to its other 
duties serves as a silent salesman 


Ton- 


LLL LLL LL 


Note the hard tires of 
this old machine, and 
consider what would 
happen if the driver 
tried to keep up with 
traffic on a wet arterial 
highway 


LLL LLL 


selves should be considered. 
Loading apparatus that will re- 
duce standing time will allow 
fewer trucks to do the work. It 
has been estimated that this col- 
lateral equipment that will re- 
duce the standing time of one 
truck by one hour a day is a 
good investment at a cost of 
$2,000. This figure, of course, is 
valid only if the equipment is 
steadily busy. When _ trucks 
stand for lack of orders, such 
collateral equipment loses much 
of its value. But it is something 
to be kept in mind. A truck 
produces only when it is in mo- 
tion. Many dealers have used 
their yard men, during slack 
times, in straightening and 
widening alleys; looking forward 
to the time when business would 
again reach volume and when 
improved yard traffic conditions 
would decrease the time of load- 
ing the machine. 


Avoid Driving at Above Rated 
Speed 
A third statement is that a 


truck should not be driven above 
its rated speed, since road shock 
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increases in proportion to the 
square of the speed. Practically 
all new trucks have sufficient 
rated speed to keep up with av- 
erage traffic, but old trucks that 
are forced beyond their natural 
speed, pound themselves to 
pieces and rack their loads. It 
is important to know the rated 
speed of a machine and to stay 
within that limit. Hence, other 
things being equal, a fast truck 
has a lower operating cost than 
a slow one. It produces more 
ton-miles of transportation a day 
without damaging itself or load. 

Yard deliveries are one of the 
highly important matters to be 
considered as the country enters 
the new era. It is one of sev- 
eral important bottle necks be- 
tween seller and buyer. For 
good or for ill, delivery has be- 
come all but universal. It is 
something that, badly managed, 
can do damage to profits. Well 
managed, it can be an important 
aid to salesmanship. It can be 
wrecked by ill-advised economy, 
or built up by prudent invest- 
ment. The time is ripe to give 
it deserved attention. 
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Changes Layout and 
Gains Efficiency 


Times change, merchandising 
methods change; and the dealer 
who would be progressive must 
change his plant to conform to 
present-day needs. So decided the 
Brookville Lumber Co., Brookville, 
Ohio, one of the many fine Peter 
Kuntz Associated yards. 

At the instigation of Mr. Kuntz, 
and under the guiding hand of 
Henry Diefenbach of that organi- 
zation, plans were drawn for the 
new arrangements in office and 
shop, and work was begun Jan. 10, 
1934. Using only the regularly 
employed help, plus one extra car- 
penter, by April 1 the whole plant 
was renovized, and revolutionized. 
In place of many and varied cup- 
boards, nail bins of various types 
and sizes, paint and hardware in 
various and sundry places (includ- 


— 


939933337: 
BEEEEEE: ff 


EEBEEERE: SS0088 “/\ 





itt 


ing the inner office where no one 
would see it unless shown) waste 
space, odd corners, misplaced win- 
dows and a general mixed-up con- 
dition requiring many extra steps 
and loss of contact with the cus- 
tomer, the company has created 
an efficient plant, some of the “high 
lights” of which are: 

The entire stock of paint is cen- 
tralized and open to view along 
one entire side of the store. There 
it is stacked systematically on ad- 
justable shelving which affords 
maximum of display and utility in 
minimum of space. Brushes are 
kept in a specially designed case in 
the center of the paint ensemble. 
A sample of each type of brush 
carried in stock is on display be- 
hind glass in the door of the case. 
The price of each brush is marked 


To sell goods, display them attractively—is a practical maxim exemplified 
in the new paint store of the Brookville Lumber Co., Brookville, Ohio. 
Note the display of Wooster brushes in center 
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The hardware stock, in the Brookville company’s store, is handily “in, 
dexed” by the samples, locks, hinges, draw pulls, hooks, brackets ete. 
affixed to the doors of the cabinets 


plainly. Color cards are handy. 
The paint and brush ensemble face 
a battery of windows and the front 
door, so that the first thing the 
incoming customer sees is a mag- 
nificent paint layout. 

To an adjacent wall was built 
the hardware division, fronted by 
a wrapping counter. The hard- 
ware division is divided into three 
sections, the top one being devoted 
to lock sets, the middle section to 
piece hardware, and, below the 
back counter, nail bins are built 
into the whole. The bottom sec- 
tion of the wrapping counter is 
also built of nail bins. The four 
pairs of rabbetted doors fronting 
the piece hardware section are 
paneled with green billiard cloth 
upon which samples of each type 
of hardware carried are systemati- 
cally arranged. The stock is car- 
ried immediately behind the samples 
on shelves. 

Among the improvements was 
the creation of a Celotex ceiling, 
designed in blocks. This ceiling 
was designed from stock board cut 
with a special tool, and applied all 


in one part day. The store floor, 
being of cement, was treated with 
floor enamel. 

With the woodwork in light oak, 
the wall of textured ecru, the ceil- 
ing a grayish tan, and the floor 
walnut, a striking and harmonious 
effect is obtained which causes cus- 
tomers to comment very favorably, 
and also to inquire about the yari- 
ous materials used. 

The center space of the store is 
kept clear, for freedom. From the 
center, with a few steps almost any- 
thing can be gotten at, thus say- 
ing time and effort. Best of all, it 
allows constant contact. 

Stairways leading upstairs were 
moved back into the yard where 
they belong. Only one door leads 
out of the office into the plant. Re- 
sult: A store modern in every way, 
affording display, freedom, and con- 
tact with the customer, at a mini- 
mum cost. 

The lumber sheds are gradually 
being painted on the inside. In 
the course of time the Brookville 
Lumber Co. will be among the 
few “all painted” lumber stores. 





Tells “Whys” of New Main Street Store 


MINDEN City, Micu., June 18.—The modern 
lumber store needs “a place in the sun.” The 
most attractive and intriguing displays of mer- 
chandise that can be arranged avail little unless 
they are seen. The average lumber yard is 
handicapped, in this respect, by the fact that, 
because of the nature of the business, and the 
relatively large ground space required, locating 
the entire establishment on Main Street is out 
of the question. Therefore, the lumber dealer 
is at a disadvantage, as compared with his fel- 
low merchants in many other lines, when it 
comes to making the direct visual appeal that is 
so essential in modern merchandising. What 
then to do? 


A Location on Main Street 


Some dealers haye met the situation by estab- 
lishing permanent branch stores in the retail 
shopping district; others by making temporary, 
seasonable displays in vacant store rooms or 
windows on business streets. It is not often that 
a real small-town dealer feels the urge for “a 
place in the sun”; in other words, a location 
on the main business street, but this is true of 
the enterprising owner of the L. H. Riedel Lum- 
ber Yard, located in this town of only 300 
population, surrounded by a farming territory. 
Mr. Riedel’s decision to establish himself down- 
town is all the more notable because of the fact 


that the yard itself is located only a block 


away from the main business street; but “even 
so,” remarked Paul S. Riedel, “we found it 
practically impossible to display our goods 
properly or to get over to the farmers the ideas 
that we wanted to convey to them.” 

Another thing that entered into his decision 
was the well known fact that women shoppers, 
even though wanting materials and articles that 
are handled at the lumber yard, are reluctant 
to go there for them—because of the often un- 
handy location and other factors that sometimes 
are in evidence, such as surroundings that too 
often are none too tidy and attractive. It is 
only fair to say that the latter factor does not 
apply to the establishment under discussion, as 
the Riedels pride themselves on keeping their 
yard neat and clean. They recognize, however, 
that women like to centralize their shopping, 
and will not leave the main street unless they 
have to. 


A Saleswoman on the Job 


Now comes perhaps the most interesting part 
of this story, for in the downtown store recently 
opened there is a saleswoman, in the person of 
Mrs. Paul S. Riedel, whose job it is to help 
get women customers and prospects interested 
in new porches, new cupboards and closets, new 
floors and other accessories to make their homes 
brighter, more convenient and more livable. 
“The women undoubtedly influence even the 
buying of lumber,” says Mr. Riedel, “and if we 


—. get them interested, a job is nine-tenths 
sold.” 

“These,” said Paul Riedel in an interview 
with the AmerIcAN LumMBERMAN, “are some of 
the things that have led to the opening of our 
new store. Notwithstanding the nearness of our 
yard to the main business street of the town, 
we found it practically impossible to get the at- 
tention to our displays that we wanted. While 
trade has been more or less slow because of the 
farm situation, we believe that there is a lot 
of potential business among the farmers and 
that it can be had if their interest is aroused 
and the proposition of repairing and improving 
their buildings is presented in such a way as to 
make them see its value.’ As to the details 
concerning the establishment and operation of 
the new downtown store, we will allow Paul 
Riedel to tell the story in his own words, as 
follows: 


Aimed at Striking Effect 


“We rented a small vacant space on the main 
street, and, with the co-operation of the manu- 
facturer, finished the interior of the store with 
grooved Celotex. We built all the shelving, the 
wrapping counter, bookshelves, tables etc. 
our yard, and painted them in attractive colors. 
We wanted the store interior to be modern af 
striking, giving an effect that the people of our 
community had not previously seen, and we 
think we have succeeded pretty well in that ob- 
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jective. We moved part of our stock of paint 
and builders’ hardware over to the store, but 
of course still keep a representative stock at the 

, as while getting customers in through the 
front door we do not want to lose them through 


the back door. 
Free Plan and Building Service 


“We looked through our files and found them 
crowded with plan books, interesting pictures 
and articles about lumber and other products, 
and decided that this material should be where 
people could and would read it, rather than 
remaining useless in our files. Accordingly 
we built a neat book shelf and a_ table, 
placed them in the store, and intend to advertise 
this as a free plan and building service library, 
inviting people to drop in during their spare 
time and make use of same. We also shall keep 
copies of current magazines on the table, to 
carry out the effect. We believe that this idea 
will promote consumer education, help to arouse 
consumer interest, and aid in overcoming sales 
resistance. 

“We want to have in the store a representa- 
tion of every product we handle. To this end 
we plan to construct demonstration panels of 
diferent types of siding, flooring, moldings etc., 
build small but accurate models showing the 
right and wrong methods of framing a building ; 
keep attractive displays of shingles, roofing, sash 
doors and other millwork etc., before the people 
as much as possible. It is continued suggestion 
that gets results. 


To Show Price-Tagged Buildings 


“We also plan to announce a series of ready- 
built buildings. We gave this idea a trial last 
year with the Celotex Co.’s cylinder brooder 
house and got good results. This year we in- 
tend to go even further and add to our line dif- 
ferent styles of farm buildings at various prices. 
All of these buildings will be represented at 
our store with models, price-tagged. We now 
have on display there, a model of the cylinder 
brooder house, and the interest it creates is 
surprising. 

“If anyone is skeptical as to what results 
from such a place will be, let him consider the 
fact that on our opening day we had a crowd 
of between 300 and 400 people and netted 25 
live prospects, including one new house and 
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two new barn prospects. If only a portion of 
these develop into actual orders, they still will 
mean a nice volume of business.” 

This business is owned by L. H. Riedel, who 
divides his time between the yard and the store. 
Paul S. Riedel is general manager, and his wife 
is giving her attention to the downtown store. 
Merton Thompson looks after the yard work. 





School Honored By National 
Park Assignment 


SEATTLE, WaSH., June 16.—The John Muir 
grade school in Seattle was so named in honor 


of one of America’s most noted naturalists— 
who did much to develop in American youth 


an appreciation of the beauties of nature and 
a love of the outdoors. For many years the 
teachings and work of John Muir have held 
a prominent place in the curriculum of this 
school, and its work in this respect has been 


outstanding under the leadership of its prin- 


cipal, Miss J. M. Lockwood. This work has 


come to the attention of prominent conserva- 
tionists, and at the graduation exercises this 
week the school was signally honored by being 
entrusted with the duty of aiding the authorities 
in the preservation of the Stephen Mather 


National Parkway. 


This Parkway consists of a virgin forest 
extending 60 miles along the highway through 
the Naches Pass of the Cascade Mountains and 
one half mile wide on each side of the highway. 
It was the first National Parkway to be estab- 
lished in the United States and is the largest. 
It was named for the late Stephen Mather, 
friend of John Muir and the man who conceived 
and organized the national park system of the 
Ashael Curtis, noted conserva- 
tionist and outdoor photographer, in making the 
formal presentation, stated that this was the 
Maj. 


United States. 


first school to receive such an honor. 


O. <A. Tomlinson, superintendent of Mt 


Rainier National Park, represented the Park 


Service for the occasion. 





GRASS AND WEEDS in and about the yard 
Dry 


should be kept cut short at all times. 
vegetation creates a serious fire hazard. 
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Tells of Farm Housing and 
Repair Needs 


Detroit, Micu., June 20.—A bird’s-eye view 
of the farm housing situation, as disclosed in 
the recent housing survey made by the U. S. 
Department of Agriculture in 352 counties in 46 
States, was given to members of the American 
Society of Agricultural Engineers at the annual 
meeting here today, by Wallace Ashby, of the 
Bureau of Agricultural Engineering. 

Of the six and a quarter million farm houses 
in the country, probably about 50 percent are in 
fairly good structural condition, Mr. Ashby 
stated. About 15 percent of farm houses need 
complete replacements of foundations; between 
15 and 20 percent need replacements of roofs; 
10 to 15 percent need new floors; and about 10 
ag need repairs or replacements of exterior 
walls. 

“Between these extremes of houses in good 
condition and those needing complete replace- 
ments of some parts are a large group needing 
repairs of some kind, including much interior 
refinishing,” said Mr. Ashby. 

The estimated cost of repairs and alterations 
needed to put farmhouses in good livable condi- 
tion, based on the reports of the survey, would 
amount to about three and one-half billions of 
dollars, or an average of about $575 per house, 
but this is several times the amount farmers feel 
they can spend at present. 

In the last three years, they have spent an 
average of $75 per house on repairs, and con- 
template spending during 1934 about $25 per 
house, which is about 4 percent of the estimated 
amount needed for desirable reconditioning. 

Only about 20 percent of the total of 630,000 
farmers interviewed were interested in borrow- 
ing for farmhouse improvements, even on their 
own terms. The estimated amount of borrow- 
ing desired was less than $500 per farmer, or 
less than $100 per farm if based on all farms. 

The number of new houses needed was esti- 
mated at about one million, but farmers are 
contemplating building only about one-fourth of 
that number in the next three years. The aver- 
age cost of new houses needed was estimated at 
about $2,500, but farmers are planning to spend 
an average of only a little more than $1,000 per 
house. 


Announces New Type of Wood Block Flooring 


A new type of fabricated wood 
block for blind nailing over wood 
sub-floors, which opens up a new 
source of profit for dealers, has just 
been offered to the trade by the E. 
L. Bruce Co., the world’s largest 
maker of hardwood floorings. Pat- 
terned hardwood floors have for 
some time been gaining in popu- 
larity by leaps and bounds, but 
heretofore they have usually been 
installed in mastic over concrete 
slab floor construction. This has 
confined their use, to a great ex- 
tent, to large buildings and new 
construction. 

According to the E. L. Bruce 
0, its new Unit-Wood “Nail 
Block” makes possible the use of 
design floors in homes, apartments 
and small areas which usually em- 
ploy wood sub-floors. The “Nail 
Block” can also be installed over 
old wood floors, and any good floor 
mechanic can handle the work. In 
the manufacture of “Nail Blocks” 
the regular relative position of the 
tongues and grooves is alternated, 
so that on each order an equal 
number of “rights” and “lefts” are 
shipped. By this plan the mechanic 
is able to keep the tongue-sides of 
each block always exposed for blind 
Nailing, 

In quality and appearance the 





Bruce “Nail Block” differs from 
the Bruce Blocks now found in 
buildings and homes throughout the 





This illustration shows how the new Nail-Block floor units are laid, and 


how the finished floor appears 


United States only in that it is to 
be nailed instead of laid in mastic. 
Nail Blocks can be obtained either 


unfinished or factory finished. The 
factory finishing is an entirely new 
development, and means that the 
Blocks arrive on the job completely 
% sanded and finished and ready for 
' immediate use after installation. 

The following statement has been 
_ by an official of the Bruce 

0.: 

“Bruce ‘Nail Blocks’ will be sold 
through our regular strip flooring 
sales organization. Lumber retail- 
ers may buy and resell to their 
trade. The installation will in no 
manner be restricted, and any com- 
petent mechanic, capable of follow- 
ing simple instructions, will be able 
to secure very satisfactory results 
on ‘Nail Block’ jobs. Complete 
specifications are available and will 
be supplied with orders. Informa- 
tion and literature on this import- 
ant new development will be sent 
upon request addressed to Nail- 
Block Division, E. L. Bruce Co., 
Memphis, Tenn.” 


—_—_—_—SS—— 


WHERE COAL, sand or gravel is 
sold, elevated tracks and bins re- 
quire constant attention to maintain 
them in good repair. Runways or 
platforms should be railed, station- 
ary ladders provided, chutes or 
dumps kept in good order. 
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Before the remodeling began 


Denver, CoLo., June 18.—The 
Clean-up, Paint-up and Modernize 
campaign conducted in Denver and 
just closing was successful and 
served to boost the sale of lumber 
and all other building materials, 
according to Allan Flint, secretary 
of the Mountain States Lumber 
Dealers’ Association, andlumbermen 
of Denver. One of the chief back- 
ers of the campaign was the lum- 
ber dealers’ association, and through 
the efforts of this organization 
lumber played an important part in 
the program. 

In the latter part of April the 
committee in charge of the cam- 
paign, which was headed by 
Richard Davies, secured an old 
frame house, which was badly in 
need of repairs. The owner of this 
house donated it to the cause and 
the building was moved to the 
Court House Square—right in the 
midst of the downtown business 
district. On May 1 the work of 
remodeling this house began, with 
every bit of the work being given 
free by various labor and building 
material organizations of the city. 
The work of modernizing was fin- 
ished June 9. All during that time 
a great deal of interest was shown 
on the part of the people of Den- 
ver, who watched the progress of 
the work. When it was finished 
they visited the house, which was 
thrown open for inspection. Ap- 
proximately 3,500 people visited 
the Model House daily. Mr. 
Davies, speaking of the success of 
the work, said: 

Denver people are showing 
their interest in the modernize 
drive, and in this project itself, 
by turning out in thousands to 
watch the change in this old 
house as workers make a new 
and up-to-date colonial style 
home from it. As a result, they 
are applying many of the new 
ideas they find to their own 
homes, making this the best of 
several years past for the con- 
struction industry and building 
supply firms in Denver. 

Eventually it is to become the 
property of Denver’s “most popu- 
lar newly-weds,” to be determined 
by a voting plan worked out by 
the committee. 

A glance at the photographs ac- 
companying this article will give a 
- very good idea of the transforma- 
tion wrought by the remodeling 
process. 

The lumber merchants of Denver 
did their part, and did it well, in 
seeing that the work was done 
right, but they did not stop there. 
Those behind the move called at- 
tention to the house with good 
newspaper advertising. At the bot- 
tom of each of the ads appeared 
the names of the lumber firms be- 
hind the move. A good example of 


the kind of newspaper publicity 
used by the lumber firms is given 
by the advertisement here repro- 
duced, the original of which was 
three columns wide by seven inches 
in depth, 

The message was put over with 
a few well chosen words in large 
type and plenty of white space. It 
was entitled “Clean-up, BUILD- 
UP, Paint-up.” The text said: 
“Good Lumber can do for your 
home what it is doing for the 
MODERNIZED HOME—make it 
a better place in which to live. 
These dealers will explain an in- 
teresting reason why you should 
buy building materials NOW.” 
Then followed the list of the lum- 
ber firms behind the move. 

Not only was the house remod- 
eled, but the grounds around the 
house were embellished with grass, 
trees and shrubbery. 

The completed house is to remain 
in the Court House Square until 
June 23, when it will be moved to 
a site in East Denver which has 
been donated by a real estate firm. 

The house has done publicity 
duty during the nights, as well as 
the days it has been in course of 
construction and on display, for 


Successful 


After the remodeling was completed 


flood lights were installed to make 
it stand out prominently. 

A brief description of the house 
will be in order right here. It is a 
one-story building, early Ameri- 
can in style, with a half-story roof 
elevation and dormers. From a 
long living room, paneled in 
knotted pine, a stairway ascends to 
the second floor. Beyond the stair- 
way is a small dining room and 
kitchen, the latter electrically 
equipped. Upstairs are two charm- 
ing bedrooms, a tiled bath, and 
closets enough to delight any 
housewife. The living room has 
at the end opposite the stairway a 
wide window flanked with small 
bookcases. Floors are of hard pine. 
The wall paper, carrying out the 
early American motif, was selected 
by an interior decorator who has 
made a study of colonial homes. 

Governor Ed Johnson, speaking 
of the Model House and the work 
of remodeling it, said: “This house 
is a challenge and a symbol. It is 
a challenge to builders, and to the 
public not to be discouraged at any 
sort of obstacle, but to realize that 
with small expense, when effort 
and good taste are available, a 
lovely home may be created to add 








Abbott Lumber Company 
American Lumber Company 
Ames Lumber Company 
Arvada Lumber Company 
Aurora Lumber Company 
W. B. Barr Lumber Company 
Beach Lumber Company 
Carney Lumber Company 
Chapin Lumber Company 
Conover Lumber Company 
Denver Lambers Company 


East Denver Lumber Co. 
Englewood Lumber Co. 
Fedéral Lumber Co. 





Clean-up - BUILD-UP -Paint-up! 


Good Lumber can do for your 
home what it is doing for the 


MODERNIZED HOME 


«make it a better place in which to live 


These dealers will explain an interesting reason 
why you should buy building materials NOW: 


Hallack & Howard Lhr. Co. 
Littleton Lumber Co. 

‘Gey Martin Lumber Co. 
North Denver Lumber Co. 
Newt Olson Lumber Co. 
Oregon Lumber Co. 

E. W. Robinson Lumber Co. 
R. E. Spencer Lumber. Co. 
Stark Lumber Co. 

University Park Lumber Co. 
Wallis & Walling Lumber Co. 
Western Builders Supply & 
Derby Lumber Company Inv. Co 

Wilcox-Akers Lumber Co. 
Wise & Ferguson Lumber Co. 
Woodside Lumber Co. 








Reduced reproduction of newspaper advertisement signed by lumber 
dealers backing the “Modernize” campaign 








to Colorado’s fine fame.” 

William E. Russell, president of 
the Denver chamber of commerce 
said: “This work is a symbol oj 
a new day for city and State,” 

The sale of building materials 
in Denver during the past month 
has shown a decided increase, being 
far in advance of the same two 
months last year. Considerable 
credit for this increase is given 
to the Model House feature of the 
Clean-up, Paint-up and Modernize 
campaign. 


"Guide to Home Re- 








conditioning" 


A new informational folder en- 
titled “Guide to Home Recondi- 
tioning for Borrowers From Home 
Owners’ Loan Corporation,”  is- 
sued by the Federal Home Loan 
Bank Board, is being distributed by 
the district offices of the Home 
Owners’ Loan Corporation to eli- 
gible applicants for refinancing 
loans under the Home Owners’ 
Act of 1933, as amended, which 
permits the disbursement of funds 
up to $200,000,000 for repairs and 
rehabilitation solely of homes re- 
financed by the corporation. 

An Act of Congress, approved 
April 27, 1934, authorizes the 
Home Owners’ Loan Corporation 
to make loans for repair, remodel- 
ing and modernizing to the fol- 
lowing groups of home owners: 


1. Those who have already se- 
cured loans from the Corporation. 


2. Those who are eligible to 
have their mortgages taken over 
dy the Corporation. 


3. Those who own their homes 
clear of any mortgages, but only 
if they can not get reconditioning 
loans from any private lending 
agency. 

The booklet includes informa- 
tion as to the law, how to proceed 
to obtain a reconditioning loan, an 
explanation of the principles of 
sound reconditioning, and a check- 
list of home repair needs. ; 

Presumably, copies of this 
folder may be obtained from any 
office of the Home Owners’ Loan 
Corporation, or from the head- 
quarters of the corporation ™ 
Washington, D. C. 





THIS IDEA might be worth try- 
ing. List the names of all house- 
holders within five or six blocks 
of your yard—then check off the 
names of those whom you consider 
customers, and proceed to make 4 
systematic drive to get those who 
are not doing business with you 
to at least come to your yard an 
see what you have to offer. 
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Plaster Materials Take Own 
Rates in Mixed Cars 


Kansas City, Mo., June 18.—A recent ruling 
of the Interstate Commerce Gommission, that 
railroad rates on mixed carloads of plaster and 
plasterboard materials should be based on re- 
spective rates for the various materials con- 
tained, rather than on the highest rated article, 
was greeted with approval by the retail lumber 
trade here. 

Such rates will be subject to the highest 
carload minimum weights applicable to any of 
the articles. 

The revision followed protest of the gypsum 
association, in which lumber associations inter- 
yened. It is being protested by the Upson 
Co., according to J. E. Johnston, traffic manager 
of the Southwestern Lumbermen’s Association. 





Canadians Condemn Foreign 
Consignment Selling 


MonTREAL, QuE., June 18.—An inter-provin- 
cial conference of lumber officials, held here, 
with Quebec, New Brunswick and Nova Scotia 
represented, condemned consignment selling of 
large lumber shipments on the British market, 
favored a proposal to appoint an official repre- 
sentative in Great Britain of the eastern Can- 
adian lumber industry, and considered steps 
toward the formation of an eastern Canadian 
lumber producers’ association. The meeting was 
called by Hon. L. P. D. Tilley, premier and 
minister of lands and mines for New Bruns- 
wick. On the agenda for the meeting were seven 
items, as follows: 

1. Standard methods of manufacturing and 
grading lumber. 

2. Methods of sale, with particular refer- 
ence to consignment selling. 

3. Standardization of prices. 

4. Trade- and grade-marking of lumber 
products. 

5. Appointment of an official representa- 
tive in Great Britain of the eastern Canadian 
lumber industry. 

6. Distribution of samples of timber prod- 
ucts in eastern Canada. 

7. Praposal for formation of an eastern 
Canadian lumber producers’ association. 

Hon. W. Gerard Power, member of the Que- 
bec legislative council and a director of the 
Quebec Forest Products Commission, who was 
the only speaker at a luncheon tendered in honor 
of those attending the conference, said: “I am 
satisfied that if we can give the United King- 
dom market a better product we can increase 
our trade and obtain more money for our lum- 
ber manufacturers, operators and exporters.” 





Western Hemlock Tannin Gets 


Footwear Test 


HoguiamM, WasH., June 16—Grays Harbor 
lumbermen, interested in development of fresh 
fields for utilization of byproducts of hemlock 
lumber, are closely watching a test of the wear- 
ing qualities of leather treated with western 
hemlock tannin, as opposed to leather produced 
with eastern tannin. The test will be conducted 
here by Arthur D. Gaffney, United States mail 
carrier, under a unique plan developed by C. C. 
Smoot, Government technician, who recently 
conducted extensive experiments in the extrac- 
tion of tannin from western hemlock. The test 
is part of a big program to determine the value 
of hemlock tannin. 

Two pieces of leather, one produced with 
western hemlock and the other with eastern 
tannin, were sent here by Smoot and have been 
used to fashion soles for Postman Gaffney’s 
shoes. The wear on each sole will be noted 
Periodically. Similar tests are being made by 


West Point cadets. 

The leathers were tanned under exactly the 
Same condition, the only variation being in the 
type of tannin used. The Grays, Harbor lumber- 
men are hopeful that the western tannin leather 
will show superior wearing qualities. 
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LIGNASAN 


REG. U.S. PAT. OFF. 


...the low-cost cure for sap-siain ills 


HEN a product is 

launched at a time when 
everyone is crying “Business 
is rotten” and makes good— 
that’s news. It indicates not 
only an effective product but 
an economical one. That’s 
Lignasan—introduced in 1930 
—today, used by more lumber 
manufacturers than all other 
anti-stain chemicals combined. 


Reasons? Plenty of them: 
It is the most powerful stain 


WIND LIG 


REG. y. s. PaT. OFF. 


control chemical available. 
One pound goes several times 
further than other anti-stain 
chemicals. Its concentration 
makes it less bulky, of course, 
saving you money on trans- 
portation and storage costs. 
Mills using Lignasan report an 
average cost of only 12c per 
thousand board feet. 


Lignasan is easy to use— 
mix only one pound to 50 gal- 
lons of cold water and spray 


or dip the lumber. Mills usu- 
ally build an automatic Lig- 
nasan dipping vat in the grad- 
ing table. No longer is it neces- 
sary to endrack gum or poplar 
to keep it bright—flat-pile 
Lignasan-dipped lumber direct 
from the saw. Bright lumber 
sells easier. Brings top prices 
too. Keep your lumber and 
your sales bright—insist on 
Lignasan, the time-tested, con- 
centrated, anti-stain chemical. 
Coupon brings you the details. 


NASAN 


REG. U.S. PAT. OFF. 


AL 6-23 


E. I. DU PONT DE NEMOURS & CO., INC., Organic Chemicals Dept., Wilmington, Del. 


GENTLEMEN: Please send me more information and prices on LIGNASAN. This is 
not to obligate me in any way. 


News Notes About the Codes 


Cost Protection Prices Approved—Southern Pine Differentials Settled—Produc- 
- tion Quotas Decreased—Darrow Report Condemned—Blue Eagles Recalled 


Lumber Prices Are Approved 


The upheaval throughout the entire lumber 
industry that was caused by an announcement 
from Washington on June 7 that NRA would 
abandon its price policy, subsided when later 
an official order was sent out, signed by Gen. 
Hugh Johnson, recovery administrator, defin- 
itely approving present cost protection prices 
on lumber and stating that the new price policy 
of NRA would apply only to codes adopted 
in the future, and would in no way affect the 
cost protection features of the Lumber Indus- 
tries Code, the Retail Lumber and Building 
Material Code, or any others where these prices 
had been officially authorized and approved. 

Some uneasiness was felt because the admin- 
istrator’s order approved lumber prices only 
to July 1, 1934. This limit was necessary 
because present cost protection prices were 
made effective only until that date. It is 
expected that the new prices will be submitted 
in time for them to be approved and become 
effective July 1. However, should there be any 
delay in this matter it is confidently expected 
that another order will be issued continuing 
present prices until the new lists are ready. 

All divisions and subdivisions administering 
the Lumber Industries Code 
Lumber and Building Material Code have sent 
out bulletins to their members advising them 
of the fact that cost protection prices remain 
in effect. At the same time they were advised 
that any orders that have been taken at lower 
prices must be immediately cancelled. 


——— | 


"Double, Double, Toil and Trouble" 


Added to the confusion in which the industry 
was thrown through the unwarranted report 
from Washington that Code prices were to be 
abolished, further turmoil was caused by the re- 
lease of the Darrow report, which contained 
some severe strictures on the Lumber Code and 
bluntly demanded some drastic changes in the 
personnel of administrative agencies. This re- 
port was a veritable “tempest in a teapot.” It 
was manifestly so prejudiced and so ill advised 
that any detrimental effect it might have had on 
the Lumber Code or on the NRA was quicklv 
discounted. 

By a rousing, unanimous, standing vote, 
amidst a thunder of applause, the lumber indus- 
try, through its representatives at the annual 
meeting of the National Lumber Manufacturers’ 
Association in Chicago, reaffirmed its faith and 
confidence in Carl W: Bahr, executive secretary, 
and roundly condemned the Darrow report for 
its attack on him, on the Western Pine Associa- 
tion, and on the Lumber Code. 





Protests Government Competition 


Wasuineton, D. C., June 18.—It having 
been reported that the Emergency Relief Ad- 
ministration, a Government agency, is setting 
up five sawmills on a 20,000 acre tract for 
colonization purposes in Arkansas, the timber 
to be used for constructing homes and barns in 
the colony, the Lumber Code Authority has 
addressed a protest to Deputy Administrator 
Dixon, and has asked that he “present the 
matter through the proper channels and, if 
possible, to the President himself, with a view 
of correcting this situation.” In this letter of 
protest, David T. Mason, executive officer of 
the Lumber Code Authority, said: 

The tendency of the Federal agencies to 
engage in the sawmill business, which is 
already overcrowded, is a matter of grave 
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concern to the lumber industry. In view of 
the expressed purpose of the recovery admin- 
istration to rehabilitate and restore the lum- 
ber and timber products industries, it seems 
deplorable that the different branches of the 
Government should work at cross purposes 
in matters of this kind. The establishment 
of sawmill operations by the different agen- 
cies of the Government adds to the total pro- 
duction and takes the heart out of those op- 
erators who are compelled to stand by and 
see their Government use their tax money to 
enter into competition with them and to in- 
crease the production of lumber which the 
lumber industry, through its self-governing 
agency, the Lumber Code Authority, is en- 
deavoring to adjust to a proper relationship 
with demand under provisions of the Lumber 
Code. 





Quotas for Third Quarter Set 
By Authority 


[Special telegram to AMERICAN LuMBERMAN] 


Wasuincton, D. C., June 20.—Lumber pro- 
duction for the third quarter of 1934 was fixed 
today by the Lumber Code Authority at a total 
of 3,845,000,000 feet, board measure, a reduc- 
tion of 15.5 percent from the established pro- 
duction for the current quarter. Of the total 
amount, 3,170,000,000 feet is for softwoods, and 
675,000,000 feet for hardwoods; the reduction 
in the former being 13.2 percent, and in the 
latter an average of 25 percent, as compared 
with the current quarter amount. Softwood 
divisions were assigned a reduction of 10 percent 
—except the three largest divisions, namely: 
West Coast Lumbermen’s Association, Southern 
Pine Association and Western Pine Association, 
which took an average reduction of about 14 


percent. Allocation quotas are as follows: 
Softwoods: 
CYPCORS GIVIGIOR ccccscvcvesvcess 35,000,000 
Northeastern division ........... 72,000,000 
Appalachian softwood group..... 16,000,000 
Northern hemlock division....... 54,000,000 
Northern pine division........... 32,000,000 
Re@wood Givision ...cccccccccece 88,000,000 
Southern pine division........... 1,100,000,000 
West Coast division’............. 1,100,000,000 
Western pine division............ 633,000,000 
Tillamook burned area?.......... 40,000,000 
| ae 

Hardwoods: 
Appalachian and southern hard- 

ee SP ase awecneewms o0s 474,500,000 
Northern hardwood subdivision.. 93,500,000 
Northeastern hardwood subdivi- 

SE Savin cekachae <scei weno eas 46,800,000 
North central hardwood subdivi- 

 cincckae dit eeod dedwawneas 33,400,000 
Walnut subdivision ............. 6,700,000 
Mahogany and Philippine mahog- 

ORT BUNGIVIOION hice oc ceeees #62 13,400,000 
Miscellaneous hardwoods ........ 6,700,000 


675,000,000 

‘Log quota for the West Coast logging lum- 
ber division was fixed for all purposes at 
1,119,000,000 feet. 

*Salvaging operation was allowed following 
fire of last August. 


pO a rr 


The severe curtailment of production for the 
next quarter is partly due to the fact that pro- 
duction totals have been consistently kept above 
probabilities of consumption since the Lumber 
Code became effective last August, on the theory 
that every reasonable effort should be made to 
encourage production, employment and _ sales. 
The result is that there has been some increase 
in inventories since the Code went into effect, 
while the expected revival of building has not 
yet come, 
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Dispose of Southern Pine Differential 
Problem 


[Special telegram to AMERICAN LUMBERMAN] 


WASHINGTON, June 20.—The southern ping 
differential problem was disposed of today by 
the Lumber Code Authority in the following 
resolution : 

REsoLvep, That the petition of the Contro 
Committee of the Southern Pine Division fo; 
the cancellations of S. P. Bulletin No. 33 and 
the substitution therefor of S. P. Bulletin No, 3 
be withdrawn with the recommendation that the 
50 cents allowable deduction for air dried stock 
in roofers, boards, strips and dimension be elim. 
inated and that the present provision in Bulletin 
No. 33 relating to timbers, joists and planking 
and all items of railroad and farm material, 
when sold through Governments or other agen- 
cies using Federal funds, under a legal require. 
ment that the lowest bid be accepted, be ex. 
tended to all items of southern pine lumber and 
timber, but requiring that in such instances all 
groups of mills shall quote and sell at not less 
than the established minimum prices for Group 
One mills. 





Protection Effective to March |, 
Retailers Assured 


[Special telegram to AMERICAN LUMBERMAN] 


WasuinocrTon, D. C., June 20.—The executive 
committee of the Retail Lumber Code Author- 
ity, which has just adjourned, approved the new 
Code order replacing the order of April 5. The 
committee worked out plans for enforcement 
with the litigation division of NRA. In order 
to obviate delay, arrangements have been made 
to have cases sent directly here instead of to 
the State directors, and they will be turned over 
to the National Compliance Board. The com- 
mittee was assured of assistance by NRA in 
violation cases. 

The committee also obtained definite assur- 
ance from NRA that the cost-protection pro- 
vision in the Code will not be cancelled and it 
will be effective until March 1 next year. 





Code Exemptions From Government 
Contracts 


WASHINGTON, June 18.—Administrator John- 
son has issued an order granting limited 
exemption from codes that are in conflict with 
statutory provisions or well established pro- 
cedure relating to contracts awarded by the 
United States Government, the District ot 
Columbia, the various States or political sub- 
divisions. The order is that on contracts to be 
awarded by the above named Governmental 
agencies bidders are exempted from compliance 
with any Code provisions which prohibit any 
of the following practices, and notwithstanding 
code prohibitions, bidders may: 

(a) Quote prices and terms of sale to gov- 
ernmental agencies as favorable as those per- 
mitted to be quoted to any commercial buyer 
for like quantities. 

(b) Quote definite prices or terms of sale, 
not subject to adjustment resulting in in- 
creased costs during the life of the contract, 
for definite quantities and for definite periods 
not to exceed three months (unless a longer 
period is now permitted by any such code.) 
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(c) The same as “(b)” for indefinite quan- 
tities for six months or longer. 

(d) Quote prices and terms to apply on 
contracts to become effective not more than 
60 days from the date of the opening of bids. 
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June 28, 1934 


(e) Quote prices F. 0. B. point of origin 
and/or F. O. B. destination. 
“the order specifies “that the exemption 
hereby granted shall be limited to and oper- 
ative only in connection with quotations 
made by such members to governmental 
agencies; that nothing in this order con- 
tained shall operate to permit deviation from 
or abandonment of open price and cost pro- 
tection provisions now or hereafter contained 
in any such code; and that nothing in this 
order contained shall relieve any such mem- 
per at any time from the duty of complying 
with all other provisions of such codes. 
S—— 


Distribution Statement Still Pending 


New York, June 18.—In a recent bulletin 
Secretary W. W. Schupner, of the National- 
American Wholesale Lumber Association, ad- 
vised members that committees are still actively 
at work with NRA with a view to arriving at 
4 decision on the definitions of wholesaler and 
wholesale trade. Mr. Schupner said: 

Representatives from manufacturers, 
wholesalers and retailers can agree upon a 
definition of wholesale trade which they be- 
lieve will be generally acceptable to the ma- 
jority in their respective branches of the in- 
dustry, but there is delay in obtaining a 
satisfactory decision from NRA. The Lumber 
Code Authority has made strong representa- 
tions to the Administration and as all recog- 
nize the importance of a satisfactory solution 
of this fundamental situation, it is confidently 
hoped that we will have the answer very 
shortly. 








Woman Lawyer Challenges Repre- 
sentation 


WASHINGTON, June 18.—Lengthy arguments 
over the territory covered by the definitions in 
the proposed revisions of the rules for the 
wooden package division of the approved code 
for lumber and timber products, featured the 
public hearing June 15 before Assistant Deputy 
Administrator Frank K. Read at the Raleigh 
Hotel. 

Objection to including definitions of sales 
companies, wholesalers, commission salesmen 
and retailers, was voiced by Berenice Lotwin, 
of the legal division, who pointed out that the 
industry had shown no proof of representation 
in the case of any but the manufacturers. 
Shelly P. White, of San Francisco, president 
of the Pacific Veneer Package Association, who 
presented the revisions, was ordered to submit 
proof of percentage of representation. 





Urge Retailers to Sustain Codes 


Wasuinoton, D. C., June 18.—The Lumber 
Code Authority has transmitted to the Retail 
Lumber Code Authority a resolution adopted 
by the Emergency National Committee of the 
Woodwork Division which calls attention to 
the fact that retail lumber dealers in many 
cases have purchased carloads and lesser quan- 
tities of woodwork and have resold a part or 
parts thereof to other retailers and have dis- 
regarded the provisions of the Lumber Code 
which specifically applies to the wholesale dis- 
tribution of woodwork. It asks that all lumber 
retailers be informed that retailers are subject 
to the jurisdiction of the Lumber Industries 
Code to the extent which they engage in whole- 
sale transactions in woodwork. 

The Retail Code Authority contends that the 
manufacturers and wholesalers have jurisdiction 
Over sales to dealers and it is within their 
rights to secure evidence and charge dealers 
with violating the Lumber and Timber Prod- 
ucts Code. While it feels that it has no juris- 
diction over sales to dealers, the Retail Code 
Authority believes that dealers should be inter- 
ested in helping preserve the manufacturers’ 
codes as well as their own, and it recommends 


that any arrangements made by dealers for 


exchange of 
clause : 


materials carry the following 


But in no case shall prices be less than the 


Minimum prices for the quantities sold as 


iy in the respective codes covering such 
Sales, 
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The Authority then advises dealers that if 
they have any objection to the prices which 
are being asked by jobbers or wholesalers, “it 
would be a great deal more honorable to make 
a protest directly to them, on which you would 
no doubt get a hearing, than to resort to 
—- which would tend to break down their 

ode. 


Shall We Charge for Delivery? 


A Texas dealer sends this inquiry to the 
AMERICAN LU'MBERMAN: 

Is it a violation of the Code not to charge 
(in Texas 30 cents per mile per load) for de- 
livery of lumber and building materials? 
Was this charge ever approved by the Code 
Authority? Some dealers who are not mak- 
ing this charge claim that it can not be en- 
forced because the Texas railroad commis- 
sion requires that if a separate charge is 
made for delivery, private business trucks 
must register as common carriers and then 
are subject to the rates and rules of the 
Railroad Codmmission. This would mean to 
eharge l.c.l. rates, and the 30 cents per mile 
per load would then be a violation. 

This inquirer was advised that the mode on 
which retail costs are based and which was ap- 
proved by the Administration includes handling 
and delivery charges, and in Texas the dealer is 
permitted to add $4.80 to cover this charge. 
Some retail Divisions in making up their prices 
provided an extra charge for delivery beyond 
certain limits, but do not add anything extra for 
delivery within those limits. He was advised 
also to submit his problem to his Code au- 
thority. 

This question was referred to the Lumber- 
men’s Association of Texas and the following re- 
ply was received from G. E. Melliff, of that or- 
ganization: 

Division No. 28, the State of Texas, has in 
it thirty-three Subdivisions and, when the 
code set-up was made in the beginning, each 
of these Subdivisions had its own terms and 
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conditions of sale, included in which was the 
charge to be made beyond certain free de- 
livery limits. All of this was done subject 
to the approval of the Code Authority and 
the administrator. None of these terms and 
conditions of sale as adopted by the thirty- 
three Subdivisions has received that ap- 
proval. Each dealer was required, however, 
to file his price list and terms and conditions 
of sale individually prepared by him, in ac- 
cordance with Gen. Johnson’s order of Jan. 
12. We consider a dealer in violation who 
sells at prices and terms and conditions of 
sale different from those filed by him. 


The Texas Code Authority also advised that 
it would be glad to send a field man to this 
dealer to clear up this and any other points 
about which he might be in doubt. 





Northeastern Lumberman in Conflict 
With NRA 


WASHINGTON, June 18.—Charges of violations 
of the wages and hours provisions of the 
Lumber Code, and failure to make code reports 
have been preferred by the Northeastern Lum- 
ber Manufacturers’ Association against Francis 
O. Dutton, lumber manufacturer and whole- 
saler, Chelmsford, Mass. The case was laid 
before the Advisory Council of the NRA Na- 
tional Compliance Board on June 7 by the 
Lumber Code Authority. After hearing the 
evidence offered by the LCA and E. W. Treen, 
secretary-treasurer, Northeastern Lumber 
Manufacturers’ Association, the Advisory Coun- 
cil instructed Mr. Dutton to sign a certificate 
of compliance within two weeks, the certificate 
to comprise an agreement by the respondent to 
place his operations immediately under Code 
regulations and pay all back wages due em- 
ployes under Code wage rates. For determining 
the back wages due, an audit of Mr. Dutton’s 
books was ordered made by a certified public 
accountant to be appointed by the Northeastern 
association or the State compliance director, 








opportunities. 


LUMBERMENS 
CREDIT RATING BOOK 


LUMBERMENS 
CREDIT ASSOCIATION, /» 


CHICAGO -NEW YORK 


guUBEoDesueuceE™ 


Pepi tis tts 





Write our nearest office. 


608 S. Dearborn St., CHICAGO 
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Whether You Use It or Not— 


You Pay For The Best Credit Rating Service 


The concern that does not use the best credit service avail- 
able, pays for that service in credit losses and lost sales 


Lumbermen's Red and Blue Book Service gives you the 
best protection against credit losses 
and the best aids available for increas- 
ing your sales. 


Investigate by using this service for 30 
days on approval—NO OBLIGATION! 
We will gladly furnish further informa- 
tion and subscription rates, and supply 
you with an approval order blank. 


Don't delay—Business is im- 
proving and you need this service. 


LUMBERMEN'S CREDIT ASSOCIATION 


INC. 
99 Wall St., NEW YORK CITY 
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with the cost of the audit to be borne by Mr. 
Dutton. Should the respondent fail to comply 
with the order, the case will be referred back 
to the Advisory Council. Mr. Dutton employs 
between 40 and 50 workers. 

—_—_—_—_ oO 


Hardwood Lumber Sold By Retailers 


Kansas City, Mo., June 18.—In a bulletin to 
Southwestern dealers, the Southwestern Lum- 
bermen’s Association referred to the fact that 
there is considerable contention between the 
hardwood manufacturers and the dealers as to 
whether or not LCL sales of hardwood should 
be marked up as required by the Retail Lumber 
Code. The bulletin says: 

The hardwood people contend for one thing 
that the ordinary retail lumber yard has 
never stocked or sold hardwood lumber. 
Therefore, the National Retail Lumber and 
Building Material Code Authority has re- 
quested all divisions to furnish it a report 
including the names and locations of the 
dealers who regularly carry stocks of hard- 
wood lumber for sale to industries for manu- 
facturing purposes or crating. If, therefore, 
you handle hardwoods as per above, please 
so advise us so that this misunderstanding 
can be cleared up if at all possible. 


Dealers Charged With Code 





Violations 
Battimore, Mp., June 18.—The first criminal 
informations filed against lumbermen for 


alleged violation of the code in the United 
States District Court here were presented last 
Monday by United States District Attorney J. 
Randolph Aiken, against two Western Mary- 
land concerns, the Maugansville Elevator Co., 
at Maugansville, and the H. L. Coffman Lum- 
ber Co., of Hagerstown. The Maugansville 
Elevator Co. is charged with seven specific 
violations ranging from failure to file price lists 
under the code of fair competition to five specific 
instances of the sale of lumber in interstate 
commerce at prices lower than code figures in 
violation of Government stipulations. 

The Coffman company is also charged with 
failure to file price lists with the Cumberland 
Valley Lumber Association, the accredited code 
authority, failure to announce acceptance of the 
code authority and with one sale in interstate 
commerce of lumber at prices lower than those 
set up in the code. No date has yet been fixed 
for a hearing. 


What Is A Carload of Lumber? 


In a recent bulletin, the Retail Lumber Code 
Authority says: 

We have heard of several cases where ship- 
pers thought if they paid the total freight on 
the car, any amount of lumber could be con- 
sidered a carload and sold as such. A carload 
of lumber is sufficient quantity to make min- 
imum weight, according to the tariff regula- 
tions. Any smaller quantity would be con- 
sidered a retail sale and should be treated the 
same as if delivered from a yard. 








Hearing on Blocking Wood Manu- 
facturing Code 


WASHINGTON, June 18.—Discussion of pos- 
sible overlap with the hardwood dimension divi- 
sion of the code for the lumber and timber 
products industry and a request by a repre- 
sentative of the latter code authority that their 
members be specifically exernpted from the pro- 
posed code, featured the public hearing on the 
proposed code of fair competition for the block- 
ing wood manufacturing industry before Assist- 
ant Deputy Administrator D. G. Pilkington at 
the Carlton Hotel. 

Arthur Bevan, speaking for the Lumber Code 
Authority, stated that his group had no objec- 
tion to this industry having its own code, but 
he told the assistant deputy that members of 
the hardwood dimension division of his industry 
also made blocking wood as a by-product of 
their other hardwood dimensional business and 
asked that the definition of the industry as pro- 
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posed in this code specifically exempt them. 
This was vigorously opposed by representatives 
of the industry who pointed out that different 
minimum wages and lack of trade practice 
restraint upon the exempted manufacturers 
would tend to promote unfair competition, 
especially as the cost of the raw materials to 
those who only manufacture blocking wood as 
a by-product was negligible, while it is an 
important factor to those whose principal prod- 
uct is the product under discussion. 


Ordered to Surrender Blue Eagle 
[Special telegram to AMERICAN LuMBERMAN] 

WasHIncton, D. C., June 21.—Logan A. 
George, Tampa, Fla., has been ordered to turn 
in his Blue Eagle for Code violations, including 
reports to the Code Authority, hours, wages, 
production quota, minimum prices as established 
= the lumber code, and non-payment of code 
ees. 

Gen. Hugh Johnson has approved three 
amendments to the Lumber Code insofar as it 
affects the wooden package division. The 
amendments are designed to clarify the nature 
of the products under this division, eliminate 
overlapping in jurisdiction among certain subdi- 
visions of the code, and to include certain items, 
particularly wooden veneer baskets, which logic- 
ally belong under these subdivisions but which 
are not included in the list of products as they 
were originally written. 


To Discuss Plywood Distribution 


WASHINGTON, June 18.—Because the annual 
meeting of the Plywood & Veneer Association 
takes place in Chicago this week, the Lumber 
Code Authority has postponed the meeting called 
for discussion of plywood distribution. This 
meeting, originally scheduled for June 19, will 
be held June 26 in the Shoreham Hotel, Wash- 
ington, beginning at 10 a.m. The discussions 
are to be open to all persons interested in ply- 
wood distribution, including Douglas fir ply- 
wood. The purpose is to decide upon a distri- 
bution plan. 





Organize Inland Empire Pole and 
Piling Committee 


{Special telegram to AMERICAN LUMBERMAN] 


PorTLAND, OrE., June 19.—The Lumber Code 
Authority has directed the Western Pine Asso- 
ciation here to hold an election of members of 
a committee, to administer the Lumber and 
Timber Products Industries Code for produc- 
ers of poles and piling in western pine territory. 
All producers, in western pine territory, of poles 
of species other than western red cedar and 
lodgepole pine, come under the new Subdivision, 
and are eligible to vote. 





Air Dried Dimension Code 
Considered 


MempPHis, TENN., June 19.—In an effort to 
prepare for a code of fair practice, and also mini- 
mum prices, a meeting of the Air Dried Dimen- 
sion Manufacturers’ Association was held in 
Memphis on Monday, June 11, presided over by 
C. R. Black, president of the association. About 
fifty manufacturers attended the meeting. No 
definite plans were made, but committees are 
still at work with the Hardwood Manufac- 
turers’ Institute, in an effort to make these 
* —, of the code effective as soon as pos- 
sibie. 

J. W. Schoolfield, of Calhoun City, Miss., is 
secretary of the association. W. L. Morris, 
cost-protection representative of the Hard- 
wood Manufacturers Institute, was also present 
at the meeting, and addressed the manufacturers. 
Reports were heard from the following com- 
mittees: H. B. Kraitz, Canton, Miss., cost- 
protection ; T. J. Turner, Demopolis, Ala., mem- 
bership; and E. M. Frazier, Linden, Ala., trade 
practices. 

Another meeting will be held at a later date. 
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Promise More Vigorous Enforcement 


SEATTLE, WASH., June 16.—That the Weg 
Coast Lumbermen’s Association is determined to 
endeavor to bring about more general compli. 
ance with the Code, is indicated in a bulletin 
in which attention is called to the fact that the 
National Recovery Administration fully ap. 
proves continuation of minimum prices under 
the Lumber Code and will fully support price 
enforcement by proper division authorities, |, 
says: 

On the basis of these assurances the com. 
pliance department of the West Coast Lum. 
bermen’s Association has been instructed to 
proceed vigorously against all violations, 
This will be done. Two additional examiners 
have been added. Cases now ready will be 
referred to the proper authorities at once. 
Cases under preparation will be rushed. 

Attention then is called to the fact that legal 
processes take time to start and bring to com. 
pletion, but that when finished the effect will 
be back to the date of the transaction, whenever 
that was. 








Hearing on Insulation Merchandising 


Wasuincton, D. C.,- June 18.—The public 
hearing on a merchandising plan of the Insula- 
tion Board Industry, announced originally for 
Friday, June 15, will be conducted at 10 a. m, 
Tuesday, Aug. 14, in the Mayflower Hotel, in 
this city. 


Lumber Code Authority Meets 
in Washington 


Wasuincron, D. C., June 19.—Following ad- 
journment of the sessions in Chicago last week, 
the Lumber Code Authority reconvened its an- 
nual meeting here last Friday. Principal dis- 
cussions thus far have centered on production 
control, price differentials among the various 
mill classifications in the Southern Pine Divi- 
sion, future price schedules, production allot- 
ments for the various Divisions during the third 
quarter, the question of what properly consti- 
tutes a concentration yard, Code compliance and 
the Darrow report on NRA activities. 

Most of the deliberations of the Authority 
during the opening days of the annual meeting 
have been conducted in committee sessions, and 
a number of committee reports are now await- 
ing action by the Authority. 

A formal reply to the Darrow Board’s state- 
ments regarding the Lumber Code and its ad- 
ministration is being prepared. 

Standing committees have been appointed as 
follows: 

CopE ADMINISTRATION —John D. Tennant, 
chairman; Charles Green; Joseph Irving; Sher- 
man Coy; W. M. Ritter; Will Lawrance, secre- 
tary. 

Costs AND PrRices—B. W. Lakin, chairman; 
E. B. Ford; R. G. Brownell; Dixon Smith; 
Walter Johnson; A. R. Tipton; C. A. Goodman; 
J. McClure, secretary. 

PropucTIon Controt—C. C. Sheppard, chair- 
man; R. R. Macartney; C. R. Johnson; E. W. 
Demarest; Fred Bringardner; M. L. Fleishel; 
Frank Schaack; Arthur Bevan, secretary. 

TRADE PRAcTICES—E. J. Curtis, chairman; A. 
W. Clapp; Ralph Hines; J. H. Dunning; E. L. 
Kurth; George Bergstrom; Max Myers; Homer 
Ballinger; L. E. Force; Ray Weiss, secretary. 








Asks Quota for Newly Acquired 
Mill 

Hoguiam, Wasu., June 16.—The former 
Northwestern mill here, recently acquired by 
the Polson interests, will begin cutting about 
July 10, it was announced here this week by 
George Pauze, superintendent of the Polson 
Lumber & Shingle Co. He is now directing the 
activities of a crew of approximately 100 men, 
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who are engaged in rehabilitating the mill. The 
company has applied to the Lumber Code Au- 
thority on behalf of the mill for a third-quarter 
production quota. 
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Congress Provides for Home 
Building and Modernizing 


(Continued from Page 19) 


poration to issue bonds of not more than $3,000,- 
000,000, which may be exchanged as hereinafter 
provided or which may be sold by the corpora- 
tion to obtain funds for carrying out the purpose 
of this section, or for the redemption of any of 
its outstanding bonds called in for retirement 
and the corporation is further authorized to in- 
crease its total bond issue in an amount equal 
to the amount of the bonds so called in and 
retired. [This provides more funds for the re- 
lief of distressed mortgages. ] 

Section 4 of the Home Owners’ Loan Act 
is amended to increase to $300,000,000 the 
amount available for financing repairs and im- 
provements of homes covered by mortgages held 
by the corporation. 


Cincinnati Plans Survey, 
Sales Drive 


Cincinnati, Onto, June 20—An_ intensive 
sales campaign of the building materials and 
general home repair supply industries, under the 
auspices of the Cincinnati Chamber of Com- 
merce, is under discussion as a means of taking 
advantage of the new housing bill. A force of 
trained men from all lines of the building and 
building materials business would be placed in 
the field for ten days to contact every home 
owner in the city and suburbs. The plan pre- 
supposes that home owners must be convinced 
that credit is actually available for long term 
renovizing contracts. A preliminary campaign 
will have as its objective a survey of all the 
homes of the city to obtain definite and tangible 
information of what the home owners would do 
in the way of home repairs if they could get the 
jobs financed on long terms. In this survey no 
actual pledges of home owners to do work 
within a specified time will be taken. Every 
house owner will be invited to answer a ques- 
tionnaire which will show what he could do with 
his home if the financing could be arranged. 
Both retail and wholesale lumber interests have 
been contacted, as well as the lumber and mill- 
work industries, and the survey plan seems to 
meet with general approval. Preliminary re- 
ports have been made this spring on the possi- 
bilities of orders for roofing, siding, guttering 
and the like, and these indicate an immediate de- 
mand for over a million dollars for improve- 
ments of this nature. The backers of the Cham- 
ber of Commerce plan have been in communica- 
tion with Harry L. Hopkins, FERA Adminis- 
trator at Washington, and are ready to get un- 
der way as soon as they know what the Hous- 
ing Act offers. 


New Orleans Surveys Its 
Housing Needs 


New Orveans, La., June 18.—During the 
first two weeks of the housing repair survey 
being conducted here, 6,125 houses were com- 
pletely checked through to the owners, 633 
pledges of work were obtained, and 2,411 nega- 
tive reports turned in—according to officials su- 
pervising the canvass. Every block in the city 
will be checked from house to house during the 
canvass. 

During the two weeks ending June 16, there 
were 109 Federal relief workers in the field. 
They reported 1,211 houses in first class condi- 
tion; 3,986 houses in obvious need of repair 
work; and 144 houses that should be demolished. 
Definite pledges of repair work to be done to- 
taled 633 representing work estimated at $120,- 
287 on privately owned property, and $505,000 
on municipal property. Further prospects to- 
taled 223, representing $174,626 in repair of pri- 
vate property, and $2,500,000 of municipal prop- 
erty. A total of 288 reports were referred to 
financial establishments for financing. Tenants 
in rented houses promised to spend $12,749 in 
new home furnishings. 
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Typical exam- 
ple of the many 
remodeling and 
rebuilding jobs 
in all parts of 
the Country. 
And there will 
be a great many 
more as the 
modernizing 
campaigns gath- 
er momentum. 


” 


For Those Remodeling 





and Modernizing Jobs--- 


You Can Depend on Frost 


It requires a wide range of items to supply the needs of builders today. Frost 
variety enables you to obtain practically all of those items from a single source. 
Many dealers have solved the problem by taking full advantage of Frost Mixed 
Car Service, keeping their stocks UP and their investments DOWN. 


You know the Frost Line includes practically all 
items in Shortleaf, Long Leaf, and Arkansas Pine, 
as well as Southern Hardwoods and Cypress—from 
the smallest pattern in moulding to big, strong 
timbers. 


And Frost has only one standard of quality—the 
grade that has established the Frost reputation, far 
and wide, for dependability and satisfaction. The 
nine associated Frost Mills can give you just what 
you want—in the quantities you need—right when 
you want it. Write or wire today for quotation on 
your requirements. 


IDUSTRIES 
Selo 
Rik tA. 

































MIXED CARS 


With assortments 
to meet your needs 


SHORTLEAF, LONGLEAF, 
ARKANSAS PINE 


SOUTHERN HARDWOODS 
AND CYPRESS 


FROST BRAND OAK FLOOR- 
ING 


CEDAR CLOSET LINING 
LINEATED DIMENSION 


TRIMPAK AND AMERICAN 
BEAUTY PACKAGE TRIM 


OAK & GUM MOULDINGS, 
LINEAL LENGTH TRIM 


FROST PINE LOG CABIN 
SIDING 


CHILDREN'S PLAYHOUSES 
X-ILATED LATH 


J DISTRICT OFFICES: 


ST. LOUIS, MO., and 
MOUNT VERNON, N. Y. 
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What the Associations Are 
Planning and Doing 


June 25-29—American Society for Testing Mate- 
rials, Chalfonte-Haddon Hall, Atlantic City, 
N. J. Annual. 


June 26—Long Island Salesmen’'s Association, Elk’s 
Club, Freeport, Long Island. 
June 27—National Hardwood Lumber Association, 
Inspection Rules Committee, Chicago. 
June 28—Red Cedar Shingle Bureau, Seattle, Wash., 
Annual. 
June 28-29—Lake Region Lumbermen, Pine Beach 
Resort, Gull Lake, Brainerd, Minn. Convention. 
July 12—Sliver Club, Brae Burn Country Club, West 
Newton, Mass. Monthly tournament. 
12-13—Carolina Retail Lumber & Building 
Material Dealers’ Association, Asheville, N. C 
Summer meeting. 
Sept. 27-28—National Hardwood Lumber Associa- 
tion, Netherland Plaza Hotel, Cincinnati, Ohio. 
Annual. 
25-27 — Pacific 
Wash. Annual. 


July 


Oct. Logging Congress, Seattle, 





Announce Carolina Summer 
Meeting 


Cuartotte, N. C., June 18.—Victor Wheeler, 
secretary of the Carolina Retail Lumber & 
3uilding Material Dealers’ Association, has an- 
nounced that the summer meeting of that or- 
ganization will be held in Asheville on July 12 
and 13. Membership is being materially in- 
creased through a campaign that has been under 
way for the last several weeks, and an un- 
usually large attendance is expected at this sum- 
mer meeting. 


LISA and LIDA Announce 


Mineota, N. Y., June 18.—Announcement has 
been made that the next regular meeting of the 
Long Island Salesmen’s Association, generally 
referred to as LISA, will be held at the Elk’s 
Club, Freeport, Long Island, June 26 at 8 p. m., 
preceded by a dinner at the club at 6:30. The 
guest speaker will be Kenneth E. Vought, 
assistant Federal district attorney. 

The second joint golf game of LIDA 
(Dealers) and LISA will take place June 27 
at Southward Ho, Brightwaters. Tennis again 
will be a feature of this joint session. 

—_e_—_—_—_—- 





Shingle Bureau to Discuss New 


Features 


SEATTLE, WASH., June 16.—The annual meet- 
ing of the Red Cedar Shingle Bureau will be 
held at the Washington Athletic Club in this 
city, June 28, according to an announcement 
just made by W. W. Woodbridge, promotion 
manager of the bureau. The bureau member- 
ship comprises about 95 percent of the red 
cedar shingle industry. A large attendance is 
looked for, because of new and important fea- 
tures of bureau work to be discussed. 


Clubs Enjoy Lakeside Outing 

MANITOWISH, Wis., June 18.—On Saturday, 
June 16, the following lumbermen’s clubs held 
a group picnic and dinner dance at Koerner’s 
Spider Lake Resort, on U. S. Highway 51: 
The Gogebic Range Club, A. J. MacDonald, 
Ironwood Mich., president; Land o’ Lakes 
Club, Carlisle Huber, Minocqua, Wis. presi- 
dent; and Upper 13 Club, Joseph G. Minacher, 
Park Falls, Wis., president. 

During the afternoon an outdoor meeting 
was held on the shore of beautiful Manitowish 
Lake, participated in by the three clubs. 

The ladies were entertained with a boat ride 
through the various lakes of the Manitowish 
chain, this being followed by a bridge party, 
in which Mrs. B. W. Healy, of Ironwood, 
Mich., received first prize, and Mrs. G. B. 
Thompson, of Mercer, Wis., second prize. In 
the evening a sumptuous banquet was served, 
followed by dancing. 

B. A. Morgan, Ironwood, Mich., acted as 


toastmaster, introducing several of the distin- 
guished visitors and guests, including Presi- 
dent J. L. Burt and Secretary D. S. Montgom- 
ery, of the Wisconsin Lumbermen’s Associa- 
tion. Both officials were accompanied by their 
wives; which statement also applies to the 
majority of the lumbermen present, the total 
attendance numbering about 70 persons. 
————— 


Lake Region Retailers to Meet 


MINNEAPOLIS, MINN., June 16—Ormie C. 
Lance, secretary of the Northwestern Lumber- 
men’s Association, has completed the program 
for the Lake Region Lumbermen’s convention, 
to be held June 28 and 29 at Pine Beach Resort, 
Gull Lake, Brainerd, Minn. While discussion 
of the Code will occupy most of the attention 
at the meeting, a large part of the program 
will be given over to amusement features. Guests 
will register at the lodge in the morning of 
June 28, and the first business session will open 
at 2 p. m. that day, with an address of welcome, 
followed by convention announcements by R. L. 
Geist. Mr. Lance will speak on “The Code 
Situation,” and G. F. McDonald will discuss 
“Small Sawmills Under the Code.” A discus- 
sion of the Code will follow. On the following 
day, uniform terms and conditions of sale for 
the state of Minnesota will be formally ap- 
proved, as provided by the NRA. The meeting 
will convene at 2 p. m. and continue until 4.30. 





Tacoma Display to Go to Science- 
Industry Museum 


Tacoma, WaAsH., June 16.—Lumbering and 
logging methods employed in the Andaman 
Islands were explained to members of the 
Tacoma Lumbermen’s Club at their meeting 
here yesterday by J. Kenneth Pearce, associate 
professor of forestry at the University of Wash- 
ington. 

At the request of E. F. Benson, of Tacoma, 
who is in charge of the Washington exhibit 
at the Century of Progress, the Tacoma Lum- 
bermen’s Club, sponsors of the lumber and 
woods products display that is an integral part 
of the Washington exhibit, has voted to present 
the display to the Chicago Museum of Science 
and Industry at the conclusion of the 1934 
Century of Progress. The lumber and woods 
products display will be made a permanent 
exhibit at the museum of science and industry. 

—_—_—— 


Appreciate Promotion Efforts 


SEATTLE, WAsH., June 16.—Trustees of the 
Red Cedar Shingle Bureau have offered a reso- 
lution of appreciation to the Tacoma Lumber- 
men’s Club for its aggressive efforts in the 
promotion of shingles. The bureau will dis- 
tribute, at the World’s Fair, pictures of Mt. 
Rainier and the lodge at Paradise Valley whose 
roof of cedar shingles has for many years with- 
stood great weights of snow. Skiiers take off 
from the roof in winter. 

——————— 


Becomes Western Pine Manager 


SPOKANE, WaAsH., June 16.—As was noted 
in a telegraphic news item in the June 9 issue 
of the AMERICAN LUMBERMAN, David T. Mason 
was appointed executive officer of the Lumber 
Code Authority, and he has departed for Wash- 
ington to assume his new duties. Under date of 
June 6, R. R. Macartney, president of the West- 
ern Pine Association, sent the following notice 
to the members of that organization: 

D. T. Mason has been given a leave of ab- 
sence by the Western Pine Association, to ac- 


cept the position of executive officer of the . 


Lumber Code Authority. Mr. Fullaway is to 
take Mr. Mason’s position during this period, 
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and I hope he will receive full CO-operation 
from all members of the Western Pine Aggo. 
ciation. 

Mr. Fullaway, who succeeds Mr. Mason a, 
manager, was secretary of the association a 
the time of its reorganization and enlargement 
through the merging with it of the California 
White & Sugar Pine Manufacturers’ Assoejg. 
tion, and has been continuously connected since 
that time as secretary. He is thoroughly familiar 
with all of the activities of the association 
and there will be no interruption in any of the 
work of the organization as he assumes his 
new and enlarged duties. 





Fir Plywood Officers Elected 


SEATTLE, WASH., June 16.—At the recent 
annual meeting of the Douglas Fir Plywood 
Association, held in Tacoma, new officers were 
elected as follows: 

President—Henry Me. 
Cleary Timber Co. 

Vice president—Bruce Clark, Elliott Bay 
Mill Co., Seattle. 

Treasurer—Philip Garland, Oregon-Wash- 
ington Plywood Co., Tacoma. 

Secretary—E. J. Calloway, Wheeler Osgood 
Sales Corporation, Tacoma. 

Assistant secretary—Harrison Clark, Ta- 
coma. 

Executive committee— Henry McCleary, 
Bruce Clark, Philip Garland, E. J. Calloway, 
who are officers of the association, and J. A. 
Malarkey, M & M Plywood Corporation, Port- 
land, Ore.; J. R. Robinson, Robinson Manu- 
facturing Co., Everett, Wash.; E. E. West- 
man, Washington Veneer Co., Olympia, Wash.; 
A. R. Wuest, Harbor Plywood Corporation, 
Hoquiam, Wash.; and M. Sekstrom, Olympia 
Veneer Co., Olympia. 

This association is composed of seventeen 
manufacturers of Douglas fir plywood. 


McCleary, Henry 





Kentucky Enacts New Sales Tax 


Law 


LouIsviL_e, Ky., June 18.—Kentucky now has 
a 3 percent retail sales, or gross receipts, tax, 
finally passed and signed June 15, with an 
emergency clause, making it effective at once, 
but the law will not be made operative until 
July 1, and first tax returns will not have to 
be filed with the tax commission until Aug. 15, 
according to announcement of the governor on 
June 16, following a conference with the State 
Tax Commission and the attorney general. The 
State Tax Commission will enforce the law. 
The present graduated gross sales tax, enacted 
in 1930, and long in the courts, now before the 
Supreme court on a question of constitutionality, 
also continues in effect. Many large companies 
have held back payment of taxes under this 
old act, under injunctions secured in the lower 
Federal court. 


Province Considers Overseas 


Promotion of Cedar 


Vancouver, B. C., June 16.—A plan to put 
thirty-five hundred men to work in cedar pro- 
duction in British Columbia was laid before the 
Economic Council recently by leading lumber- 
men of the Province. 

Following up previous representations, in 
which it was pointed out the industry had thou- 
sands of dollars tied up in 100,000,000 feet of 
cedar cut and in the water, R. V. Stuart, secre- 
tary of the B. C. Loggers’ Association; B. C. 
Richardson, one of Vancouver Island’s leading 
lumbermen; and others, proposed that for a 
limited period the royalties be reduced by 50 
percent as far as cedar is concerned. The re- 
maining 50 percent, they suggested, should be 
set aside in a fund exclusively for promotion of 
the Province’s world cedar trade. 

In eighteen months, it was estimated, an ag- 
gressive trade campaign in the United King- 
dom, South Africa, South America and Au- 
stralia would result in the cedar production 
being restored to the 1929 level—about three 
times as much as at present. This, they said, 
would give employment to another 3,500 men im 
industry alone. 
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New... Practical... Profitable 


BRUCE UNIT-WOOD “NAIL-BLOCK”™ 


NAILS RIGHT OVER 
WOOD SUB-FLOORING 
OR OLD FLOORS 


This modern, practical flooring is installed 
by blind nailing over wood sub-floors or old 
wood floors. Most residences and apartments 
are of sub-flooring type, over which “Nail- 
Blocks" are easily and economically installed. 
These Blocks are shipped in equal numbers of 
“right and left tongue" so that the mechanic 
always has tongues exposed for blind nailing. 
Available in OAK, BEECH, MAPLE and WAL- 
NUT in various sizes and grades. 


"Factory Finished" 


If desired, Bruce Unit-Wood “Nail-Blocks" 
can be obtained “Factory Finished.” This 
means that they come to you completely 
sanded and finished with Bruce Floor Finishes 
and ready for immediate use after installa- 
tion. This exclusive Bruce Development insures 
a floor with a perfect lasting finish. It also 
makes possible a completed floor in as little 
as one day's time. 


CLIP 


—and mail this cou- 
pon and by return 
mail we will send 


you complete facts, 
including our bul- 
letin just off the 
press on “How to 
Lay Bruce Unit- 
Wood ‘Nail- Block’ 
Floors."’ This bul- 
letin explains the 
ease and simplicity 
with which any 
good mechanic can 
install this new 
patterned type of 
**Nail-Block”’ floor- 
ing. 


MAIL COUPON OR WRITE FOR FACTS 





A New Profit Item 


The Bruce Unit-Wood "Nail-Block" opens up 
an immediate source of new profit for deal- 
ers. For the first time, you can now offer 
beautifully patterned floors that can be in- 
stalled in square units by any good mechanic. 
It enables you to sell these distinctive and 
popular design-floors for use in residences, 
apartments and small areas. Heretofore 
wood block floors have been confined mainly 
to large areas where they could be laid in 
mastic over concrete. Their success and pop- 
ularity in this field led to the development 
of the Bruce “Nail-Block.” 


Get Your Share 


Here is an item that will enable you to go 
after and get profits on business now existing 
right in your own territory. With competition 
so keen, and every order counting, you can 
use this new "Nail-Block" item to swing prof- 
its your way. Remember this is something new 
... exactly what people are now demanding 
... beautiful... practical ... and service- 
able. This is an item of genuine merit... and 
of great importance to the building and re- 
modeling field. Act now! Get the facts and 
go after business at once. Any Bruce repre- 
sentative will give you complete information 
--or just mail the coupon shown below. 


6.£..Ruce Co: 


EXECUTIVE OFFICES: MEMPHIS, TENN. 














E. L. BRUCE COMPANY “NAIL-BLOCK” 
MEMPHIS, TENN. Division 








Yes sir, we want facts about your new Unit-Wood "'Nail-Block"’ 
flooring. Send along your story and include your bulletin on ‘'How 
to Lay Bruce Unit-Wood 'Nail-Block'’ Floors." 














| 
| 
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! 
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National Production, Shipments and Orders 


Wasurncron, D. C., June 18.—Following is the National Lumber Manufacturers’ Association report for two weeks ended June 9, and fo, 


twenty-three weeks ended that date, covering mills whose statistics for both 1934 and 1933 are available and percentage comparison with statistics 
of identical mills for the corresponding period of 1933: 








TWO WEEKS: Av. No. Production Percent Shipments Percent Orders Percent 
Softwoods: Mills 1934 of 1933 1934 of 1933 1934 of 1933 
Southern Pine Association.......... sian Gates 94 37,271,000 73 44,159,000 67 42,561,000 ST 
West Coast Lumbermen’s Association..... ene 184 93,667,000 59 90,926,000 47 118,528,000 49 
Western Pine Association........ ebeceeee oe 128 109,242,000 130 89,532,000 so 74,377,000 71 
California Redwood Association........... oe 11 12,313,000 318 9,083,000 81 12,027,000 87 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 15 2,007,000 152 2,214,000 73 1,690,000 65 
Total softwoods .......... pied wedeaweses ‘ 432 254,500,000 85 235,914,000 63 249,183,000 er 
Hardwoods: 
Hardwood Manufacturers’ Institute......... ‘ 177 22,672,000 95 24,479,000 58 _ 21,765,000 42 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 15 2,478,000 188 2,181,000 55 1,557,000 36 
Te PED scpeseuee teres saedssaneers 192 25,150,000 100 26,660,000 58 23,322,000 “2 
Ct PE dwaekse eben eeeu saeeeéwedsode - 609 279,650,000 87 262,574,000 62 272,505,000 55 
TWENTY-THREE WEEKS . 
Softwoods: 
Southern Pine Association........cccceccoees 98 498,915,000 101 470,640,000 84 499,639,000 81 
West Coast Lumbermen’s Association.. ° 184 1,754,937,000 130 1,557,887,000 104 1,681,798,000 100 
WONSGTE Pane ASSOCIBTION. ccc ccccceccccccese 131 876,711,000 190 881,408,000 116 943,559,000 120 
California Redwood Association...........-. ° 11 132,765,000 209 122,977,000 130 119,479,000 118 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 24,780,000 306 23,928,000 110 25,330,000 ll 
Total softwoods .........+.- Leeheeeeee suas 440 3,288,108,000 138 3,056,840,000 104 3,269,805,000 102 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 195 322,712,000 163 304,893,000 98 321,511,000 93 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 42,854,000 31,845,000 119 34,746,000 114 
IED: eicveweeas cose nce beenokene 211 365,566,000 174 336,738,000 100 356,257,000 95 
MEE RbededenecadecaKenesunanneee'’s 635 3,653,674,000 141 3,393,578,000 104 3,626,062,000 101 








Western Pine Summary 


[Special telegram to AMERICAN LuUMBERMAN] 
PoRTLAND, OrE., June 20.—The Western Pine 
Association reports as follows on operations of 
Inland Empire and California mills during the 
two weeks ended June 16: 


Movement of Timber Products 


Wasuincton, D. C., June 19.—Following is a statement of the movement of timber products 
during the two weeks ended June 2 and June 9 (some reports are compiled later and cover two 
weeks ended May 26 and June 2), as reported by identical mills and published by the National 
Lumber Manufacturers’ Association for the Lumber Code Authority : 

Average number of mills reporting, 128: 


Unfilled 
: x Unit of Week No.of Production Shipments Sales Orders Gross Stocks 
gona ErpOnetion for two weeks.. 107.254.080 Measure Ended Mills 1934 1933 1934 1983 1934 1983 1934. 1983 1934" 1938 
To Be SRUPMONES ooo cccccecosccces 4,792, Pacific M bd. ft...June 2 24 %,913 4,875 8,863 5,342 5,485 5,082 23,835 3,790 34,339 38,080 
otal orders received............. 72,153,000 BOE ccvcces June 9 25 6,345 5,286 6,111 5,668 7,031 6,123 19,474 4,470 34,495 33,949 
Unfilled orders June 16.......... 194,184,000 | Bynsine Wir Number ...June 3 § 9797 12,015 S208 12.612 9.905 6.795 24,108 28.481 16,000 31.0 
w k = Door eeeeee une ’ , . , »f59 , mw Oe,he 0) 2,202 
Somber ists, © identical mills, average | pougias Fir M sq. ft...June2 3 1,295 2,025 1,248 2,935 1,259 2,116 3,697 5,845 8.495 4.169 
Production (weekly average for Plyw ..%” basis ..June 9 3 1,030 1,707 1,172 1,651 ‘940 1,220 3,568 5,291 9,995 3.339 
three previous years).......... 37,673,500 Southern .... 
— Rotary Cut...M bd. ft...June 2 19 693 437 733 468 603 561 41,149 774 
— Two veekp ontet aa Lamber June 9 23 659 522 618 594 826 .... 1,598 608 igi 
pretuet! aa Os Fe une 17, Red Cedar Squares ...May 26 189 53,036 .... 46,818 .... 39,687 69,838 .... 454,841 
ee re teeeees cesr ass 6 ona aaa 'eae Shingles* June 2 195 42,618 .... 41,494 . 45,329 73,0388 .... 456,448 
Orders received ..... 35,927,500 638, oodwork Stock Manufacturers— 
— ™ epcuneaneda  ~~~ypeenen 15.907 .... 17,007 .... 10,157 .... 119,202 .... 192,224 
On Junel16, On Junel17, Sash .|......Number ...June 2 38 49,654 .... 44,508 .... 46,164 .... 248,945 . 291,182 
1934 1933 Frames ....- 8.961 .... 9,472 12,628 43.280 17,901 


Unfilled orders...... 124,108,000 157,362,000 


West Coast Review 


[Special telegram to AMERICAN LuMBERMAN] 
SEATTLE, WASH., June 20.—The 599 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the two 
weeks ended June 16 reported: 
Production 104,285,000 


*Totals reported for week are given for red cedar shingles, as comparative data for iden- 
tical mills are not available. 
A separate release covers products groups reporting monthly. 








Sales 16.4 Percent Below Output 


[Special telegram to AmMerIcAN LuMBERMAN] 
Wasurncton, D. C., June 21—Nine groups for the two weeks ended June 16, reported as 














Suipments setaadene hae under production follows : a pe a Meine Production Shipments Orders 
= 666,000 0.36% over production | southern Pine Association (North June 9 168 26,365,000 26,447,000 26,255,000 
A group of 604 mills, whose production re- Carolina mills included)........ ~e. June 16 160 26,049,000 24,115,000 20,878,000 

ports for 1934 to date are complete, reported as Wom Coast Lumbermen’s Ansoctation® June Js boo Leyeryety $5.393,808 57.7605 

follows : ashington an DEN, c-cacieas 2 ,858, ,204, 268, 

Western Pine Association Inland June 9 129 52,822,000 41,299,000 33,680,000 

Average weekly cut for twenty-four weeree. Empire and California)..... ceeaee June 16 127 55,132,000 43,493,000 ape 

gbeas ones eneenanayixenee 107, z am Siinmeaiiinh * ..... June 9 24 2,148,000 2,196,000 1,840,0 
ete et eta het ag aeneierdte 83,950,000 | Northern Pine Manufacturers June 16 23 2'772,000 1'601,000 2°121000 

Average cut for two weeks ended Northern Hemlock & Hardwood Manu- June 9 21 1,244,000 1,519,000 1,050,000 
2b sete aman ane dk ie eaten 52,456,000 facturers’ Association.............-. June 16 18 1,022,000 1,008,000 888,000 

i i j i 058,000 4,781,000 

A group of 599 mills, whose production for | C#lifornia Redwood Association...... sume a3 By 7 ize008 tte ts $7334°000 

feet, reported distribution as follows: | Southern Cypress Manufacturers’ As- June 2 3562000 3.288-008era00 
’ iS: SE. a5c08 base Ca vee Kee Cee Raeees ’ ’ ’ , 108, 

Unfilled June 9 24 1,107,000 1,887,000 1,759,000 

Shipments Orders Orders Northeastern Softwoods ...........++. — 18 33 $43'000 938'000 687,000 

ae sabes 63,401,000 51,873,000 109,840,000 J 9 1,011 145,829,000 126.522.000 129,272,000 
omestic Totals, Softwood .........ccccceces une , 829, ,522, 272, 

md = 087208 ee tty tty Tatty ++4 Hardweeds June 16 997 144,763,000 121,885,000 aot 
xport 1,282,000 1,916,0 182,368, ‘ =] June 9 340 20,814,000 19,861,000 17,829,0 

Local 16,965,000 16,965,000 ........ Appatachian and Southern Haréweets as 16 40 558 TET.O06 ©0'19.000.000 0 17.381.088 

86,835,000 104,666,000 481,910,000 | Northern Hardwood...............+++ qone 1s +! ay marty be +44 

of ghrm An ae ot one oe ee Northeastern Hardwoods ............ June af at t+ 4 esyeed 652,006 
onl, - , ’ ’ 

lete for 1933 and 1934 to date, reported as fol- . June 9 126 1,495,000 1,040,000 922,000 

, a North Central Hardwoods,............ Some 22 116 1'470,000 1'550,000 912,000 
A x ne 

wn gM bony Average for 24 weeks .. re tune R st 34,082,000 33. 207,008 20,077.00) 
June 16, 1934 1934 1933 . ig ay con prety 

Production 36,557,000 62,788,000 51,830,000 ne re June 9 1,477 170,251,000 149,279,000 149,439,000 

Shipments 32,952,000 54,852,000 57,484,000 June 16 1,490 174,519,000 144,130,000 138,975, 

Orders 40,099,000 60,816,000 65,670,000 *American mills. 
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Relation of Unfilled 


AMERICAN LUMBERMAN 


Orders to Stocks 


WasuincTon, D. C., June 18.—Following is astatement for five groups of identical mills of 


the gross stock and unfilled order footages, in thou 


ern Pine Association..... bocce sececececeee 
oy Coast Lumbermen’s Association........ ees 
Western Pine AssOCIATION. ..cccccccccececs . 


Northern Hemlock & Hardwood Manufacturers 


Association— 

Hemlock 

Hardwood ; 
Hardwood Manufacturers’ Institute. 


| 


eee ee ere eer eres ees eteseesesesenseesere 


sand board feet, June 9: 


No. of Gross Stocks Unfilled Orders 
Mills 1934 1933 1934 1933 
92 478,208 407,450 69,899 91,668 
130 1,092,259 876,202 327,110 363,883 
123 1,163,601 1,147,274 143,133 154,145 
12 61,590 95,157 3,253 2,957 
12 89,294 104,042 4,716 9,175 
164 586,118 543,276 85,116 91,565 





Woodworking Machine Catalog 


A new illustrated catalog issued by the Cres- 
cent Machine Co., Leetonia, Ohio, is entitled 
“Woodworking Machinery For Small Shops,” 
which gives some idea of its content. Only 
perusal of the catalog itself, however, can do 
justice to the extent and variety of the line 
of “built-in quality” woodworking machines 
produced by this well known and long estab- 
lished company. Dealers contemplating pur- 
chasing power shop equipment will be specially 
interested in this catalog. Suggested equipment 
for school manual training departments also is 
illustrated and described, and some suggestions 
are offered for the fellow with a woodworkin 
hobby who wants to fit up a little shop in his 
home basement. 





"Short Cuts to Power 
Transmission” 


A 72-page illustrated booklet entitled “Short 
Cuts to Power Transmission,” has just been 
published by the Flexible Steel Lacing Co., 


Svat Cuts 
toPower —- 
x Transmission 


~ — ~ KHand Book 
a for 


Bell User» 





Chicago. This is a thorough revision, with new 
chapters added, of a book with the same title 
which the company has published in years past. 
It contains all information needed in solving 
any ordinary belt transmission problem, a dis- 
cussion of belting of all types, extremely in- 
formative material on the subject of belt joints 
and good transmission practice, besides a mass 
of useful associated tables and data. While 
treating of engineering subjects, the book is 
written in a clear, simple manner that will make 
ita valuable addition to the library of the lay- 
man as well as the engineer. Copies may be 
secured by writing the above company at 
4607-31 Lexington Street, Chicago. 





Hymeneal 


‘ JOHNSON-CUNNINGHAM. Miss Sarah Ruth 
Cunningham was married June 9 to Alvis An- 
drew Johnson, only son of Mrs. Martha John- 
Son of Gainesboro, Tennessee, at the home 
of her parents, Mr. and Mrs. J. M. Cunning- 
ham, sr., at McMinnville, Tenn. The bride 
Was given in marriage by her brother, C. B. 
Cunningham, prominent Chicago lumber 
broker. J. M. Cunningham, jr., who was for 
many years associated with George C. Brown 
& Co. in their hardwood and cedar operations, 
Served the groom as best man. Miss Cun- 
hingham attended Tusculum College and the 
University of Tennessee. Mr. Johnson has 
done research and extension work at the 
University of Tennessee since his graduation 
there and is at present doing research work 
for the TVA. This marriage unites two of the 
Oldest pioneer families in the State, both 


prominent in Tennessee history since Revo- 
lutionary War days. 
FLEISHEL-BALL—The wedding of Mare 
L. Fleishel, jr., and Miss Vida Ball, both of 
Jacksonville, Fla., occurred in the Little 
Church Around the Corner in New York City 
on June 2, Dr. Randolph Hay officiating. Only 
a few close friends and relatives of the bridé 
and groom, including the groom’s parents 
and only sister, were present. Immediately 
after the ceremony Mr. and Mrs. Fleishel, jr., 


a 


left on a wedding trip to Bermuda. After 
June 11 they expect to be at home in Wash- 
ington, D. C., where the groom is a member 
of the staff of the National Emergency Coun- 
cil. The groom is the son of Mr. and Mrs. M. 
L. Fleishel of Jacksonville, his father being 
president of the Putnam Lumber Co. operat- 
ing pine and cypress mills at Shamrock, Fla. 
The bride is the daughter of Mr. and Mrs. 
Willis M. Ball of Jacksonville. 


GAMBEL-NALTY—Mr. and Mrs. William H. 
Nalty of Hammond, La., have announced the 
approaching marriage of their daughter 
Helen Lorraine to Charles Lange Gambel, 
which will occur on Saturday, June 30, at 
10:30 a. m. at the Holy Ghost Church in 
Hammond. The wedding ceremony is to be 
immediately followed by a reception at the 
home of the bride. The name of Nalty has 
been closely identified with the lumber busi- 
ness for many years. 


RUMBARGER-BURKE — At a tea at her 
home Sunday, June 10, Mrs. Joseph M. ‘Burke, 
of Merwood Park, Pa., announced the en- 
gagement of her daughter Catherine to 
Henry J. Rumbarger, son of John J. Rum- 
barger, of the Babcock Lumber Company, 
Philadelphia. 








“DOWICIDE-TREATED" 


-- your Assurance of 


BRIGHT LUMBER 





MOLD in your lumber. 


seasons. 





It is no longer necessary to tolerate SAP STAIN and 


The experience of the hundreds of operators now 
using DOWICIDE proves that this treatment can be 
depended upon to give PERMANENTLY BRIGHT 
LUMBER — month after month —in wet and dry 


Let us show you how you can eliminate Sap Stain 
and Mold at low cost. Write us today. 


DOWICIDE 


Distributed by 


THE CHEMICAL TREATMENTS COMPANY, Inc., New Orleans, La. 
BLUE PRINTS AND SPECIFICATIONS OF DIPPING VATS FURNISHED FREE UPON REQUEST 
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Volume Needed to Reduce 
Prices 


Sureveport, LA., June 18.—In a letter to his 
sales representatives, John L. Avery, general 
sales manager of Frost Lumber Industries 
(Inc.), referred to the flurry in the market 
caused by Associated Press dispatches from 
Washington, indicating that NRA would elimi- 
nate minimum price features of the codes, and 
said that immediately buyers and a number of 
wholesalers and commission men took this to 
mean that cost-protection prices in the lumber 
industry were to be abandoned. As evidence 
that there is no intention of abandoning cost- 
protection prices, Mr. Avery quoted an order 
signed by Gen. Johnson, approving all existing 
code minimum prices. 

In his letter, Mr. Avery also called attention 
to the fact that canceling orders previously 





PUTTING ON MODERNIZING 
CAMPAIGNS 


In connection with the facilities provided 
by the new National Housing Act, com- 
munities generally will be interested in plans 
for modernizing campaigns. In its issue of 
July 7, the AMERICAN LUMBERMAN will 
publish a report, with detailed plans and 
methods, of an eminently successful cam- 
paign recently conducted in a Southern city, 
the initiative being taken by a lumberman 
active in civic affairs. Under the inspiration 
of Government aid in financing, similar cam- 
paigns should be possible in almost every 
town and city. Watch for this story. 





placed or holding up prospective orders can 
only result in higher prices later on, for the rea- 
son that unless buying is increased consider- 
ably during the next few weeks, production nec- 
essarily will be heavily curtailed during the re- 
mainder of the summer. Curtailment of pro- 
duction naturally means higher production costs, 
and the only way in which lumber prices can 
be reduced or prevented from advancing will 
be through placing of an increased volume of 
orders. 





Plan to Loan Two Billions 


Launching of a $2,000,000,000 lending pro- 
gram by the building and loan associations of 
the country, matching their loan operations in a 
normal year, has just been announced by Philip 
Lieber, of Shreveport, La., president of the 
United States Building and Loan League. With 
a mighty effort to place this normal amount in 
loans to home owners and would-be home own- 
ers within the coming twelve months, the asso- 
ciations, numbering some 11,000 in all parts of 
the country. will concern themselves primarily 
with finding the eligible loans and closing them 
as rapidly as possible, he said. 





Opening for Forest Code 
Examiner 


The United States Civil Service Commission 
announces the following-named open competi- 
tive examination: Senior Forest Code Exam- 
iner (Forestry). 

Applications for the position will be accepted 
by the U. S. Civil Service Commission, Wash- 
ington, D. C., until and including July 9, 1934. 

The entrance salary is within the range of 
$4,600 to $5,400 a year, subject to a deduction 
of not to exceed 5 percent during the fiscal year 
ending June 30, 1935, as a measure of economy, 
and also to a deduction of 3%4 percent toward a 
retirement annuity. 

A requirement for entrance is that applicants 


AMERICAN LUMBERMAN 


must have been graduated from a college or 
university of recognized standing with a de- 
gree in forestry, or from such an institution 
with a bachelor’s degree in a branch other than 
forestry and with a master’s degree in forestry. 
In addition, broad experience in certain speci- 
fied fields is necessary. 

Full information may be obtained from the 
secretary of the United States Civil Service 
Board of Examiners at the post office or cus- 
tomhouse in any city, or from the United States 
Civil Service Commission, Washington, D. C. 





Confining Floors in Whiskey 
Warehouses Make Sprinklers 
Effective 


LovulIsvILLe, Ky., June 19.—It becomes known 
that the National Distillers Products Co., New 
York (largest of all distillery interests in this 
country, owning plants in New York, Maryland, 
Ohio, Indiana, Illinois, Kentucky and Pennsyl- 
vania), is planning to floor all of its old ware- 
houses at intervals of 14.8 feet and install 
automatic sprinklers in all such houses. The 
National Underwriter of Chicago in its current 
issue (June 14) told of the intention of that 
company to so treat its warehouses as a result 
of a lesson learned in the Pepper distillery loss 
at Lexington on April 28. Sprinklers without 
confining floors are of no value in open rack 
types of warehouses. Tongue and groove floor- 
ing is used, and a great deal of lumber is 
necessary. In Louisville the Stitzel distillery 
warehouses have been so equipped. Insurance 
rates were dropped from $1.15 on buildings 
and 85 cents on contents, to a flat .288 cents 
per $100 of valuation—a reduction that will 
soon pay for the equipment. 


For Kiln Control 


A folder recently issued by the Foxboro Co., 
Foxboro, Mass., is of interest to all lumber 
concerns operating dry kilns. The Foxboro 
company specializes in the manufacture of in- 
struments for controlling, recording and indi- 
cating temperature, pressure, flow and humidity; 
and the folder referred to, which is entitled 
“Kiln Control Cuts Costs,” describes and 
illustrates the Foxboro Humidity Recorder- 
Controller, which, it is claimed, gives the oper- 
ator positive control of the temperature and 
humidity in his kiln, with a permanent record 








Part of the three large orders for piling, two of which total 675,047 lineal 
feet, being treated by the American Creosote Works, New Orleans, La., for 
use on tracks crossing the Bonnet Carre Spillway 


of them made on a 12-inch chart. “With a 
controller in your kiln,” says the folder, “you 
can produce first quality dried lumber—bright, 
free from drying defects, and with the right 
moisture content.” The device is illustrated in 
detail in the folder, which may be had without 
cost by addressing the manufacturer. 





Moror Trucks haul loads of logs down grades ° 


as steep as 20 percent, or a twenty-foot de- 
crease in elevation for every one hundred feet 
traveled horizontally. 


June 23, 1934 


West Coast Forest Practice 
Rules in Effect 


SEATTLE, WaSH., June 16.—The Rules of 
Forest Practice approved by the Lumber Code 
Authority for the West Coast Logging ang 
Lumber Division became effective June 1. These 
rules were developed to carry out the provisions 
of Article X of the Lumber Code, which j; 
designed to bring about conservation of timber 
including fire prevention and_ reforestation, 
Russell Mills, from the College of Forestry 
faculty of the University of Washington, js jp 
charge of the work in this district. The fo. 
lowing men are the assistant divisional forest. 
ers: Warren G. Tilton, Grays Harbor-Puget 
Sound district; Erwin H. Rengstorff, Columbia 
River district; K. M. Murdock, Eugene district. 





Must Have Safety Glass 


PittsBuRGH, Pa., June 18.—All new passen- 
ger automobiles and trucks registered in Michi- 
gan must be equipped throughout with safety 
glass, under a law enacted in 1931 which will 
become effective July 1, 1934. According to a 
survey made by the Pittsburgh Plate Glass Co, 
Michigan is the first State where complete 
safety glass equipment is required for all new 
motor vehicles, although in Massachusetts safety 
glass has been a requirement since the begin- 
ning of this year for windshields of all new cars, 
trucks and buses. 

Besides Michigan, which was the first State 
to pass such legislation, seven other States have 
recognized the importance of safety glass for 
private passenger cars, and have enacted laws 
accordingly. The States are: Massachusetts, 
Nebraska, New York, Pennsylvania, New Jer- 
sey Iowa and Virginia. 





Piling and Timber hor the Bridge 
Being Treated 


New Orveans, La., June 16.—Accompanying 
photograph shows part of the piling on hand 
at the plant of the American Creosote Works, 
New Orleans, for treatment for use in the 
bridges of the Illinois Central, Yazoo & Missis- 
sippi Valley, and Louisiana & Arkansas rail- 
roads spanning the Bonnet Carre Spillway. The 
piling is brought into the yard for seasoning be- 
fore treatment. 

The contract for the treatment of the bridge, 
or trestle, material is 
the largest awarded 
during recent years, and 
compares favorably with 
those let prior to the 
depression. 

The contract with the 
Illinois Central Rail- 
road, which also in- 
cludes the Yazoo & 
Mississippi Valley line, 
a leased subsidiary, cov- 
ers the treatment of 
418,100 lineal feet of 
piling, while that of the 
Louisiana and Arkansas 
railroad is for 256,947 
lineal feet of piling. The 
Illinois Central is ac- 
quiring its own piling 
from producers. 

In addition to the 
piling, the American 
Creosote Works 1s 
treating 2,563,702 feet, board measure, of tim- 
bers for the three spans. 

The piling is being treated with Grade No. 1 
creosote oil, A. R. E. A. specification, the IlIli- 
nois Central contract calling for 18 pounds 
pressure per cubic foot, and the L. & A. con- 
tract for 16 pounds pressure. The timbers are 
to be framed before treatment, and will be given 
16 pounds pressure. The L. & A. piling run 
from 70 to 75 feet in length; the other railroads 
from 70 to 90 feet. The piling is seasoned from 
60 to 90 days before treatment. 
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Trout Dinner Relieves Tedium of 
Code Discussions 


Rapip City, S. D., June 18.—The seventeenth 
annual convention of the South Dakota Retail 
Lumbermen’s Association, held here June 12-14, 
attracted an attendance of approximately 700 re- 
tailers and guests. Mayor C. Roy Doherty ex- 
tended the city’s welcome, this being followed 
by address of President W. F. Miller, Water- 
town, and appointment of committees. 

G. W. Sullivan, Dayton, Ohio, spoke on “Mer- 
chandising In A New Era.” He stressed the 
idea that retail lumbermen must analyze their 
business more closely, weeding out unprofitable 
items and building up sales of the profitable 
ones, and at the same time balancing the ex- 
pense account to conform with the reduced in- 
come of the last few years. 

I. N. Tate, general manager Weyerhaeuser 
Sales Co., St. Paul, Minn., spoke on the sub- 
ject “Know Lumber.” He urged retailers to 
help combat the idea that lumbermen are wan- 
ton destroyers of forests. He also said that the 
country’s timber supply is not in danger of de- 
struction, in view of the reforestation projects 
which are being carried forward; and explained 
that trees are a crop to be utilized by the lum- 
ber industry just as grain is a crop utilized by 
farmers and replaced from year to year. 

Election of officers resulted as follows: 

President—W. F. Miller, Watertown 
elected). 

Vice president—W. 
(re-elected). 

Directors—T. B. Anderberg, Aberdeen; G. A. 
Liebenstein, Milbank; C. H. Entsminger, 
Chamberlain (re-elected); Max Nobis, Mitch- 
ell, and K. J. Benz, Sioux Falls. 

Secretary-treasurer—Harry C. Kehm, Har- 
risburg. 


Lumber Code Is Major Theme 


A good deal of attention was given to the Re- 
tail Lumber Code, the discussion including an 
explanation of conditions of the Code and terms 
of sale thereunder. The consensus was favor- 


(re- 


S. Morrill, Rapid City 


able, and in a resolution the association pledged 





G. A. LIEBENSTEIN, K. J. BENZ, 
Milbank, S. D.; Sioux Falls, S. D.; 
Director Director 


“loyal support and co-operation” to the admin- 
istration and operation of the Code in South 
Dakota. 

Ormie C. Lance, secretary Northwestern 

umbermen’s Association, Minneapolis, led the 
code discussion, which included an open forum 
for questions and comments. 

A. J. Wartes, representing the Red Cedar 
Shingle Bureau, Seattle, Wash., addressed the 
meeting, saying that after traveling more than 
1,100 miles in South Dakota, visiting all of the 
towns of the State of more than 4,000 popula- 


tion, and many of the smaller ptaces, within the 
preceding few days, he was surprised to find con- 
ditions as favorable as they were, considering 
the lack of moisture and general business condi- 
tions. He displayed the red cedar shingle in- 





HARRY C. KEHM, 
Harrisburg, S. D.; 
Secretary-Treasurer 


MAX NOBIS, 
Mitchell, S. D.; 
Director 


dustry film, and told of the advantages of apply- 
ing new roofs over old ones. 


Plenty of Entertainment 


Recreation was not overlooked, the entertain- 
ment features including a trip especially for 
wives of the delegates, in a special train char- 
tered by the tri-State lumber salesmen, for a 
round trip through Rapid Canyon, via the 
“Crouch Line.” It crosses Rapid Creek 110 
times in 34 miles, and has enough curves to 
make several complete cirdles. About 400 
women and children took this trip. 

A dance at the Alex Johnson Hotel ballroom 
also was sponsored by the tri-State salesmen. 

Wednesday evening the salesmen put on an 
elk barbecue, and a convention dance at the city 
auditorium took place the same evening. 

Wednesday afternoon the delegates and their 
wives were shown through the plants of the 
Warren-Lamb Lumber Co. and the State Ce- 
ment Works. 

Thursday the visitors were taken on a sight- 
seeing trip through the Black Hills, visiting 
various places of scenic and historical interest. 
A feature of the trip which was greatly enjoyed 
was the trout dinner for about 500 guests at the 
Game Lodge, the fish having been freshly 
caught. The dinner was given through the 
courtesy of the officials of the Warren-Lamb 
Lumber Co. and the State Cement Works, the 
trip itself being sponsored by the local Chamber 
of Commerce, with transportation and guides 
provided by local business men. 

It was decided to hold the next annual meet- 
ae same time in March, 1935, at Aberdeen, 


~~. 





Sell Lumber for Homesteads 


Evxins, W. Va., June 18.—The Wilson Lum- 
ber Co., Elkins, and the Toledo Guaranty Cor- 
poration, Toledo, Ohio, have been awarded con- 
tracts for lumber to be used in the first houses 
on the Tygarts Valley subsistence homesteads. 
The contracts call for 131,000 feet of No. 2 
hemlock lumber for sheathing and framing. Of 
this, the Wilson Lumber Co. will supply 45,000 
feet of sheathing and 36,000 feet of framing, 
while the Toledo company will supply 50,000 
feet of framing. 
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LEAF 


THE ARISTOCRAT OF 
STRUCTURAL WOOD 








LONG LEAF FRAMING 


FORA 


LONG-LIVED BUILDING 


No building is more du- 
rable than its framing. 
Wier Long Leaf studs, 
rafters, joists, sills, 
headers, etc., will hold 
up their end, every 


time. 
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WIER LONGLEAF 
LUMBER CO. 
HOUSTON, TEXAS 


Mills: Wiergate, Texar 
































BURTON -SWARTZ 
CYPRESS CO. 
PERRY, FLA. 








Tidewater Red Cypress 


THE BEST 
OBTAINABLE 


The Largest Stock in the 
Entire Industry 




















CYPRESS 


We annually produce 40,000,000 feet of 


Louisiana Red Cypress Lumber, 
Lath and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 
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National, Again a Federation, Plans Marketing Campaign 


(Continued from Page 25) 
lumber increasing, and in some States more 
than doubled, because of National promotion 
and writing of model procurement specifica- 
tions that are practical and in line with 
grades available at lumber mills. 

13. Railways — promotion work “spread 
too thin,” but progress made in regard to 
wood-superstructure freight cars, and modern 
timber connectors made possible building of 
fifteen large construction projects wholly or 
in part with wood. 


Sold: |,100,000,000 Feet of Lumber 


Mr. Upson also mentioned a few of the results 
of the thousands of other points of contact 
which the association has during the year— 
requests for information come in at the rate 
of a thousand a month—and explained that 
although each is relatively insignificant they 
aggregate a large quantity of lumber sold or 
good will created for the industry, and some- 
times even the smallest service rendered causes 
a market for hundreds of thousands of feet 
of lumber. He summarized the results in this 
manner : 

By records on file, conservative estimate of 
the lumber actually purchased and used can 
be made. During the past year these records 
show a total purchased or used for projects 
worked upon of about 1,800,000,000 feet of 
yard lumber, planing mill products and tim- 
ber, and in shop lumber in the form of fin- 
ished millwork and woodwork. From such 
comparison as is available of the design and 
purchase specifications originally proposed 
and finally used and from a census along 
other lines, it is definitely determinable that 
your National promotion work can be cred- 
ited with 1,100,000,000 feet used that would 
not otherwise have been purchased. Weigh- 
ing this huge market opened to you against 
the actual cost to you of your organized lum- 
ber promotion, you actually received in 
profits the cost of our work thirty times over. 

Mr. Upson then turned attention to the prob- 
lems brought about by the earthquake in south- 
ern California. “Wood construction showed 
by far the best record for earthquake resist- 
ance,” he said, but as has happened before, 
despite this favorable record there was imme- 
diate agitation for severe ‘legislation against 
wood, and for the first six months the “only 
concerted attention given the situation” was by 
the National association. Then, however, a 
“specialized, offensive program, with objective 
to assure the use of wood in the reconstruction 
of $31,000,000 worth of school buildings in 
California over the next year and a half,” was 
started, financed by the National association, 
West Coast Lumbermen’s Association, Califor- 
nia Redwood Association, Western Pine Asso- 
ciation, Maple Flooring Manufacturers’ Asso- 
ciation, “and smaller groups and individuals of 
lumber distributors and millwork manufactur- 
ers.” It will operate one year at a cost of 
$18,000 and has been under way for three 
months. “It is an ideal program,” Mr. Upson 
said, “for it incorporates all inter-related activi- 
ties,” which he enumerated as follows: 

(1) Research in the form of structural 
tests to improve the design, and increase 
resistance of wood floor and roof systems to 
earth movements; (2) preparation of unit 
school building designs by a qualified archi- 
tect and engineer; (3) local publicity and ad- 
vertising at the time of the floating of bond 
issues for the construction of school build- 
ings in each community; (4) actual con- 
struction of a demonstration wood school 
building of approved design; (5) field work 
with local architects, engineers, school boards 
and others, and dissemination of printed in- 
formation on the Buperiority of wood for 
framing, walls, floors, roof assemblies, sash, 
doors and interior’ trim: (6) manufacturer 
and retailer selling in the market thus cre- 
ated. 


It is predicted that this campaign will result 
in a lumber market of at least $1,000,000— 
fifty times the cost of the campaign—and Mr. 
Upson suggested that similar campaigns be 
set up by special groups for other purposes, 


such as those who are especially interested in 
the construction of wood-built freight cars. 

Building code service has been an important 
National activity for twenty-five years, Mr. 
Upson said, and its objectives are to prevent 
unwarranted legislative restrictions on lumber 
use (which if permitted would entirely take 
away the market “and you might as well with- 
draw your salesmen from that market”) and 
to “protect and improve the reputation of 
lumber construction,” in such a way that it 
will be reflected in favorable insurance rates. 
In summarizing the results of these activities 
Mr. Upson said: 

The Building Code Bureau of the National 
Lumber Manufacturers’ Association in 1933 
definitely held for you an annual market, 
based on 1930 conditions, of 549,900,000 board 
feet, and in addition got back for you lost 
markets amounting to 36,700,000 feet. The 
life of the average building code is about 
four years; you can therefore figure that 
these gains should be good for that period. 
As you go into the next year there is now 
known to be definitely at stake annually 
lumber. markets of somewhere between a loss 
of 406,300,000 feet and a gain of possibly 240,- 
000,000 feet. 


The above figures, Mr. Upson continued, do 
not include the annual half-billion feet of lum- 
ber involved in the proposed prohibition of 
{frame construction throughout the five boroughs 

















R. B. GOODMAN, 
Marinette, Wis.; 


Newly Elected N.L.M.A. Directors 


S.V. FULLAWAY, JR., 
Portland, Ore.; 


of Greater New York City, where in 1933, 60 
percent of all construction from all materials 
were frame dwellings. “That makes it plain 
that this is one of the greatest threats against 
lumber markets in recent years. Your building 
code bureau is on the job, even though the 
shippers of more than half of the lumber into 
New York City are not now supporting the Na- 
tional’s building code work.” A copy of this 
proposed New York ordinance was one of the 
numerous interesting displays exhibited in a 
room adjoining the meeting. 

Mr. Upson also told of the completion of 
the Lumber Specifications and Use Manual, 
which is a lumber grade-use guide for 33 
species of hardwood and 24 species of softwood 
lumber in building and general construction and 
which will be in print before September. He 
urged the lumbermen to co-operate in giving 
this book the widest possible distribution among 
architects, engineers, industrial purchasers, re- 
tailers, “and your own sales force,” for it 
covers all the important uses for yard lumber 
and structural material (but not factory and 
shop lumber in fabrication) and will be a great 
aid in building up a larger consumption of 
lumber, for it will contain authentic informa- 
tion on what grades to buy, in the various 
species, for the respective purposes. Another 


book that the National has prepared is a hand. 
book of wood structural design data, for engi- 
neers, architects and other designers ; Mr. Upson 
said that “it will provide information on woo 
that has been supplied for years by the cop. 
crete and steel industries on their products,” 
He also reported excellent progress in the cam. 
paign for standardization of lumber grades, and 
predicted its completion by the end of the year: 
this will mean, he said, “a change from a situ. 
ation where the lumber industry was grade. 
naming its product out of existence and handing 
the market to other materials, to one where 
structural timber can again compete with stee| 
and concrete with all the structural superiorities 
inherent to wood.” 

To accomplish so much there has been re. 
search—far from as much as the industry should 
have, and only that which was essential. [ 
included architectural research to help sell the 
Government on the use of wood for its pro- 
jected low-cost homes, and engineering design 
research, which developed ways in which lumber 
and timber could be used (by means of modern 
connectors and design) by public utilities, by 
States, and in industrial construction; 10,000- 
000 feet of lumber and timber went into struc- 
tures that would have used other materials had 
not the modern connectors for wood been made 
available, through research, Mr. Upson said, 

He then reviewed the accomplishments jn 
lumber publicity, and in stating the importance 
of this he said: 

Our research, economic and technical, in all 
its phases, our co-operative merchandising 
efforts, membership expansion and the cordi- 
ality of our varied contacts with the public 
—all depend for their success on what I like 
to call our department of interpretation and 
information. I believe that it can be asserted 
without fear of challenge that lumber in- 
formation publicity ranks among the fore- 
most of American industrial association 
publicity activities Its success is due 
more to helpful services offered than to... 
mere propaganda and ballyhoo. In other 
words, our information service is regarded as 
dependable, authentic and estimable. 


Lumber Promotion Should Move Faster 


After thus proving, by actual examples whose 
authenticity is backed up by records, that the 
comparatively small amount of money spent 
during the past year has paid the lumber indus- 
try handsome dividends in sales totaling many 
times the cost of the work, Mr. Upson spent 
the next few minutes in sketching the opportuni- 
ties and needs for the year ahead. He mentioned 
specifically, besides the general lumber industry 
services, the great need for a larger staff and 
better financing for building code work, which 
with the increased building under the National 
Housing Act will be more important than for 
many years past; need for work with Govern- 
ment departments on specifications and _ pur- 
chase, for the amount involved will be “two 
or three times” that of last year; the need 
for an enlarged and better-financed publicity 
and information request service, to take advan- 
tage of the increasing opportunities of this kind; 
and the opportunities and needs in the field of 
low-cost housing. He said: 

The low-cost home of the past has been of 
frame construction or it would not have been 
low-cost. Since then, research of other ma- 
terials industries has demonstrated other 
ways of building low-cost homes. If the 
lumber industry is to get its share of the 
low-cost housing and modernizing market it 
must match the efforts of its competitors. 
Otherwise these new buildings will be built 
of composite materials, or steel or concrete. 
Furthermore, existing homes will, in the 
process of repair and modernizing, become 
more and more homes of other materials and 
less of frame construction. 


Nothing has been done by the industry during 
the past year in regard to promoting the in- 
creased construction of frame homes on farm 
and in city, and Mr. Upson urged the lumber- 
men to make this kind of promotion possible. 
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June 28, 1934 


There has been, he added, too much tendency on 
the part of the lumber industry to let others 
create a market and then let lumber try to 
capture it for wood—in this he specifically men- 
tioned highway bridges—and he declared that 
now is the time for the lumber industry to 
take up the postponed promotion campaign and 
create markets of its own, as well as hold what 
* has and recapture part of what it has lost. 


What the Housing Bill Offers 


Miles L. Colean, Chicago architect who has 
heen keeping closely in tottch with the plans 
and activities of the Federal Government in 
regard to the Housing Bill, reviewed the pro- 
yisions of the legislation proposed “as they were 
up to 4 o'clock yesterday afternoon.” He de- 
scribed it much as it was described in the 
May 26 issue of the AMERICAN LUMBERMAN, 
and then there was an opportunity for questions 
from the floor. These showed that the men 
present are deeply interested in the bill (since 
passed by Congress), and see in it a wonderful 
opportunity for the lumber industry to profit 
from a concerted and well planned sales cam- 
paign. It was strongly brought out that the 
legislation will have little or no value unless 
the building industry does do a good job of 
selling people on the wisdom of using this 
opportunity, and it was urged that everyone 
co-operate to this end. 

Don Critchfield, by word and by picture, 
briefly showed the importance to the lumber 
industry of the kind of paint used by owners 
of frame houses, explaining that the best of 
carefully manufactured lumber is at a great 
disadvantage and is fighting a losing battle if 
it is covered with inferior paint. He urged 
the manufacturers to put on each consignment, 
or perhaps on each bundle, instructions to the 
bayer to use paint containing a definite per- 
centage of white lead. This, he maintained, 
is necessary, and should be as successful as is 
the campaign of the shingle manufacturers to 
have only zinc-coated nails used for shingling. 
He urged the manufacturers to find some way 
to bring this about. 

The directors of N. L. M. A. and A. F. P. I. 
adopted a joint resolution commending and 
thanking Mr. Critchfield and the work of the 
Forest Products Better Paint Campaign, and 
also adopted memorial resolutions of respect 
for twenty-three members, some of them espe- 
cially prominent in the industry, who had died 
during the year just closed. 





Ask Federal Experiment in Mak- 


ing ''Modern" Items 


Tacoma, Wasu., June 16.—Assurance that 
they will do their utmost to obtain a $250,000 
allocation of Federal funds for erection of a 
modern wood reduction unit in Tacoma, has 
been received by the Employees Wood Promo- 
tion Committee here, from members of the 
Washington Congressional and Senatorial dele- 
gation at the national capital, it was announced 
here today by members of the committee. 

This project, on which the committee has been 
laboring for several months, would call for the 
construction here of a plant arranged and 
equipped for the conversion of lumber “into 
modern items of commerce,” and further to es- 
tablish nearby, “a model commutative home- 
stead, equipped and implemented with housing, 
outbuildings, fencing, drainage and irrigation 
maclities assembled with these new wood prod- 

Ss. 
_ Consummation of the project, according to 
its sponsors, “would furnish the country and its 
managers a substantial example of what is pos- 
sible in lumbering and low cost housing of mod- 
ern type.” 

Their plan calls for creation of an agency by 
the Federal Government to be known as the 
Tacoma Wood Products Authority, which 
would be empowered to execute the project. 

he sponsors propose that the necessary funds 
be allocated from PWA or RFC funds, and state 


et this can be done without Congressional ac- 
ion. 
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Orroinary orders de- 
velop into many-item sales 
when you concentrate on 
the Milcor Line, because it 
includes such a complete 
assortment of the finest 
products in this field such 
as Kuehn's Specialmesh 
and Stay-Rib Metal Lath, 
Netmesh Metal Lath, Ex- 
pansion Corner Bead, Ex- 
pansion BULL NOSE Cor- 
ner Bead, Expansion Cas- 
ings, Base Screed, Molding 
and other products essen- 
tial to “Better Plastering,” 
as well as metal roofing, 
rain-carrying equipment, 
ventilators, skylights, and 
other sheet metal building 
products. 

Bigger Sales—better prof- 
its! Start now to sell the 
Milcor Line. 











MILCOR STEEL COMPANY, 


4150 W. Burnham St., Milwaukee, Wis. 
Canton. Ohio Chicago, III. 
Kansas City, Mo. LaCrosse, Wis. 
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Babcock Ladders — Babcock Sales 
Don’t “Get Away” 


Babcock Genuine Spruce Ladders don’t overbalance and “get-away” 
from your customers. Built by ladder specialists of carefully selected 
and tested spruce stock, they prove that lad- 
ders do not have to be heavy to be strong. 


Lightness and ease of handling is a vital 
point on jobs where ladders have to be 
moved often. Work is sufficiently tiring with- 
out having to wrestle with cumbersome, un- 
wieldy ladders. Just ask the men who use 
them. 


A representative stock of Babcock’s will keep 
ladder sales from “getting-away” from you. 
Babcock ladder users are so enthusiastic they 
tell all their friends and acquaintances. Once 
a prospect has examined and tried a Babcock 
ladder, he'll never be satisfied with anything 
else. 


Write to-day for our free catalog and latest price list, 
together with merchandising ideas that have helped 
other dealers to boost ladder profits. 


THE 


W. W. Babcock Co. 


BATH, N. Y. 
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QUERY AND COMMENT 


Old Buildings of White Pine 


We are wondering if you have any pictures 
of real old buildings constructed of north- 
ern white pine and articles pertaining to 
these buildings. One of our contractor 
friends has requested us to write you re- 
garding this matter.—INQuiryY No. 3104. 


{To this inquirer, a well known retail lumber 
dealer in lowa, were given references to arti- 
cles with pictures, that have appeared in the 
AMERICAN LUMBERMAN within the last three 
years, regarding houses from 100 to 200 years 
old, that were built of white pine. The inquirer 
also was given a clipping from the Sept. 2, 1933, 
issue of the AMERICAN LUMBERMAN, giving a 
list of some of the old houses in New England 
that are still standing, practically all of which 
are built of white pine. He was also referred to 
the beautiful series of White Pine Architectural 
Monographs, published first by the White Pine 
Bureau, St. Paul, Minn., and continued for some 
time by the Weyerhaeuser interests. To anyone 
desirous of giving further information, the 
name of this inquirer will be supplied upon re- 
quest.—EpirTor. | 


Sawmill History Wanted 


I am preparing an address for delivery 
before a local business organization, on the 
history of the sawmill, and should like to 
have you send me as complete information as 
you can in regard to development of the ma- 
chines and saws used in lumbering.—INQUIRY 
No. 3034. 

[This inquiry came to the editorial desk at 
practically the same time as a new book that 
contains part of the information requested. Its 
title is “The Carpenter’s Tool Chest,” a beau- 
tifully bound book of 209 pages, generously 
illustrated with pen and ink sketches, by Thos. 
Hibben. It shows the development of all the 
principal hand woodworking tools from prehis 
toric times, through Egypt, Greece and Rome, 
and plates are devoted to the saw. Price of 
this is $2, and it may be obtained from the 
AMERICAN LUMBERMAN, 

To continue and develop the story there is 
available “Ancient Carpenter Tools.” It “illus- 
trates the history of western carpentry by means 
of a comparative study of American and Euro- 
pean tools of the eighteenth and nineteenth 
centuries, with examples from the Far East, 
and specimens found during recent excavations 
in Europe.” This contains 328 pages, substan- 
tially bound in buckram, with 248 illustrations 
from collections in many United States and 
European museums. It may be obtained from 
the AMERICAN LUMBERMAN at the publisher's 
price of $5. 

There was another volume, “Grimshaw on 
Saws,” published in Philadelphia and London 
in 1882, written by Robert Grimshaw, which 
comprised a history of the saw until that time, 
but it is now out of print and difficult to secure. 
Another out-of-print book on machine wood- 
working is “A History of the Planing Mill,” 
by C. R. Tompkins, published at New York in 
1889, Of its 222 pages, 69 are devoted to his- 
tory; the rest to practical suggestions. A 44- 
page section on saw history was included in 
“Why Band Saws Break,” by Joshua Oldham, 
published in New York in 1892 by M. T. 
Richardson. 

An artistically printed brochure of 52 pages, 
“The Evolution of Modern Band Saw Mills 
for Sawing Logs,” by D. Clint Prescott, was 
published by the Prescott Co., of Menominee, 
Mich., in 1910. “The Saw in History,” pub- 
lished first in 1915 by Henry Disston & Sons, 
Philadelphia, contains a condensed history of 
fifteen pages, with a number of drawings and 
photographs illustrative of high points in the 
story of the saw. “The Saw, Its Ancient and 
Modern Development,” was published by E. C. 
Atkins & Co., Indianapolis, Ind., on the occa- 
sion of the firm's fiftieth anniversary, in 1906; it 
contains an excellent and well illustrated sketch, 
45 pages, of the history of the saw. Those in- 


terested in any of these booklets should com- 
municate with the publishers. 

The Simmonds Saw & Steel Co., of Fitch- 
burg, Mass., issued an historical booklet some 
years ago; as did R. Hoe & Co., which began 
making saws in 1828, but copies of these are 
no longer available. One of the oldest com- 
panies in the business, founded in 1869 as the 
Atlantic Works, at Philadelphia, then  suc- 
ceeded by Berry & Orton and later by L. Powers 
& Co., has not published any sketch of its 
history. 

The widespread interest of lumbermen in the 
background of their business is recognized, and 
that is why there appears on this page each 
issue brief excerpts from trade reports in the 
AMERICAN LUMBERMAN of “Fifty Years Ago.” 

Besides these histories of sawmilling, there 
are of course available biographies of outstand- 
ing leaders of the industry.—Epiror. ] 





Grading Rules for Hardwood Logs 


We would like to secure copy of grading rules 
for Appalachian hardwood logs. We expect to 
purchase a quantity of logs and desire rules 
covering the measurement and grading.—IN- 
QuIRY No. 3110. 


[All of the information the AMEerIcAN LuM- 
BERMAN has been able to secure on the grading 
of hardwood logs was published in its issue of 
May 12, 1934, pages 38 and 39. This included 
a bulletin published by the Southern Logging 
Association in 1929, covering hardwood logs; 
“Rules for the Measurement and Inspection of 
Logs,” adopted March 15, 1924, by the Lumber- 
men’s Club of Memphis, Tenn.; rules for grad- 
ing black walnut logs, adopted by the American 
Walnut Manufacturers’ Association in October, 
1930; and grading rules for northern logs, 
adopted at a 1922 meeting of the Northern 
Logging Congress. 


If any reader has informa- 


tion as to other rules for grading hardwood 
logs, it is hoped he will make that informatio, 
available through the AMERICAN LuMBeRMay 
In addition to this inquiry from a concern j, 
West Virginia, an inquiry has been received 
from a Texas concern, also asking for informa. 
tion on hardwood log grading rules.—Eprrog] 


Wants Book on Veneers 

The writer is very anxious to locate Some 
pamphlet or book which will give full informa. 
tion in regard to rotary cut veneer and algo 
Sliced veneer. Can you help us locate such in- 
formation?—INqQuiry No. 3116. 

[The standard American textbook on this 
subject is “Veneers and Plywood, Their Crafts. 
manship and Artistry, Modern Production 
Methods and Present Day Utility,” by E. Ver. 
non Knight and Meinrad Wulpi, published jp 
1927, which the AMERICAN LUMBERMAN can 
supply at the publisher’s price of $6, postpaid, 
Another book, published in England in. the 
same year, is entitled “Modern Plywood,” byt 
unfortunately it is now out of print. An ex. 
cellent treatise, “Plywood, Its Production, Use 
and Properties,” was published in England in 
1932, and contains a series of articles by A. 
Mora that appeared in a British plywood trade 
journal; its price is 7 shillings and 6 pence, plus 
postage, which means that its cost to an 
American buyer would be around $4. Ameri- 
can views on the subject, as given by E. W. 
Watts, of New York, were included in this 
book. It contains a highly valuable bibliography 
of books and articles on the subject, and glos- 
sary of terms; technical data on methods of 
manufacture, reports of research on manufac- 
turing, methods of use for different purposes, 
foreign and American grading rules and trade 
customs, methods of measuring, shipping and 
customs information, world trade statistics— 
Eprror. | 
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A Big Load.—At Hoxie &| circular saw 
Mellor’s camp, at Aniwa, Wis., 
one team, that weighs 2,850 
green pine logs that scaled 


mile haul, without any break- 


British patent 
0 | Miller in 1771. There is prob-|J. M. Campbell, Canton, Ohio, 
pounds, hauled a load of six| ably no implement that has|secretary and 


appears in aj|Qhio, president; L. H. Oatman, 


issued to one | Rochester, Pa., vice president; 


treasurer. A 


r worked an equal change in any |committee of five, D. A. Wil- 
5,996 feet on a one and a half| industry, the history of which|helm, A. A. 


Winters, Harry 


: is so shrouded in mystery as is|Coleman, A. M. Rawlins and 
down or hindrance whatever.| that of the circular saw. If 


H. C. Wight, were appointed to 





If anyone has beaten it, the| the data in the possession of 


teamster says he would like to 
hear from him. 
7 * « 


There are so many conflict- 
ing stories about the history 
and early use of the circular 
saw in this country, that the 
LumMsBeRMAN would consider it 
a favor if sawmill men of long 
experience in the different dis- 
tricts would send to it the date 
of their first knowledge of the 
use of the circular, where used, 
by. whom, and with what suc- 
cess. There are plenty of men 
who believe that the first cir- 
cular saw was hammered out 
by a blacksmith in New York 
State, sometime about 1826, we 
believe; and we are even 
pointed to the grave in which 
rest the remains of the man 
whose inventive genius revolu- 
tionized the lumber business. 
On the other hand, Robert 
Grimshaw informs us that a 





the LumMpBerMAN are correct, the 
first circular used in Michigan 
was in Manistee in 1854, in a 
mill built by a Massachusetts 
man named Bachelor. It could 
not be used successfully, how- 
ever, and was replaced with a 
mulay. It was as much of a 
sight to the Indians of that 
section as Barnum’s Jumbo is 
to the average child. When 
circular saws were first used 
to any extent, the gauge was 
six or eight, at the thinnest. 
A saw that would not resist 
bending when pulled on by a 
strong man was considered of 
little use. 
* * * 

At the first annual meeting 
of the Union Association of 
Retail Lumber’ Dealers, at 
Dayton, Ohio, President Sadler 
was in the chair. Last year’s 
officers were re-elected as fol- 
lows: George Sadler, Ravenna, 





draft a lien law. 
* e * 

W. C. Yawkey, a wealthy De- 
troit, Mich., lumberman, has 
been making some _ extensive 
purchases of pine lands neat 
Duluth, Minn. 

* os 7 

A Milk’s Grove (Ill.) man 
has patented a building block 
composed of straw, intermixed 
with concrete, or clay, to hold 
it together, the whole pressed 
into a block, bound by wire. 

+ 7” * 

Chicago, Ill. The S. K. Mar- 
tin Lumber Co., of this city, 
has developed out of the yard 
business hitherto conducted by 
S. K. Martin, Lincoln and 22nd 
Streets. The incorporators are 
S. K. Martin, L. W. Walch, 
Arthur Gourley, Edwar d 
Hines, John L. Campbell and 
Robert S. Martin. The capital 
of the company is $600,000. 
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Two Blades 


The man who makes two blades of grass to 
grow, 

Where one 
though, ; 

The benefactor is the fellow who 

Makes one blade grow where yesterday were 
two), 7s . 

But, anyway (if he was right or wrong 

In planting crops to feed the human throng), 

One thing is certain—there’s another man 

Deserving praise for doing what he can. 


blade grew before (at present, 


He may be back up yonder in the hills 

With ax in hand, or working in the mills, 

Or somewhere in some little lumber yard 

Still hanging on, the times however hard, 

Still talking “home,” still saying, “Build a 
place, 

And you've got that at least in any case,” 

But, woods or mill or yard, all down the line, 

He’s doing something for this land of mine. 


The man who makes two houses where before 

There was but one, who adds another door 

To which some father comes, another roof 

To all the storms of all the seasons proof, 

Another place where woman reigns supreme 

Because some lumberman brought true her 
dream 

Well, praise the grass, but, after all, a lawn 

Is just a place to build a house upon. 


Between Trains 


3ECKLEY, W. Va.—When complete recovery 
is here (and it will come, in spite of all our 
attempts to bring it about), the people of West 
Virginia will be among the first to profit by 
it, having been among the first to set their tax 
house in order. It can not come, of course, un- 
til collectable taxes equal or exceed public 
expenditures. In its local aspect, which is 
what we are talking about this morning, chil- 
dren, the cost of government must come down 
before the value of real estate, the volume of 
building, and many other things, can go up. 

In West Virginia they are wiping out what 
are known in other States as “township” lines, 
and the county is becoming the smallest unit 
of local government, as it should. be. (Except 
for cities and villages; and even there a com- 
munity should not be permitted to incorporate 
until a government census showed it had at- 
tained a certain population—say, 1,000 in the 
case of a village, and 10,000 in the case of a 
city. Because, of course, the more villages and 
cities, the more government, and jobs, and ex- 
penses, and taxes.) 

We can, perhaps, best conceal our ignorance 
of what is happening in West Virginia by dis- 
cussing what is not happening in our native 
Michigan, the State that automobiles. summer 
resorts and moratoria come from. During four 
years of depression the State has been strug- 
gling with the problem of taxes, and the legis- 
lature has been holding long and expensive 
sessions, but, so far as we know, not a bill has 
been introduced to wipe out, or to pave the 
way to wipe out, township government, and 
certainly none has been passed. 

We happen to know that it used to take 
four hours to drive from Casnovia to the court- 
house with a horse and buggy over a dirt road; 
we also know that it now can be done with 
an automobile over a concrete road in half 
an hour; for we have done both. Yet the 
county still has 15 townships, and that means 
15 supervisors, 15 treasurers, 15 highway com- 
missioners and 15 this and that, not to men- 
tion an army of constables, justices of the 
peace and what not—this in spite of the fact 
that the most remote citizen of the county is 
only half an hour’s drive from the courthouse. 

Not only do all these jobholders draw sal- 
aries or fees, which come out of the pockets 


of a tax-burdened public, but the same public 
could have an efficient county police in place 
of an ineffectual constabulary, an informed 
county court in place of a scattered judiciary 
that knows little law, and its board of county 
highway commissioners could plan its high- 
ways for the benefit of the whole county, and 
not for the benefit of a single township, and 
sometimes single township highway commis- 
sioner. (We recall going to call on one of 
the latter one time, and finding a nice gravel 
road to his very door, but no farther). For 
every improved highway should be: a part of 
a county system that links up with a State 
system; and it should be built by men who 
have made a study of highway construction. 

In fact, in every public activity the taxpayer 
would spend less money, and get more for 
the money he spent, whether it was highways, 
or police, or schools or what. We haven't 
attempted to estimate the number of “school 
boards” in the county, but they are as thick as 
flies in a butcher-shop (trying to do what the 
county school commissioner could do effec- 
tively), hiring and firing teachers, many of the 
board members not even knowing the meaning 
of the word pedagogy. 

It reminds us of the story that Billy Miller 
used to tell of the rural school board, two of 
whose members were joint owners of a stud- 
horse. One night the school board met and 
decided that $35 a month was the limit to be 
paid a teacher to look after the children; after 
the meeting was over the two partners got 
together and decided to pay $75 a month to a 
man to look after the studhorse. 

So let no Michigan man, or any man from 
any State retaining the township system, com- 
plain to us about taxes until he has gone to 
work on his legislators to bring about a sim- 
plification of government, as West Virginia has 
done. Oh, yes, you may wonder what we are 
doing down in West Virginia ourself. We 
came down to address the New River Valley 
Round Table, an organization of the teachers 
of four counties. 

After the evening meeting, whom should be 
run into, almost, at the hotel but W. J. 
Donoughe, the Verona (Pa.) lumberman, 
and also another, and more local, lumberman, 
J. G. Smisko, of right here in Beckiey, whom 
we also hope to see at the next West Virginia 
meeting of the craft that we are permitted to 
infest. 


We See b’ the Papers 


Chinch bugs threaten to destroy the corn 
crop in eleven states. 

And what do they get? 
they are trying to help. 

An optimist tells you how much better things 
are, 

A pessimist how much better they might have 
been. 

Suburban building around Chicago so far is 
50% ahead of last year. 

Wise men have discovered suburban life is 
better than the bourbon life. 

Two things that seem to have one thing in 
common are London Bridge and Primo Carnera. 

Not many Chicago people went to the big 
fight. For much less money, they can go down 
to the stockyards and see an ox hit with a 
hammer any day. 

We have a suspicion who will lick Max 
Baer. Himself. 

Now Primo can go home and tell the folks 
about the Nebraska duststorm he ran into. 

What with the open golf championship, and 
the rowing race—well, it's a good thing San 
Francisco and Los Angeles aren’t in the 
National League. 


Creosote! When 
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Depend on us for virgin 
Longleaf of superior qual- 
ity—all house bill items 
and special cutting par- 
ticularly. 


Our timber is choice 
Mississippi Longleaf— 
equipment complete and 
our manufacturing stan- 
dards time-tested. Prompt 
service and careful load- 
ing. We invite your in- 
quiries. 






















Idaho— 


Ponderosa— 
California White 
and Sugar Pine 


Cedar and 
West Coast Products 


WHITE PINE 


Also 
Fir Wallboar 


William Schuette Company 


New York 
Office—220 5th Ave. 





PITTSBURGH, PA. 











HIATT’S PIECE PRICER 


Is taking the country by storm 
Unexcelled for 


} Speed—Accuracy—Simplicity 
An advance of $20 a M is an advance of 


only 16c on a 2x4—12. Seems much less, 
doesn’t it? Full information on request. 


L. W. HOLLEY & SONS CO. 
f HOLLEY BLDG. DES MOINES, IOWA 


 MIATTS 
Enron Lannea Prices 
FORM a6 











F.C. LUTHI & CO. 


431 Balter Bid., New Orleans, La. 


BALSA WOOD 


Rosewood — Satinwood 
Direct Importers ---- Stocks in New Orleans | 























O TIMBER ESTIMATORS 0 


JAMES W. SEWALL 


Timber Cruises and Valuations 
JAMES W.SEWALL PHILLIPS & BENNER 
Old Town, Ruttan Block, 
Maine Port Arthu:, Ontario 
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Lumbermen Like Code, But Want Trade Rules, Compliance 


(Continued from Page 21) 

would be able to meet their payrolls. He 
vigorously defended the Code itself, saying that 
the lumber industry for years was on the tobog- 
gan and lumbermen were wishing they could 
do what now they have an opportunity to do 
and are doing. That when business got to such 
a low ebb that “men could not go on as they 
had been going on” this “humanitarian program 
was evolved” to bring wages up out of their 
pitifully low depths and put business men back 
on their financial feet. Compliance and other 
difficulties will be worked out, he said, and 
drew enthusiastic applause as he closed with 
the ringing challenge, “If we will get behind 
it (the Code) like men who want to do a big 
job—because it is a big job—we will succeed, 
and we of the lumber industry will keep our 
place in the sun.” 

D. E. Moore, a small sawmill operator of 
Elgin, Ore., said that when the Code was writ- 
ten he thought it meant the doom of the small 
mill, but at that time their mills were idle, 
while within sixty days after the Code’s adop- 
tion there was actually a labor shortage in his 
territory. In his own compliance work he con- 
tacted many small mill operators and found that 
“most of their grievances were imaginary,” for 
they now can pay the higher wages provided in 
the Code, and at the shorter hours, and can 
break even or better. Of the Code he said 
“Our very existence depends on it.” He was 
not gloomy about the compliance problem, for 
he is confident it is being improved steadily, 
and although it is a large task “it can be done 
if there is the proper spirit of co-operation by 
all in the industry.” He expressed great appre- 
ciation for the work of the members of the 
Authority and closed with an appeal “let every 
man give his support to this body.” 

H. N. Awnperson, Anderson & Middleton 
Lumber Co., Aberdeen, Wash., said “We be- 
lieve in the minimum prices provided the Ad- 
ministration will give us a proper distribution 
statement.” He thought that wholesalers should 
be under the Code, too, and also added his 
weight to the demand that the Administration 
give better support to the majority and not 
base its decisions on the demands of the 
minority. 

S. W. Bowen, Weaver Lumber Co., Shreve- 
port, La., freely admitted that there is plenty 
of violation of the Code, and even said, “I have 
a chiseling list in my pocket,” that someone 
had given him, but called to mind the great 
amount of good that has been done, including 
the raising of wages to present levels and pro- 
viding a way to get the money with which to 
pay them, and declared that the happiest mes- 
sage that could go out from the meeting would 
be “The Code will be continued.” 


Mr. CARMAN, specialty wood flooring manu- 
facturer of Columbus, Ohio, urged that prices 
be stabilized for longer periods, for in his line 
orders are booked for six months in advance. 

A. J. Hacer, of Lansing, Mich., president 
Hager & Cove Lumber Co., prominent retailer 
who was the retail member of the Lumber Code 
Authority until he resigned a few months ago 
to devote more attention to his own company, 
declared that since 60 to 70 percent of the lum- 
ber manufactured is sold by retailers it is 
vitally important that the retailer be protected 
by a distribution statement, and maintained that 
“if the Administration has any faith in our 
industry, it should let us go ahead with this 
plan of government that we know from experi- 
ence is right.” He said that the Authority is 
doing a “mighty good job,” and expressed his 
gratification that there is 95 percent support 
of the Code. 

Greorce W. Dutany, jr., of Chicago, manu- 
facturer and retailer, said that as a retailer he 
was “pinch-hitting” for F. J. Ward, secretary 
of the Eclipse Lumber Co., Clinton, Iowa (of 
which company Mr. Dulany is president) who 
was unable to be present; he sent the message 


that “at least 97 percent of the lumber dealers 
in Iowa are in favor of the two lumber codes.” 
Mr. Dulany added that lumbermen, who play 
fair in golf and other amusements, should also 
be willing to have a definite set of rules in busi- 
ness, and to abide by them. 


C. D. Jounson, C. D. Johnson Lumber Co., 
Portland, Ore., when asked for his opinion re- 
plied simply: “The lumber industry has dropped 
from 37 billion to 12 billion feet a year, and 
what the hell are you going to do about it?” 


E. A. Frost, Frost Lumber Industries (Inc.), 
Shreveport, La., asked “How are we going to 
sell lumber when nobody builds a house?” and 
suggested that the abnormally low building 
volume is the chief source of difficulty with 
enforcing the Code. Another difficulty is, he 
thought, that lumbermen with many years of 
experience have to depend, for official approval 
of their plans for regulating the industry, on 
the judgment of men who have no practical 
experience in lumbering and who “couldn’t bring 
a car of logs out of the pine woods of Louisiana, 
unless we sent a kinky-headed nigger along to 
show them how.” 

A. L. Ossorn, of Oshkosh, Wis., for years 
a prominent lumber manufacturer, and a leader 
in association activities, roundly berated his 


fellow lumbermen for being so disturbed, and 





DEAN JOHNSON, H. D. MORTENSON, 
Toledo, Ore.; Klamath Falls, Ore.; 
Defended Code administration on its record 


doing so much talking, about “this little flea 
bite and that little bedbug bite” that operation 
of the Code causes, when the NRA and the 
Code saved them from the calamity of radical 
legislation which labor agitators were pushing 
through at Washington. The Senate, which 
“never passed anything before in less than two 
years,” passed this in only six days, and the 
bill was sent to the House where it was re- 
ferred to a committee that “was sold body, soul 
and britches” to labor; then industry had to 
do something in a hurry to protect itself, and 
the National Recovery Act was rushed through 
as a defensive measure. That, Mr. Osborn said, 
was why we have a lumber code, and he urged 
his hearers to preserve it by working in co- 
operation with it, for there are plenty of con- 
gressmen ready and anxious to run the entire 
industry if they get the chance. As a parting 
shot Mr. Osborn said: “Most of those who 
kick against the Code are those who did every- 
thing that caused these minimum prices, and 
who did not play fair in business, as men to 
men.” 

W. T. Murray, Tremont Lumber Co., 
Rochelle, La., declared that the Administra- 
tion’s failure to approve Schedule B of the 
Code, after the lumber industry itself had agreed 
that it was the best and fairest set of rules pos- 
sible, is “the daddy of all the chiseling and 
cheating,” for “without Schedule B there can 


be no compliance, for there is not enough lum. 
ber business.” 


Dean Jounson, Pacific Spruce Corporation 
Toledo, Ore., said that in spite of the Codes 
imperfections it has lifted the industry up oy 
of the sweatshop conditions and ruinous com. 
petition of a year ago, and that the imperfec. 
tions themselves will disappear with experience 
and time. The failure to properly control pro. 
duction, which some have laid at the door of 
the Code, Mr. Johnson explained was actually 
due to the industry’s desire to care for labor, 
and to give the men work during the winter 
months. He, too, pleaded for Government sane. 
tion of a better compliance arrangement, ang 
urged that the wholesalers be brought under 
the regulation of the Code. 

RavtpH Hit, National Oak Flooring Many. 
facturers’ Association, Memphis, Tenn., was 
asked by Mr. Sheppard to “tell us what hap- 
pened in Memphis when the newspapers made 
lumbermen believe the cost-protection prices 
were to be scrapped by the NRA, last week,” 
and Mr. Hill rapidly described the distressful 
conditions that immediately followed the incor- 
rect news release. An immediate effect was a 
cable from London canceling an order for 
twenty cars, and there were many other can- 
cellations of orders. Bankers announced that 
they would call all lumber loans if these prices 
should be withdrawn, for, said Mr. Hill, it was 
well known that “eight concerns could take 
care of the entire demand and could still be mak- 
ing money after all their smaller competitors 
had gone broke.” Mr. Hill said that only the 
continuation of cost-protection prices makes it 
possible for manufacturers to pay the higher 
wages they now are paying and at the same 
time to break even. “They are not making any 
money,” he said, but bankers will support them 
“because they know that the pile of lumber will 
not be sold for less than it cost.” Of the ninety- 
three flooring operators only one is unwilling 
to operate under the Code, he reported. “That 
is better than 98 percent compliance, but we 
wouldn’t consider it a failure if it were only 
85 percent.” 


J. W. Emprer, jr., Rittenhouse & Embree 
Co., prominent Chicago retailer, said that his 
firm and others like it favor both the manu- 
facturers’ and the retailers’ codes, but they must 
have the protection of the distribution statement. 
Asked by Mr. Hines if he thought the retailers 
would be willing to abide by the other provi- 
sions of the manufacturers’ code, Mr. Embree 
said, “Yes, I believe they would, although I 
can not speak officially for the other dealers.” 
Questioned by P. L. Miller, of Hillyer-Deutsch- 
Edwards (Inc.), Oakdale, La., Mr. Embree re- 
plied that if protected from direct selling, the 
protection the distribution statement would pro- 
vide, the retail dealer would not go after the 
8 percent for wholesalers, because he would 
not need to. 


Grorce B. McLeop, Hammond Lumber Co., 
San Francisco, Calif., spoke of the importance 
of co-operative action by manufacturer and re- 
tailer, and said, “If we can bridge the gap be- 
tween the manufacturer and the retailer, we 
will make progress.” 


W. F. IncHam, Caddo River Lumber Co. 
Kansas City, Mo., said that the industry 1s 
making too much lumber, and he blamed the 
small mill operators for much of this. He 
agreed that it was fair for the small mill man 
to have a price differential, “but when he 1s 
given that consideration, he ought to be willing 
to curtail his production like the rest of us do.” 


R. B. Wuirte, of Kansas City, Mo., president 
Exchange Sawmills Sales Co., agreed that there 
should be a differential but did not think it 
should be quite so great, or allowed just be- 
cause one mill saws 5,000 feet a day and another 
saws 100,000 feet. As to the Code he said, “I'd 
hate to think where we'd be if it were not con- 
tinued. There will be improvements in it, he 
added, “and would be, even if we had not met 
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here today to make these suggestions,” because 
the Authority is trying to improve it all the 
time. 

W. W. Scuupner, of New York City, secre- 
tary-manager _ National - American Wholesale 
Lumber Association, explained how much of the 
complaint of violation originates. “If a dozen 
jumbermen quote on an order,” he said with a 
smile, “and one of them gets it, then we have 
eleven complaints of violation of the Code.” 
He said that the wholesalers at their recent con- 
vention at Washington agreed that it would be 
disastrous to drop the cost-protection prices. He 
further reported that the wholesalers are plan- 
ning for a wholesale division under the Au- 
thority, as requested, but can do nothing more 
until the Administration approves a definition 
of a wholesaler, so that the proposed division’s 
jurisdiction will be clearly defined. 


Watter B. VANLANDINGHAM, Vanlanding- 
ham-Cook Lumber Co., Chicago, urged the 
manufacturers not to forget that active trade 
promotion, resulting in a greater volume, would 
do much to cure their ills, Code and otherwise, 
and as an example he briefly mentioned his own 
efforts to interest manufacturers in demanding 
that the railroads ship lumber in wood-built 
cars, or cars with wood roofs. They could ac- 
complish this, he explained, if they would use 
the best weapon they have—file damage claims 
with the railroads when lumber is damaged in 
transit by condensation of roof moisture—file 
damage claims, on the assumption that the car 
itself, and not the lumber shipper, was at fault 
if the lumber were received in poor condition. 


Dwicut HinckLey, well known wholesaler 
of Cincinnati, Ohio, said that he like other 
wholesalers is anxious to see the Code work, 
and that without the minimum prices there will 
be “perfectly chaotic marketing conditions,” but 
without an early and adequate definition of what 
constitutes a wholesaler this cost-protection 
structure is certain to go by the board. It is 
a condition—this indiscriminate allowing of dis- 
counts—that manufacturers might correct, Mr. 
Hinckley said, but under the pressure of get- 
ting all the business possible the manufacturer 
is prone to take a buyer at his own word, and 
if the latter says he is a wholesaler, the manu- 
facturer allows him the discount. The result 
of lack of some definite rule in this regard, he 
said, is that retailers who previously never 
thought of asking for this discount now do so 
—and get it. An approved definition of a 
wholesaler would correct practically: all this 
trouble, Mr. Hinckley said, and declared it is 
a shame that no such definition is available, 
after almost a year of Code operation. 


CODE AUTHORITY ELECTS 


Preceding the open forum or “field day” the 
Lumber Code Authority met in executive ses- 
sion Monday morning, to elect officers and to 
make some important changes in the by-laws. 
The changes included enlarging the member- 
ship of the Authority from 30 to 44, to provide 
representation for important Divisions not now 
on the Authority and to create six additional 
memberships, for representation of small enter- 
prises; also the National Control Committee 
was enlarged from five to eight members. 

John D. Tennant, of Longview, Wash., was 
re-elected chairman and C. C. Sheppard, of 
Clarks, La., was elected vice chairman. Carl 
W. Bahr was re-elected secretary-treasurer, and 
David T. Mason was elected executive officer, 
to fill the vacancy which has existed since the 
resignation of C. Arthur Bruce, of Memphis, 
fenn., some months ago. 

The following were elected to the National 
Control Committee: C. C. Sheppard; B. W. 
Lakin, McCloud, Calif.; E. J. Curtis, Clinton, 
lowa; A. W. Clapp, St.. Paul, Minn.; E. B. 
Ford, New Orleans, La.; E. W. Demarest, 
Tacoma, Wash.; H. Dixon Smith, Columbus, 
Ga.; Floyd Hart, San Francisco, Calif. Elec- 
tion of the last three named is contingent upon 
NRA approval of the amendment to the by-laws. 

After disposal of these matters the Authority 
held its open session, and at the conclusion of 
that Mr. Sheppard, who was presiding, an- 
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nounced adjournment until June 15, when the 
Authority would open its regular quarterly 
meeting at Washington, D. C. 

- Mr. Bahr, on Monday re-elected secretary- 
treasurer, on Tuesday was the center of interest 
when the lumbermen learned that the Recovery 
Review Board (better known as the “Darrow 
Board”) had recommended his removal. Indig- 
nant and amazed, the lumbermen expressed their 
feelings in the National Lumber Manufacturers’ 
Association meeting, and the Lumber Code 
Authority issued this statement to the press: 


The attack of the Darrow Board on the 
“executive secretary” of the Lumber Code 
Authority is so unwarranted as to be absurd. 


It apparently is based on the assumption that 
Mr. Bahr refused to discuss the matter of a 
lumber price differential with a witness at the 
Darrow lumber hearing. Mr. Bahr not only 
discussed this question with him at great length 
but went out of his way to assist the witness 
in getting the facts before the Board by availing 
himself of the opportunity of cross examination 
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which the Board permitted. During the course 
of the witness’s testimony Mr. Bahr many times 
intervened to prevent the witness from doing 
himself injustice in presenting his case. 

It is impossible to understand how the Board 
could have reached its conclusions on this matter 
unless it holds the view that any complainant 
against the Lumber Code is entitled to any 
relief which he requests on ex parte presenta- 
tion. This of course is not only unsound busi- 
ness policy, but if a regular procedure is not 
followed by the Lumber Code Authority in 
administering the Code for the more than 32,000 
establishments subject to its provisions it would 
inevitably lead to inequities and discriminations 
which it is its purpose to avoid. 

As nearly as we can determine the trouble 
with the witness whose statements have been 
accepted at face value by the Darrow Board 
is his unwillingness to follow the procedure set 
up to assure orderly and fair consideration of 
complaints. To those who are familiar with this 
case the Board’s findings and decisions are so 
absurd and ridiculous that it is difficult to dis- 
cuss them seriously. 








Reducing Fire Costs 





Every fire like this means destruction—a definite loss in property value. 
Without insurance, the owner bears the entire loss himself. With in- 


surance, the loss is distributed and 


is a loss which one or all must pay. 


shared by all. In either case, there 
It means money in your pocket 


and ultimate profit for all to prevent such fires—and, it’s a fact that 


75% of all fires can be prevented. 


Prompt Payment of Losses 





Our companies regard it as our first obligation to help our policy- 
holders to prevent fires. If fires do come, our specialized policies pro- 
vide maximum protection against loss. Claims are promptly and fairly 
adjusted and paid. And our dividends represent a welcome saving in 


your net insurance cost. 


Ask any of our companies for full information 
about policies, protection, service and saving. 


Indiana Lumbermens Mutual Insur- 
ance Co., of Indianapolis, Ind. 











The Lumber Mutual Fire Insurance 
Ce., of Boston, Mass. 


Lumbermens Mutual Insurance Co., 
of Mansfield, Ohio. 


WITH THAT 


ASSOCIATED LUMBER MUTUAL 


MUTUAL 


we’ & 


Northwestern Mutual Fire Associa- 
tion of Seattle, Wash. 


Pennsylvania Lumbermens Mutual 
Fire Insurance Co., of Philadel- 
phia, Pa. 


Central Manufacturers Mutual Insur- 
ance Co., of Van Wert, Ohio. 
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THANK YOU— 
COME AGAIN — 


Hope we had what you asked for—Production limited 
but will try to keep up your stock of 


OCKWOOD 
OAK FLOORING 
BETTER FLOORING 
Ask for Price and Stock List 


GEO. C. GRIFFITH STAVE CO. 
1750 Ry. Exch. Bidg. ST. LOUIS, MO. 
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KNEELAND - McLURG 


‘**“KORRECT BRAND” 
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HARD MAPLE 


AND BircH FLOORING 


has a national reputation for superior quality 
and manufacture. Our most modern plant, 
years of experience, expert workmanship and 
desire to maintain “Korrect Brand” reputa- 
tion guarantees this superiority. 


Try a car now and always be 
@ "Korrect Brand" customer. 


Kneeland - McLurg Flooring Co. 
PHILLIPS, WISCONSIN 
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171 Your Requirements For 17 


Harp Map.Le — Birch — Basswoop 
Sort ELmM—Brown AsH—Sort MAPLE 
HEMLOCK AND WHITE PINE 


CAN BE PROMPTLY FILLED FROM THE 
LARGE, WELL BALANCED STOCKS 


OF THE 


VON PLATEN - FOX COMPANY 


AT 17 


17 IRON MOUNAIN, MICHIGAN 

















Quay timber plus 
quality manufacture 
—all Northern Hard- 
woods, Hemlock, some 
Cedar. Complete milling 
facilities. 

Let us have your 

inquiries and orders. 








EIDMNN LUMBER COMPANY | 
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Market News from Anferi 


Tacoma, Wash. 


West Coast Woods.—The problem of what 
to do regarding unfilled orders that can not 
be handled except over water routes, con- 
tinued to be the most vexatious one con- 
fronting Tacoma lumbermen, as the Pacific 
coast longshoremen’s strike entered its sixth 
week. The strike has paralyzed the water 
lumber movement of Tacoma and other 
Pacific Northwest ports, but has proved stim- 
ulating to rail business. Local lumber pro- 
duction is virtually at a standstill pending 
settlement of the strike, chiefly because stor- 
age space is exhausted. Millmen are almost 
unanimous in stating that they have on hand, 
or can book if they can give assurance as 
to deliveries, ample orders for continued pro- 
duction for relatively long periods. Mean- 
while the operators are exerting every pos- 
sible pressure to bring about a cessation of 
the strike. Lumber leaders have taken the 
initiative in meetings with public officials 
who are seeking to terminate the strike 
through mediation, pointing out that the 
tie-up is working irreparable hardship on 
the lumbering industry at a time when it 
was just beginning to recover from the stag- 
gering punishment suffered during the de- 
pression. The first noticeable effect on logging 
became apparent this week, with announce- 
ment of many large companies that they 
were closing camps for the annual Fourth of 
July shutdown, which, because of the strike, 
in many cases is taking place earlier than 
usual this year. There is every possibility 
that some of the camps will remain closed 
after the Fourth, if the strike has not been 
ended by then. Reports from Willapa Harbor 
and other adjacent sections indicate that a 
number of new logging operations plan to 


get under way as soon as the strike is set-. 


tled. Tie mills cutting for the Chinese market 
so far have not suspended because of the 
strike, although no shipments have been 
made to the Orient since the strike started. 
The mills are continuing to cut their regular 
quotas, and the cargoes are being accumu- 
lated on the docks at the various shipping 
centers so that the orders can go forward as 
soon as ships are available. 


Seattle, Wash. 


West Coast Woods.—Both offshore and 
intercoastal shipments continue to be com- 
pletely tied up as a result of the longshore- 
men’s strike, and other markets are very 
inactive. A strong curtailment of manufac- 
turing and logging, to keep stocks from get- 
ting any higher is likely. 


Rail.—Slow buying by yards, and by rail- 
roads, is reported by many shippers. There 
is, however, a fair volume of lumber moving 
by rail, with no large demand from any sec- 
tion of the country or class of buyer. Dull- 
ness is attributed to uncertainty over prices, 
the drouth, and lack of building. The average 
dealer is in no hurry for lumber. 

Intercoastal.—Most of the _ intercoastal 
mills are down, and so light is the demand 
that a production schedule of 24 hours a 
week has been recommended to Washington 
for the quarter starting with July. Unable 
to ship by water to Atlantic coast, operators 
report some diversion to rail, particularly in 
back-haul territory. With the last of the lum- 
ber loaded here prior to the strike now 
being unloaded on the East coast, during a 
forty to sixty day interval there will be no 
lumber to arrive by ship, even if the strike 
is settled immediately. One operator declared 
he expected a space scarcity as soon as the 
strike is over, because steamers have been 
diverted to other routes, many not going 
further north than California ports. 

California.—There is very little demand 
here. San Francisco port is reported fifty 
percent open, and Los Angeles 100 percent, 
but a good deal of lumber is moving by rail 
instead of by boat. The Sacramento Valley 
is absorbing some lumber consigned by rail. 


Export.—While American exporters are 





cooling their heels and looking sorrowfully 
at some 24,000,000 feet of lumber piled on 


the docks or on lighters in Washington ports 
British Columbia is getting a sizable amount 
of export lumber business. Ocean rates haye 
dropped considerably. Large squares to 
Japan have moved at $4.50, and logs at $6, 
as against $5.75 and $8 previously obtaineg, 
Both Japan and China are fairly active jp 
buying, and it is understood the United King. 
dom has also made heavy commitments for 
July and August delivery. Both coasts of 
South America are also more active. Prac. 
tically all export mills here are down. With 
no more ships arriving, shippers here wij] 
feel the strike more than ever. Japan tends 
to import more logs to be cut up into lumber 
in Japan. How much Soviet wood is being 
sent to Oriental markets can only be con. 
jectured. 


Box Shook.—During May all box shook 
factories had about all the work they could 
do. This increase in production was caused 
by Code regulations that insisted upon al] 
orders sold previous to March 27, at prices 
below the Code prices of average weight and 
cost, had to be delivered before June 1. This 
ruling caused the consumers to take heavy 
deliveries. June and July will be quiet. The 
strike has caused large quantities of box 
shook to be shipped from Washington to 
California by rail. 


Shingles.—A little shingle business is com- 
ing from the middle West, but this and all 
other markets, are quiet. 


Logs.—Loggers find themselves with a 
large supply of logs on hand, and little or 
no sale for them. Prices are holding well. 
Fir brings on the average $10, $15 and $20, 
though small logs of inferior quality are 
being sold at distress prices because of buyer 
pressure. There is a large surplus of cedar 
in the water. Shingle cedar moves at $10 to 
$10.50, and lumber cedar at $17. Hemlock 
brings $8 and $9, but the export figure has 
dropped to $12. 


Portland, Ore. 


The coastwide longshoremen’s strike, now 
of nearly a month’s duration, has put a stop 
to all lumber shipments by water from this 
district, and: largely to booking of new 
orders also, because of the uncertainty of 
deliveries. Domestic rail business is reported 
as having been affected by the discouraging 
crop reports from the middle States. 


Kansas City, Mo. 


All sales agencies, mills and wholesalers 
reported a general slowing down in demand 
during the past two weeks. Continued ad- 
verse crop reports have curtailed what little 
demand there was in the surrounding trade 
territory, which largely is dependent on for- 
tunes of the farmers. Good rains last week 
over most of the middle West brought the 
first moisture in some localities in many 
months, although in most cases it was too 
late to save the crop. The increase in price 
has not been sufficient to offset the decrease 
in yield, farmers say. Orders for straight 
ears of boards and dimension were scarce 
last week, mills reported. The few straight- 
carload buyers that were present in the 
market took advantage of the price differ- 
ential obtainable at smaller mills in cases 
where these were not already oversold. Sales 
managers told of receiving mixed-car orders 
for twenty or more items. There was a sub- 
stantial volume of railroad business placed 
last week, railroads having purchased large 
amounts of car repair material. Other indus- 
trial business fell off somewhat. Reduction 
in fruit and vegetable crops due to the 
drouth has reduced need for boxes, and box 
plants are buying virtually nothing. 


Southern Pine mills did a fair business 
last week and some mills, particularly in 
Arkansas, are oversold on some items. 

Douglas Fir sales were mostly to railroads, 
but a few orders for mixed cars came from 
retailers. 

Western Pines met with little favor in the 
drouth area, but yards at distant points 
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clears and 
yard stocks 


pought scattered amounts of 
shelving. Salesmen reported 
were low everywhere. 
Hardwood mills have felt keenly the de- 
cline in flooring demand. Motor car body 
plants and furniture manufacturers were not 
as active. 
Shingles are 


are dull. 
Spokane, Wash. 


Inland Empire Pines.—Lumbermen are 
much interested in the awarding of the 
Coulee Dam contract today for $29,000,000. A 
large amount of lumber will be used in its 
construction, as well as for dwellings. and 
other buildings. This somewhat offsets bear 
reports from the middle West, orders from 
which section have been declining for the 
last several weeks. Prices remain at Code 
level, despite efforts of numerous buyers to 
secure reductions. Considerable concern was 
evident last week over the reported attitude 
of NRA toward maintenance of Code mini- 
mums. 


still in good demand. Lath 





Jacksonville, Fla. 


Southern Pine mills which cater largely to 
special cutting orders and export grades, 
seem to be in better position than those 
which depend on retail lumber yards for 
their business. These larger longleaf mills 
apparently are able to maintain the volume 
of both orders and shipments that they have 
enjoyed for the past two or three months, 
and feel confident that the market will con- 
tinue to provide orders for practically all 
of this class of lumber that is being pro- 
duced under present operating schedules. 
Some complaints are heard of Class B mills 
cutting under Code prices. The larger mills, 
of course, are finding it difficult to market 
their lower grade products against the com- 
petition of Class B mills. 


Red Cypress shippers, considering general 
conditions, continue in good position. The 
slight decrease in demand felt in the latter 
part of May, has not become intensified. In 
fact, if demand for the remainder of the 
month continues as good as that experienced 
during the past week, June will be as good 
a month as was May. Orders continue to 
be well diversified between the North and 
middle West, and industrial users have shown 
more interest during the past two weeks. 
Some of the larger red cypress producers 
have put out new price lists, which change 
prices on specified lengths in the longer 
brackets. A few slight reductions were made 
in some of the finish and factory grades. 


Export demand just now is quiet, although 
a good record was made in May. Export ship- 
ments through Jacksonville in May totalled 
3,445,000 feet, being three times the amount 
exported during the previous month. 


Warren, Ark. 


Arkansas Soft Pine. Newspaper reports 
last week inferring that the cost-protection 
program would be abandoned, caused con- 
fusion among buyers and mills, and will slow 
up buying until the situation is cleared up. 
Business showed a slight decline, although 
some improvement has been noted the last 
few days. Current orders are slightly under 
production or shipments. Several sizable in- 
quiries are making the rounds, including a 
quantity of stock to be used in building new 
homes on a colonization project under way 
in this State; also some inquiries have been 
made on lumber to be used in building houses 
On subsistence homestead projects. Business 
from outside sources is fairly satisfactory, 
with small retail dealers the best buyers. 
Timely rains the past thirty days give this 
Section a bright outlook for a good crop this 
year, enough rain having fallen to materially 
help corn, yet there has been sufficiently dry 
Weather to help cotton, which is well ad- 
vanced for this time of year. Orders con- 
tinue badly mixed. Some railroad business 
continues to come through, while, some in- 
dustrial concerns having contract orders are 





also releasing shipments which have been 
held up the past several weeks pending 
settlement of the threatened strikes in the 
automobile and steel industries. Complaint 
is heard from the large mills because of their 
inability to sell 1x4- to 12-inch Nos. 2 and 3 
in any quantity. Straight-car business for 
these items continues to go to the mills en- 
joying a price differential. 


Southern Hardwood.—Business has eased 
up slightly, with shipments running ahead 
of new orders, while production is slightly 
ahead of shipments. Hardwood men blame 
part of the let-up to the uncertainty about 
the outcome of threatened strikes, along 
with the confusion occasioned by press re- 
ports on price protection. Hardwood floor- 
ing continues in fair demand, with a few 
sales for straight car loading being reported. 
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There is some business in trim. The mills 
continue to be oversold on No. 1 and better 
short-length flooring, which is in good de- 
mand. Small operators are active where they 
can find an outlet for their lumber. Some 
mills report good stocks of logs accumu- 
lated during recent favorable weather, and 
logging operations have been suspended 
temporarily by several mills. 


Louisville, Ky. 


Southern Hardwoods.—June business has 
been somewhat better than had been expected 
earlier in the month, with bookings sufficient 
to guarantee very fair shipments in July; 
and loadings were well up to the level of 
recent good months. Furniture and box 
plants have been the best buyers. Automotive 
demand has been dull for some weeks, and 
there are few sales of interior trim and 


flooring. Demand has been scattered over 
a considerable number of items. Inch sap 


gum in common and largely No. 2 common, 
has been a very good seller while inch wil- 
low, in FAS and Nos. 1 and 2 common, has 
moved well; also inch No. 1 and 2 common 
sycamore, cypress, in inch to two inch, all 





Nowis the Time to 
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“The Finest on Earth.” 


chine Knives, Grinding Wheels, 
Swages, Shapers and Files 
are the logical choice 
for your plant. 

—~ 


UT an end to WASTE by using ATKINS SIL- 

VER STEEL SAWS. They are built to cut 
accurately and in less time, thus paring 
your production costs to a minimum, and enab- 
ling you to meet keen competition—profitably. 


You will realize the great difference between 


ATKINS SILVER STEEL SAWS 


and ordinary ones when you have made com- 
parison and you will see why they are 


ATKINS Mill Saws, Crosscuts, Ma- 


E. Cc. ATKINS AND COMPANY 
INDIANAPOLIS, INDIANA 
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Make the 
GREAT NORTHERN 
“Youn HOTEL 


A hotel of real character. Right in 
the heart of everything. Conveniently 
located to all downtown business 
buildings, shops, theatres, civic attrac- 
tions and all transportation. The 
nearest loop hotel to the World's Fair 
grounds—just five minutes to the main 
entrance. 

400 ROOMS... 400 BATHS 


Large, modern, comfortable, newly 
furnished 


rooms. Friendly service, 
personal courtesy. 
Delicious food — popular priced 


coffee shop and restaurants. 
reservations now. 


Make 


from $2.50 





NORTHERN 
HOTEL 


JACKSON BLVD. DEARBORN, QUINCY STS. 


CHICAGO 
EARL L. THORNTON, Vice- Pres. 















Richard Shipping Corp. 


Established 1847 
44 Beaver Street, NEW YORK 
Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 











$10 TO PER DAY 
ed Hustle y Gang Edg« htest 
| ery bOarc ecg ad STRAIGHT 
Machine for Squares and Handle stock, 
$75, with 3 saws. For lath and bolt- 
ing 6 saws, $100, front and rear feed. 


J. H. MINER, Meridian, Miss. 


$20 
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grades, FAS to No. 2 common; red gum, 4/ 
to 8/4 common; and inch red oak, FAS and 
common, inch cottonwood has been selling 
better, chiefly No. 2 for the box trade. Cot- 
tonwood has not sold as heavily as it did last 
year, but volume has shown improvement 
since brewers got busy. Demand for cotton- 
wood box boards indicates that the wagon 
business is coming along better, but these 
items are scarce. Poplar has been in fair 
call, walnut is quiet, and mahogany is a 
shade more active than it was. Elm, maple 
and magnolia, or auto woods, are dull. 


Minneapolis, Minn. 


Northern Pine.—Business continues to fluc- 
tuate. There was a slight increase during 
the past week, due perhaps to the breaking 
of the drouth. Retail yards continue to come 
into the market for mixed cars, and their 
demand is fairly steady. Box and crating 
interests likewise are active, but other indus- 
trials are doing little buying. 

Northern White Cedar.—Recent 
has been centered chiefly on the smaller 
sized posts, although larger sizes are by 
no means a drug on the market. The long 
drouth in the Northwest has been followed 
in some sections by floods which have badly 
damaged fences and other construction in 
which white cedar is used, and this may 
have been the reason for a more active 
market during the past week. Small posts 
are in short supply, with only a fair amount 
of larger sizes available. Poles are not in 
demand. ’ 

Millwork. — Most millwork material is 
going into the country regions, where a con- 
siderable amount of repair work is under 
way, together with a little new construction. 
In the large cities of the Northwest there 
is practically no new building, although 


New England 


[F. J. Caulkins] 


Boston, Mass., June 18.—Wars and rumors 
of wars, finally settling back to the status of a 
“tempest in a teapot” fairly represents the trend 
of trade comment following publication two 
weeks ago of that nefarious “Darrow” report 
broadcast from Washington, which was 
promptly repudiated by Administrator Hugh 
Johnson and the Lumber Code Authority, and 
brought a flood of telegrams from administra- 
tive agencies of Lumber Code Divisions urging 
all branches to “stand pat” under all existing 
Code regulations. Through all this the inter- 
coastal distributors were “digging in” for a pos- 
sible long siege due to the tieing up of shipping 
on the West Coast, shutting off the flow of fir 
and hemlock to this coast and necessitating a 
cautious handling of the stocks in store at the 
Atlantic Coast ports, pending resumption of 
shipping. 

Tariff of $4 Maintained on Lumber 


Then came a flash of excitement and concern 
as the President—at 9:30 P. M. Tuesday, June 
12—signed the new tariff law which came in 
force the following morning at 8 o’clock. The 
press dispatches from Washington were so 
worded as to create the impression in many lo- 
cal lumber offices that the new law cancelled the 
$3 excise duty on Canadian lumber which in 
1932 was added to the regular duty of $1 to 
make a charge of $4 per thousand feet upon all 
shipments over the line from Canada. A hur- 
ried call at the Custom House brought the rul- 
ing that the duty of $4 was still in force, and 
that the only important change as regards lum- 
ber was the cutting out of the clause in the old 
1930 law which exempted from the tax, lumber 
“imported from a country contiguous to the 
Continental United States, which country ad- 
mits free of duty similar lumber imported from 
the United States.” When that word “contigu- 
ous” was placed in the old law, it was under- 
stood to be for the sole purpose of banning Rus- 
sian spruce from American markets. Now tbat 
that ban has been lifted, making the “contiguous” 
feature obsolete, it has been deleted from the 
law. 





demand 
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modernizing and repair work is being done 
to some extent. Prices continue firm. 


Birmingham, Ala. 


Southern Pine.—Upper grades of flooring 
especially “C” and B&better rift, have hag 
the majority of the calls. Calls for B&better 
heart rift and No. 1 and C rift heart face 
as well as heart face in the flat grades, kee, 
sales department upset. With logging limite 
on account of low production quotas, the 
average shipper finds many orders ask for 
stock not available. Demand as a rule hag 
been spotted. When the Home Owners’ Loan 
Corporation and TVA business, plus the smal] 
amount allotted so far on the PWA, have 
been eliminated from the totals, the showing 
for ordinary building business is poor. Indys. 
trial demand has run largely to pattern stock 
in western pines. Railroads have failed to 
buy this month. Rumors of cancellation of alj 
price fixing for a time disturbed trading, 
The newest wrinkles in Code evasion consist 
in invoicing less than actual footage shipped, 
or wagering the buyer $2 to $5 a thousand he 
will not place the order; and many retail 
yards complain because certain retailers get 
up as concentrator yards so as to buy at 
lower prices. 


Buffalo, N. Y. 


lumber 





The 


market is very quiet, due 
largely to the uncertainties concerning 
Codes. Members of the trade are in receipt 


of official advices that some modification of 
prices may take place soon, in order to 
reduce surpluses at the mills and to carry 
out the Government’s desire to initiate a 
housing program. With no certainty existing 
that present prices will stand for any length 


(Continued on Page 62) 


Trade News 


Two weeks ago, in this column, the writer 
suggested a plan for meeting the demand of 
Homer Ballinger, chairman of the executive 
committee in charge of the Retail Lumber Code, 
who had urged the industry to “forget greed 
and get together on something.” He was re- 
ferring to its failure over a long period of years 
to agree upon a “distribution clause” that would 
be just and fair to all branches of the industry, 
by establishing an exact “line of cleavage” be- 
tween each branch. The suggestion has been 
received with a great deal of interest by the 
trade here, and there have been so many fa- 
vorable comments as to encourage the thought 
that the next step might well be joint meetings 
of wholesale and retail executives in each sec- 
tion to work out an acceptable “line of cleav- 
age.” The suggestion that the retail yard should 
supply all home building material is generally 
accepted. To find the spot where the exclu- 
sively retail field ends and the “open field” be- 
gins is the problem, though not a difficult one, 
if the industry can follow Homer Ballinger’s 
advice and “forget greed” in reaching agree- 
ment on that point. The primary need is to 
“Get ToGETHER ON SOMETHING.” To produce 
something to shoot at, it was suggested. that the 
commercial or industrial structure to cost $50,- 
000, or perhaps to require 100,000 feet of lum- 
ber, should fall into the open class to be sup- 
plied on a wholesale basis by either the whole- 
sale or retail distributor. Move that line in 
either direction, but definitely place it some- 
where. Once placed and supported by Lumber 
Code Authority and the administrator, a long 
step will have been taken in the direction of re- 
storing order in lumber distribution. The retail 
dealer will be supreme in the field where he 
has his investment, and the chiseler and scalper 
will be taken care of by compliance officials. 
Orderly distribution is of first importance. The 
New England Wholesale Lumber Association is 
this week taking a somewhat novel step in this 
direction by sending to the executives of all 
Divisions and Sub-divisions under the manufac- 
turers’ code a pamphlet reproducing a form of 
affidavit and listing all of its member firms or 
corporations that have sworn to operate 100 
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ed sholesal d to carry their credit Lawrerice & Klein Lumber Co., Fitchb q 
i. ™ ag een - . Mass., and Plunkett-Webster "Leaner ‘Co. Goal PACIFIC COAST co 


west Coast Fir and Hemlock—The market New Rochelle, N. Y., were admitted to mem- 


. . : bership, and applications were received from 
ng the entire Atlantic seaboard is quite . , 
ee ont. The trade knows that after the McDonald Lumber Co., Portland, Me., and 





















































Ooring, strike of longshoremen on the West Coast is pated Welnote — & Warehouse Co., 
ve had settled, it will be six to eight weeks before ° . ; 
better cargoes can be delivered at Atlantic coast The next monthly tourngment of the Sliver 
t face, points. In the interim the yards are turning Club will be held at the preserves of the Brae 
3, Keep to stored stocks at Atlantic terminals—esti- Burn Country Club in West Newton on 
'mited, mated at around 70,000,000 feet—and at all July 12. 
iS, the ports these holdings are melting rapidly, at Off to Their Summer Homes 
Sk for the usual price advances over “ships tackle” The first flight of Boston lumbermen to 
le has deliveries. There will be few if any cargo their summer homes on the shores north and 
* Loan arrivals at New England ports until after south of Boston is now on. Frank B. With- 
> small Aug. 1. Local stored stocks in wholesale erbee, president of the H. M. Bickford Co., is 
have hands today cover the entire range of grades already located at his bungalow on Digby 
lowing and sizes, but if the drain upon holdings con- Basin, in Nova Scotia, where he will remain 
Indus- tinues at the present pace, some of the more until October. T. H. Shepard, president of 
| stock popular sizes will soon disappear from the Shepard & Morse Lumber Co., Boston, has 
led to stock sheets. opened his summer home at Peaches Point, 
Of all Bastern Spruce—Operating mills continue Marblehead, and H. W. Shepard, sales man- 
rading. to be well supplied with orders, but they are ger for that company, will locate his fam- 
cOnsint now able to accept schedules calling forship- ily for the summer in their cottage at Me- 
the ment in two or three weeks, while four weeks #Sansett, facing on Buzzards Bay, at which 
and he ago the rule was four to six weeks. The Code shore place E. L. Gibbs, of the E. L. Gibbs 
retail quota of forty hours per week still applies. Luumber Co., has already arrived with his 
a For dimension, 8 inches and under and family to occupy their fine place, “Ridge- 
uy at shorter than 16 feet, the price to dealers is holm.” Around at Hyannisport on the ocean 
$33, though the Code base is $32. If dry, the side of Cape Cod, Frank D. Sawyer, head of 
10-inch sells at $37, and the 12-inch at $39, Palmer & Parker Co., is already enjoying his 
These prices call for delivery at Boston rate Wweek-ends at his elaborace summer home 
t, due points. The larger sizes of timber and plank bought several years ago. 
erning are very scarce, and the same is true of all Fire on June 8 destroyed the laundry and 
receipt widths of dry boards. Dressed boards, 1x6- 6-car garage on the summer estate of Frank 
ion of inch, secant, are active and firm at $32,though D. Sawyer, at Hyannisport, on Cade Cod. Mr. 
ler to the Code minimum is $2 under this figure, Sawyer is president of Palmer & Parker Co., 
carry and the plump inch boards sell at $36 in the operating a large mahogany sawmill in the 
late a 16-foot lengths, with the 14-foot at $34. The Charlestown district of Boston. 
‘isting j-inch and up covering boards sell at The Rice & Lockwood Lumber Co. of 
length $29@30. Springfield, Mass., has added Donald Grant to 
Lath and Shingles—Eastern spruce lath in its selling staff, to visit the buyers in Con- 
both widths hold to the Code level of $5.10, necticut and Rhode Island. Mr. Grant started 
delivered at Boston points, and sell freely as in the lumber business with this well known 
offered. For eastern white cedar shingles de- Springfield concern, from which he withdrew 
mand is not pressing, but the two top grades’ several years ago, to enter the retail trade. 
are well sold up at: $4.75 for extras, $4 for His home is in West Springfield. 
VS clears, $3 for 2nd clears, and clear whites, 
and $2.50 for extra firsts. The market for * 
West. Coast red cedars by water is scantily Baltimore, Md. 
writer supplied by lots in storage at all coast points. . 
and of With no further arrivals probable before | North Carolina Pine.—Reports of a change 
ecutive early August at best, buyers must necessar- in Code price policy have resulted in hesi- 
> Code ily turn to all-rail shipments. Sales from tancy among buyers, so that there is no 
, storage today are at: XXXXX No. 1, $4.01; longer any disposition to augment stocks. 
greed No. 2, $3.47; No. 3, $3.13; Perfections, $4.35 Box makers are fairly busy, and are buying 
- re- per square. All-rail, XXXXX, $4.16; Perfec- according to needs. Construction work lags. ‘Sell More 
years tions, $4.54. Georgia Pine.—Sales volume has not shown o.* 
would Maple Heel Stock—There are few sales any marked pick-up. The trade is charac- Modernizing Jobs 
dustry, transactions, as buyers mark time pending terized by caution. te chewinn peespaeitee euetemee hae Ge 
re” be- clearing of labor troubles at the shoe centers, Douglas Fir.—With various large construc- po ln mi job will look, how much it will 
s been which may drag along until early August. It tion projects under way, there is some de- cost. z 
by the ff 's believed that the next season at the heel mand for big dimension lumber. The supply- |} Send. ine Four ROtntitine With suggestion 
ny fa- nag = ar ee ere gy — = ing of small quantities is a feature. of what change is desired. We will furnish 
oc e s Se > r4 r 
hougtt Hi ton days, there are persistent reports of more , Hatéweeds——The edge seems to have been FLOOR LAYOUT, PERSPECTIVE SKETCH, 
cetings liberal terms being offered by sellers in ef- taken off the activity = May and earlier, LUMBER AND 
. i F "6 . : : orders now coming in rather irregularly. 
pe forts to stimulate buying. Both buyer and MILLWORK LIST... . $2.50 
cleav- seller are in a state of confusion as to the . . i ttention by air mail. Send us 
should probable price level later on. ‘There have Philadelphia, Pa. a pong edn make hh. for you. 
nerally been sales of 2-inch of the so-called “bootleg” We also make, sell and rent models made 
exclu- grade—with defects in—at $75@82, but the Business is going ahead very nicely. Prac- - Pe ee ee nt tn” oie 
id” be- standard - 2 grade, kiln dried, is held at . — a has — nigel en me ee caaaak Gow neleen , 
range of $90@105. Most buyers are out o with some dealers reporting v y . 
It om, the market until the outlook is more clearly considering existing conditions. As a result Lumberman’s Drafting 
inger s defined. of the strike on the West Coast prices have & Listing Service 
agree- Pine Boxboards—The better lots of both increased on some items, and old stocks [logs peumheller Bldg., Walla Walla, Wash. 
| is to round edge and square edge find a prompt that were slow sellers have recently begun 
roduce market as the stock reaches shipping condi- t® move. The industrial consumers are fairly 
hat the tion, with the former selling at $17 f. o. b. USY, and report a fair volume of sete ye 2 oe 
t $50,- mill yard for inch, while the square edge, if BOX makers are moving es ser A nd 
f lum- of good average width, sells readily at $27. planing mills are rather busy. — ti - 
e sup These are minimum Code prices for standard been a slight increase in house conetrus —— HITE RIVER 
whole- Stock, and there is very general complaint | Hardwoods.—Sales continue only fair. It W 
. - among shippers that substandard lots are not is felt, however, that the market is some- 
ine in moving even at the lower price differentials. what firmer than it was a few weeks ago. LUMBER COMPANY 
some- All mills are working on the forty hour per Fir and Hemlock are in good demand, but 
— week quota. , the West Coast strike has crippled water 
a long ' business. Rail shipments are better, espe- " 
of re- - New England Association Doings cially of the aueer aveten. Fencing has had For Mixed Cars of 
- retail The New England Lumberman’s Associa- a good demand. 
ere he om — its gegen cron oe? ag Southern Pine business has improved. YARD and SHED STOCK 
;calper ian, #8 named a research committee to pooring and finish sales have increased con- 
Fcials. pdr Lc a tig ag ea =. siderably, as well as sales of Facog ane Including Bevel Siding, 
The | J. Harry Rich, assistant professor of forestry Doards, | Dimension, which, bag been, very Mouldings, Lath, 
tion 1s at Massachusetts State College, and the other being placed , Shingles 
in this members will include Prof. K. W. Woodward, ‘ idi well as “A” 
of all head of the forestry department of New a pn ig Me ae ee ? 
nufac- 7a University: Xe Ww. Rathbun, Dub- ae an A powerir Me av pas a a iat w ASHINGTON 
hn, N. -: Harold ilkins, Milford, ; # aho an onderosa n é 
rm of and Merritt Langdell, Manchester. demand. The best sellers are C select and the ENUMCLAW, Ww 
ms OF At a meeting of the New England Whole- Nos. 2 and 3 commons. 
e 100 Sale Lumber Association held on June 8, the Shingles are steady, with demand good. 
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it's time to INSULATE 
against SUMMER HEAT 


And the proper 
insulation — 
SEALAL BATS— 
They "stay put" 
—are wall - thick, 
fire - proof, mois- 
ture - proof, per- 
manent — please 
Profits to you. 
home owners and 
bring Greater 


ah thesis. bees / 
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& MFG. Coa, Alexandria, Ind. 


WORLD'S LARGEST EXCLUSIVE MANU- 
FACTURERS of ROCK WOOL PRODUCTS 
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Want to get away from the 


HEAT and WORRY? 


If you want a nice place for 
your family for the summer, 


Here it is— 


A nice cottage overlooking the lake on 
the east shore of Lake Michigan, on U. S. 
12, 65 miles from Chicago, easy to reach 
by South Shore Electric and Bus—at 
Lakeside, Mich. Lots of shade trees— 
fine private beach. The cottage has all 
conveniences—hot and cold water, elec- 
tric lights, bath room. Kitchen, dining 
room, living room, three bed rooms, 
large screened porch. All furnished ex- 
cepting silver, linen, sheets and com- 
forters. Also garage. One block to fine 
hotel, about a mile to Chikaming Golf 
Club. For rent at moderate rental for 
the season to Gentiles. Address “E. 57” 
care American Lumberman. 
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The Philadelphia Wholesale Lumber Dealers’ 
Association will hold its annual summer outing 
at the Bala Country Club on July 19, and a 
full and interesting day is being planned. 


Joseph A. Gillespie, of Philadelphia, Pa., who 
represents the Peavy-Byrnes Lumber Co, in that 
territory, has recovered from an attack of pneu- 
monia and was out for the first time June 12. 


M. R. Silber, of Chickasaw, Ala., sales mana- 
ger of the J. M. Card Lumber Co., on a recent 
business trip to Atlantic Coast markets stopped 
in Baltimore, Md., and told distributors there 
that he had found business quite good on this 
our. 


Arthur Jones, of Chicago, assistant to the 
president of the Tremont Lumber Co., who is 
on a business trip to the East and South, had 
some encouraging things to say about the pros- 
pects for lumber selling when he stopped off in 
Baltimore last week. 

Wallace D. Wolfe, of Lafayette, Ind., who 
recently withdrew from the Lafayette Lumber 
Co., of which he was head, has been nominated 
for county auditor, on the Democratic ticket. 
Last year he was president of the Indiana Re- 
tail Lumber Dealers’ Association. 


At the annual convention of the Central Kan- 
sas Lumbermen’s Association, held recently at 
Salina, Kan., H. L. Hibbs, manager of the 
Badger Lumber & Coal Co., Herington, Kan., 
was elected president, having served as second 
vice president during the past year. 

R. J. McCormick, of Lincoln, Neb., commis- 
sion lumber salesman, has been enjoying a two 
weeks’ vacation in Chicago, visiting his father, 
Fred P. McCormick, who was in the retail and 
commission lumber business in Nebraska for 
twenty five years. While here the son has been 
“doing” the World’s Fair. 

E. E. Woods, of Kansas City, Mo., secretary- 
manager of the Southwestern Lumbermen’s As- 
sociation, is on a month’s vacation in California, 
where he witnessed the graduation of his son, 
Kelly Woods, from Stanford University. In Mr. 
Woods’ absence the association office is in 
charge of J. E. Johnston, traffic manager. 


Harry Marble, of Batavia, N. Y., who has 
been manager of the Liberty Street Lumber & 
Coal Co., has taken over the company’s coal 
business under his own name, and John B. 
Caskey has become manager of the Liberty 
Street company, which now will confine its ef- 
forts to the lumber and building supply business. 


J. D. Clyde Lewis, of Wheeler, Ore., head of 
the J. A. Lewis Shingle Co., accompanied by 
Mrs. Lewis attended the recent graduation cere- 
monies at Notre Dame University, South Bend, 
Ind., to watch their son, Clyde Lewis, Jr., re- 
ceive his degree in arts and letters. The young 
man, who during his last year at the university 
was senior manager of the football team, has en- 
rolled for a three-year course at the Harvard 
University Law School, which he will enter this 
fall. 

A. J. Lehner, veteran woods operator of 
Saint Louis County, Minn., was a visitor at 
the AmMerIcAN LUMBERMAN Offices this week, 
having come to Chicago to transact business 
and to look over the World’s Fair. Mr. Lehner 
has been engaged in woods operation in north- 
ern Minnesota for something like thirty years, 
his post office address being Brimson and ship- 
ping point Fairbanks. He is mainly engaged 
in the production of pulpwood, cross-ties, posts, 
slabwood etc. He has at present something 
like 1,000 cords of pulpwood stacked, but re- 
ports slack demand from the paper mills. 


_ Among the recent visitors to the lumber trade 
in Buffalo, N. Y., have been S. W. Bowen, of 


el 


Shreveport, La., general sales manager gj 
Weaver Bros.; Joseph F. McCarthy, New York 
City representative of the Oregon Lumber (Co, 
Baker, Ore. ; Clinton DeWitt, of the Holt Hard. 
wood Co., Oconto, Wis.; Russell D. Baker, of 
San Francisco, Calif., manager of the Redwood 
Sales Co.; Douglas Jones, of New York City 
representative of the Florida-Louisiana Red 
Cypress Co., Jacksonville, Fla.; L. S. Rounds 
of Albany, N. Y., secretary of Mixer & (Cp: 
and D. W. Gossard, of Enumclaw, Wash., sales 
manager of the White River Lumber Co. 


Amplifying the report in the June 9 issy 
of the AMERICAN LUMBERMAN, announcement 
has been made of the appointment of A, J, 
Glassow as assistant manager of the Brooks. 
Scanlon Co., Bend, Ore. This appointment fills 
the position made vacant five years ago by the 
death of H. E. Allen and involves no other 
change in the Brooks-Scanlon organization. Mr. 
Glassow is a native of Wisconsin and has been 
in the lumber business all his life. In 1912 he 
took a position with the Wausau Southern Lun. 
ber Co., Laurel, Miss., and remained there as 
manager until recently when that concern went 
out of business. Mr. Glassow was accompanied 
West by his wife and young son. 


ooo" - — EE 
Adds Salesman to Staff 

Martin L. McDonnell, Chicago sales repre. 
sentative of the Bloedel Donovan Lumber Mills, 
ellingham, Wash., has announced that C. P. 
Cormany has become associated with him and 
will represent the company in southern Wiscon- 
sin and northern Indiana. 

Mr. Cormany has been in the lumber business 
for more than twelve years. He formerly was 
with the Weyerhaeuser organization, and in 
more recent years has been selling for the Frank 
Porter Lumber Co., Chicago wholesaler. 





=e 


Visits Southern Lumber Mills 


C. B. Cunningham, of the Cunningham Lum- 
ber Co., Chicago flooring and cooperage broker, 
who was in McMinnville, Tenn., to attend his sis- 
ter’s wedding June 9, also took occasion while 
in the South to visit numerous mill operations in 
the vicinity of Nashville, Louisville, and other 
cooperage centers. ‘ 

Most of the lumbermen with whom he talked 
told of a definite slump in business during the 
past sixty days, and blamed it largely on too 
much Governmental restrictions on manufac- 
turers and jobbers resulting in too high building 
costs for the consumer. Many thought that price 
regulation was definitely cutting its own throat 
and would not last. With some buyers als 
holding this opinion, and with conflicting re 
ports from Washington, little lumber save that 
for immediate use on specified contracts is being 
bought, Mr. Cunningham said. 





Commission Leaders Meet in 
Chicago 

The control committee of the National Asse 
ciation of Commission Lumber Salesmen met i 
Chicago June 15 to discuss the results of the 
meetings of the Lumber Code Authority and 
the National Lumber Manufacturers’ Associa 
tion earlier in the week, to outline future plans 
for their own organization, and to instruct dele- 
gates to the Code meetings in Washington, D. 
C. President W. E. Morgan, of Columbus, 
Ohio, presided at the long and earnest session. 

It was well attended and those present ex 
pressed the conviction that the Code is here t0 
stay, and that it undoubtedly will become mort 
effective in the near future, as administrative 
machinery begins to work more smoothly. It 
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was reported that there was some dissatisfaction 
with conditions under the Code but that no 
manufacturer or retailer is willing to “junk” 
the Code and revert to the conditions of a year 
ago. As one member expressed it, If condi- 
tions are this bad under the Code, what would 
they have been without it? 





Sees Better Business Prospects and 
Enlarges Organization 


The Vanlandingham-Cook Lumber Co., Chi- 
cago commission firm dealing in southern and 
western softwoods and hardwood flooring, has 
added two more commission salesmen to its or- 
ganization. 

W. M. Belk, who for many years traveled in 
Illinois, Iowa, Wisconsin and Indiana for W. 
G. Wheeler, of Rockford, Ill., and who has 
wide experience in both the manufacture and 
the sale of southern pine, will now represent 
the Vanlandingham-Cook company and will 
continue to make his headquarters in Rockford. 
The other addition to the organization is James 
J. Vranek, who for a number of years was with 
the Mummert Lumber & Grain Door Co. and 
more recently Chicago representative of the J. 
L. Jackson Lumber Co., Portland, Ore. 

Walter B. Vanlandingham, president of the 
company, in making the announcement said: 

We are increasing our organization because 
we can clearly see signs of improving busi- 
ness, and now that the National Housing Act 
has been passed we are anticipating a large 
increase in the demand for lumber. 





—— 


Enters Lumber Sales Field 


Herbert M. Moore, who for the past two 
years has been general superintendent of the 
Sumter Wood Products Co., and Sumter Cabi- 
net Co. of Sumter, S. C., manufacturers of hard- 
wood dimension and furniture, has severed this 
connection to engage in selling lumber and di- 
mension stocks. Mr. Moore, who comes from 
an old and well known line of lumbermen, se- 
cured his early training in hardwoods, pine and 
cypress with the Tilghman Lumber Corporation, 
of Sellers, S.C. After doing cost work for this 
concern he went with the Carolina Wood Turn- 
ing Co., of Bryson City, N. C., where he did in- 
dustrial engineering work, together with secur- 
ing cost data of southern hardwoods, compared 
with Appalachian hardwoods, at the same time 
making a comparison study of the manufactur- 
ing facilities of the two sections. With his back- 
ground of knowledge of furniture and dimension 
stock, as well as the different species of woods, 
Mr. Moore is in excellent position to serve the 
purchasers. 


Fun at Golf and Bridge 


Employees of the Lumbermen’s Credit Asso- 
ciation, Chicago, enjoyed a pleasant outing with 
their friends Saturday afternoon, June 9, at the 
Old Orchard Country Club. There were about 
150 present, and many of them played golf. 
Others played bridge, and the rest kibitzed. 

There was a banquet in the evening with L. 
C. Risberg officiating as toastmaster at the en- 
tertainment program, which included awarding 
of prizes. Dancing completed the day’s pleas- 
ures. 








Plan Annual Chicago Golf Tourney 


The twenty-eighth annual tournament of the 

umbermen’s Golf Association of Chicago will 
be held June 26 at the Bob O’Link Golf Club, 
one mile south of Highland Park, it has been 
announced by Secretary J. L. Strong. 

It is believed that there will be a good at- 
tendance at the event this year, and an inter- 
esting time seems assured. The usual trophies 
are offered for those who prove to be good at 
the game, and lunch and dinner at the club 
house. The club can be reached either by auto- 
mobile or by railroad and taxi. 

J. A. Bishop is chairman of the arrangements 
committee, President Joseph D. Mercer is en- 
tertainment chairman, and Frank E. O’Dowd 
is chairman of the committee on handicaps. 
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Enlarged Its Sales Personnel 


In the June 9 issue of the AMERICAN LuM- 
BERMAN announcement was made of the appoint- 
ment of the Metropolitan Lumber Co. as sales 
representative in the Chicago territory of the 
Red River Lumber Co., Westwood, Calif. The 
appointment of the Metropolitan Lumber Co. 
refers only to sales of lumber and molding in 
carload lots and the Red River Lumber Co. will 
maintain its Chicago sales office just as hereto- 
fore, under the charge of H. V. Scott. 

In addition to California white and sugar 
pine lumber and moldings, the Red River Lum- 
ber Co. manufactures cut stock, dimension 
stock, panels, plywood, veneer, and a varied line 
of fabricated lumber items. The sales of the 
Red River Lumber Co. in Wisconsin, Illinois, 
Kentucky and portions of Missouri and Indiana 
are handled through the Chicago sales office. 





New Manager of Scaling Bureau 


Tacoma, WasuH., June 16—Adolph Bloom 
arrived here this week from Aberdeen, Wash., 
to become manager of the Pacific Coast Log 
Scaling Bureau. He succeeds the late C. H. 
Hoover, who was fatally injured in an automo- 
bile accident near here last month. Mr. Bloom, 
who for the past year has been manager of the 
Grays Harbor Log Scaling & Rating Bureau at 
Aberdeen, was elected manager of the Pacific 
Coast bureau at a meeting of the directors of 
that body early this month. The Pacific Coast 
bureau is the central checking agency for all 
Oregon and Washington bureaus and has a 
number of field checkers who visit the various 
bureaus to insure uniform log scaling in all 
districts of these two States. 





Installing New Sawmill to Cut Core 
Logs 

Ketso, WAsH., June 16.—A new sawmill at 
the M. & M. Plywood Co.’s plant here is being 
installed by the three Closner brothers, J. D., 
J. M., and E. D., of Carrols, Wash. The mill 
will saw about 20,000 feet of lumber daily, from 
cores of veneer logs and such logs as the ply- 
wood plant can not use. 

The Closners operate two small sawmills near 
here, and recently sold a third mill, and they 
also own a planing mill. 





Plan "National Open" Lumber Golf 
Tournament 


CINCINNATI, OuntIo., June 18—A hundred or 
more lumbermen golfers from all parts of the 
United States and Canada are expected to take 
part in a big tournament to be held at the famous 
Kenwood Country Club here Sept. 26, the day 
before the thirty-seventh annual convention of 
the National Hardwood Lumber Association 
opens at the Netherland-Plaza Hotel. 

The Cincinnati Lumbermen’s Golf Associa- 
tion is sponsoring the tourney, and President J. 
J. Linehan has appointed J. C. West, of the J. 
C. West Lumber Co., chairman of the committee 
to handle all arrangements. Other members of 
the committee are: W. C. Barlett, W. C. Bar- 
lett Lumber Co.; E. M. Bonner, Atlas Lumber 
Co.; Sam Piates, Mowbray & Robinson Lumber 
Co.; R. E. Thompson, Thompson Hardwood 
Lumber Co. 

The tournament will be an all-day 36-hole 
affair, with enough events and prizes to give 
everyone a chance, regardless of his handicap. 
It should be good, for in lumberdom there are 
some good golfers and this is one of America’s 
premier courses. The banquet, entertainment 
and presentation of awards will cap a happy 
day with a joyous evening. 





Moves to New Location 


New York City, June 18.—The Ruberoid 
Co., well known manufacturer of asphalt roofing 
and asbestos shingles, today established its ex- 
ecutive and sales offices in the new location at 
500 Fifth Avenue, corner of 42nd Street. 
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of time, neither wholesalers, retailers or con- 
sumers are willing to buy for future needs. 
Many of the mills are reported to be dis- 
satisfied with the present Code affecting 
them, as they have been piling up unsold 
lumber. The present rating of mills is re- 
ported to be working hardship to some of 
the largest concerns. 


Hardwood.—Trade is slow. Many custom- 
ers that formerly bought in carlots are now 
confining their purchases to a few hundred 
feet to cover immediate needs. Some im- 
provement is looked for as soon as the fur- 
niture shows are over with, but no large 
buying is expected during the next few 
weeks. 


Memphis, Tenn. 


Southern Hardwoods.—The general buying 
ef hardwoods stopped when reports were 
published indicating that the minimum price 
feature of the Code would be abandoned so 
that open competition would be resumed. 
Many buyers are waiting to see what will 
happen, although it has now been definitely 
announced that the price feature of the Hard- 
wood Code will not be changed. Buying is 
done only when supplies are badly needed by 
consumers. Orders are scarce, with ship- 
ments holding up fairly well. 


Domestic Demand has slowed up consider- 
ably with the coming of hot weather. The 
manufacturers of automobile bodies continue 
to be the best buyers. Automobile manufac- 
turers report a fair demand for cars, but 
there has been a slowing up of production 
which has adversely affected the hardwood 
market. Sales to manufacturers of flooring 
and furniture continue exceptionally slow. 
Demand from retail dealers has been better, 
many improvements being made on farm 
and city property, but it has not been up to 
expectations. 
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Foreign Demand has begun to slow UD a 
the summer season arrives, English bupen 
particularly buying for immediate needs only, 
Shipments, however, are holding up wel] as 
many exporters have a large number of 
orders on their books. : 


Production—Stocks have been increasing ty 
some extent, but it is expected that operating 
quotas will be cut to ninety hours in July 
compared with 120 hours for June. Weather 
has been good. 


Norfolk, Va. 


North Carolina Pine.—Some stir was causeq 
by newspaper announcement that the NRA 
would abandon price lists, but the Code ay. 
thorities have sent out telegrams that the 
lists are effective until July 1. There are 
persistent reports of selling ‘below Official 
minimums. There is a question in the minds 
of many lumbermen, millmen, retailers and 
wholesalers, as to just what is going to hap- 
pen after July 1, so little business is expected 
to be done in the meantime. Most millmen 
are cutting down on production. Many be. 
lieve the establishment of a price list has 
been a mistake. On every hand is heard the 
cry that the price of building materials js 
too high, and a large industrial consumer of 
box lumber is reported to have changed to 
paper containers for 40 percent of its re. 
quirements. During summer not much new 
building business is expected, but there was 
no spring demand, and it is hoped that Fed- 
eral home financing will bring some stimulus. 
Retail yards are sending out some lumber 
for repair work, but their total buying in 
ecarload lots is very light. 


Cincinnati, Ohio 


Hardwoods.—Uncertainty among consum- 
ers as to whether price-protection is to be 
continued has disrupted trade. Many buyers 
ceased to forward inquiries or manifest any 
interest, despite assurances that minimums 
would be retained. A few scattering orders 
have been placed where customers could not 
wait, but big buying was conspicuous by its 
absence. 


Study Cargo Rates on Hardwood Exports 


New Orveans, La., June 18.—The disruptive 
effect of tramp or non-Conference tonnage 
operating out of the Gulf was explained by 
shipping executives and other interests at a 
hearing conducted here on June 5-6 by Exam- 
iner Lloyd Tibbott for the U. S. Shipping 
Board. The testimony of the shipping men, 
which included details as to the adequacy of 
Conference line services, uniformly indicated 
that continuance of existing conditions would 
be certain to bring dissolution of the Confer- 
ence groups, and lapse of present regular sail- 
ings. It was also stated that the non-Confer- 
ence lines operate foreign flag bottoms, and 
lift cargo almost universally in the major ports. 
Testimony offered was that non-Conference ves- 
sels discriminated in favor of large shippers, 
and that small shippers were not accorded space, 
or, if their cargo is lifted, equality of rate does 
not prevail. 

The non-Conference lines were identified as 
the States Marine Corporation; the Gulf States 
Shipping Co., of which Jules L’Hote, of Page- 
L’Hote is president; and the Roasaco Line, a 
service owned by timber shippers in the east 
Gulf, occasionally carrying naval stores. The 
States Marine was named as principal non- 
Conference operator. 

Testimony was given during the first day by 
H. J. Lamson, hardwood exporter, of New 
Orleans, who urged stability in ocean rates and 
uniformity in charges to all shippers. 

On the second day, Emmett B. Ford, of the 
Mengel Co., president of the National Hard- 
wood Lumber Exporters’ Association, com- 
pared the ocean rate situation with railroad 
conditions prior to creation of the Interstate 
Commerce Commission, urging similar stabili- 
zation. He declared the fluctuation of ocean 


rates has seriously affected foreign markets 
for American hardwoods, combined with the 
effect of unwarranted price cutting. Charter- 


ing, he said, is accomplished by offering an 
inducement in price to attain volume, with con- 
signment shipments (before the establishment 
of the Code) that became distress stocks. When 
large quantities of hardwood arrive abroad, in- 
stead of parcel lots by Conference lines as the 
market requires, there is a resultant lull in 
sales which brings price cutting. 

His company and the association, said Mr. 
Ford, think that shippers are entitled to char- 
ter and secure advantages, but oppose creation 
of distress stocks and destructive prices as 
detrimental to the industry. He said the re- 
duction of Conference rates to meet chartering 
comes too late to aid the smaller shippers, as 
the overseas market is already glutted. The 
mere fact that a vessel is in berth and loading 
is indicative of damage done, he asserted. Mr. 
Ford expressed the opinion that the only way 
to meet the situation is regulation of the car- 
riers, inasmuch as price control on the other 
side is not feasible. 

The circularization of its members by the 
Timber Trade Federation of Great Britain, urg- 
ing use of the steamship Conference lines, was 
cited by Mr. Ford as expressive of a desire for 
stabilization. He said the recent rise in ocean 
rates had stopped shipments, on account of the 
feeling in the United Kingdom that private 
charters will come in and break the market. 

On being asked if the total volume of Amer- 
ican hardwoods business abroad had been in- 
creased by chartering and accompanying low 
rates, Mr. Ford replied that statistics failed to 
show such increase, and, insofar as he could 
see, the chartering had no effect in increasing 
American trade. Mr. Ford said he did not care 
to express an opinion as to regulation of the 
rates, but stated he believed control is needed. 
He favored contract rates. 

The hearing was announced as scheduled for 
resumption in New York City on June 18. 
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LUMBER MARKET REVIEW 


Sales in Local Southern Pine Territory Little Hurt by 
Drouth; Large Sizes Most Active 


Southern pine mills seem to be benefiting to a certain 
extent from the inability of West Coast mills to load inter- 
coastal or export shipments. So far the Atlantic coast 
has been well supplied with boats loaded some time ago 
and now arriving, but a few orders are being diverted to 
southern pine, and more are likely to be. The South and 
East are little affected by drouth, and farmers here will 
benefit by higher prices; but there has been a marked 
decline in orders from the Southwest, middle West and 
Lake States. All yards, however, have tended to hold back 
since rumors of abandonment of  cost-protection got 
around, and there continue to be many complaints of sell- 
ing below minimums. Most of the retail orders placed 
with the large mills have called for wide assortments of 
uppers, and the bulk of the business in common items 
continues to go to the small plants that can sell at a price 
differential. Arkansas soft pine mills noted some decline 
in business with threat of drouth, but rains were followed 
by an encouraging pick-up; these mills have been securing 
some nice orders for Federal construction projects. The 
North Carolina pine market is dull, and purchasing by in- 
dustrial users of box grades has been heavily curtailed by 
reason of rumors that Code minimums would be discarded; 
building in the sales territory is inactive, but it is expected 
that the mills will temporarily benefit from the shutting 
off of West Coast cargo shipments. 


Northern Pine and Hemlock Sales Are Less Active; 
Eastern Spruce in Good Call 


Northern pine demand from both Northwest and 
Niagara territories has become slower, partly because of 
light consumption, especially in the drouth-stricken North- 
west, and uncertainty over maintenance of Code price lists. 
Yards have tended to withdraw from the market, and there 
is little call from industrial users, many of them faced by 
strikes, or from millwork concerns. 

Demand for northern hemlock has recently fallen below 
last year’s low level, and below current production which, 
while small, shows an increase over last year’s totals. 
Crop damage by drouth is having a serious effect on yard 
demand from most of the local sales territory. 

Eastern spruce mills, now getting over their production 
difficulties, are catching up on their order files. Some 
of the orders that usually go to waterborne West Coast 
fir will naturally be diverted to them should the longshore- 
men’s strike continue, and they are also relieved of com- 
petition from the Maritime Provinces, which find a good 
market in the United Kingdom. 


West Coast Waterborne Trade Tied Up By Strike; Rail 


Business Hurt by Drouth, Price Rumors 


The West Coast market continues to be seriously re- 
stricted by the strike of longshoremen, which so far has 
prevented the making of water shipments to either do- 
mestic oy foreign markets. The report of waterborne 
business for May shows that British Columbia made 
about two-thirds of the total offshore shipments, and that 
the third shipped by Northwest mills were largely to China 
and Japan, but very little lumber was sent by the Province 
to domestic markets, and the Northwest mills’ domestic 
total was roughly equal to the British Columbia foreign 
shipments. A reassuring announcement is that the tariff 
will be continued on imports from Canada. 

Rail business has been quite hesitant because of rumors 


of abandonment of Code prices, and also because there is 
little consumption, crop damage by drouth having decided 
many yards to withdraw from the market. Some parts of 
back-haul territory are taking direct rail shipments, but 
total of such business is small. There is only a moderate 
volume of railroad and industrial business being placed, 
but the mills are encouraged over announcements of large 
purchasing schedules for Federal construction projects. 

The Atlantic coast has fairly good stocks in storage, but 
because of the West Coast strike, arrivals will now cease 
and there will be a period during which current demand 
will make a heavy drain on these holdings. As building 
is inactive, and distributors are uncertain about mainte- 
nance of Code prices, there is a disposition to proceed very 
cautiously. California consumption is small, and urgent 
needs are being supplied by rail shipments. 

Practically all the export orders are going to British 
Columbia mills, because of the inability of Northwest 
mills to load during the strike; and the Canadian sellers 
have been greatly aided by offering of distress space at low 
rates. There is a general feeling that the waterfront tie-up is 
offering a big opening for Russian competition. 


Demand for the Western Pines Has Slowed Up; Low 
Grades Have Been Moving Best 


There has been a decline in the demand for western pines, 
caused partly by the falling off in consumption in the 
large areas affected by drouth and consequent withdrawal 
of many distributors from the market, and partly by rumors 
that cost-protection pricing is to be abandoned. The mills 
are, however, encouraged by the prospect of some large 
sales for Federal projects, and in fact orders from con- 
tractors have already effected a reduction of surplus stocks 
of No. 2 commons, though mill assortments of these con- 
tinue more than ample for current light demand. While 
mill stocks are about one and a half percent larger than 
they were a year ago, they are well balanced, and short- 
ages might easily result from a fair improvement in de- 
mand. Shop has been dull, and mill stocks are in good 
assortment; and the same is true of selects. There had 
been a good local demand for box lumber, and booking 
was active until minimum prices went into effect June 2, 
but since then has slowed up. Water shipments through 
West Coast ports to the Atlantic coast have been tied up 
by the longshoremen’s strike. 


Industrial Consumers of Hardwoods Tend to Hold Back; 
Building Items and Box in Fair Call 


The market in hardwoods has been especially disturbed 
by rumors that cost-protection prices would be abandoned ; 
distributors and consumers do not wish to take a foot 
more than necessary until the outlook is clearer. Strikes 
or threats of strikes in the automobile and steel industries 
are another adverse factor. Price reductions on popular 
motor cars indicate stronger sales resistance, but that it is 
being at least partly overcome is shown by continued fair 
demand from the factories. Furniture buying is dull pend- 
ing the outcome of the shows. A moderate seasonal in- 
crease in sales of flooring and trim is reported, but the 
volume of this business is small; improvement in this line 
depends on the success of the Federal home renovizing 
drive. There has been a larger demand for box grades, 
which may mean that the South expects to supply a larger 
share of this season’s fruit and vegetable pack. Export 
trade is quiet, as it normally is during the holiday season 
in the European markets. 


Statistics, Pages 46-47 — Market Reports, Page 56-59 — Prices, Pages 64-66 
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No. i ; | wnbe ue 1.33 60.00 Casing, B “as Dimension No. 1 Longleaf § °°’ °"° vere S241 

ortleaf.. 38.00 *40.00/5&6/4 thick— asing, Base & Jamb | 224° Dimensi , 
Longleaf .. 49.00 4, 6, 8”...957. 56 *55.67 a iF"& 14’.. 25.33 25.50| 2x4” —" on oe 
No. 2 .. 30.00 *29.25 5&10” -*62.73 *23 6) | B&better, Oe sevens 26.53 *25.87|12 & 14’..*26.47 *26.60 nag 
x4” flat las” wos: 69.00 *70.64.1x4" ..... *49.41 49.19| 2x6" | RS ©27.50 *27.59 | soneleat 

crain— — 1x6&8” 50.83 49.8212 & 14’.. 23.58 23.50 | 2x6” tx6—-8x8". 24-00 Tet 
Bé&better. ‘ 31. 28 38. 20| Teh thick— j1x5&10” 56.50 55.25\16’ ....... 24.57 *24.33 |12 14’. .*24.46 *24.50 | 3&4x10".. /*32.77 ah 

vee 33.22 L Lapp Prewey 36.00 36.5 ” er #25. 7.75 |5x10— _ ; 
No. 2 ....%18.92 19.61 , TT ETe 2675 26.86| No. 1 Fencing, 10-20’ i 14’.. 24.63 24.50] 2x8” vnlions om x x10" . .*31.90 *31,89 
ic aath 36.50 37.00 1x4” om | | ne 05°50 9550112 & 14’ ..*25.41 27.75 | 3& 4x12” ..%41.11 942.99 
Ceiling, Standard ; 00/1x4” 1... $1.93 32.55) 16 - 25.50 25.50 | 12, 25.41 27.75 ieraelen ones 
Lengths ip eo! B800 6817 Exe" eee 33.61 33:82 | 2x10” ca sunhs *26.27 29.25 |5x12-12x12"40.00 40.68 

Bebetter.. 27.50 928.06 om. 7 a | No. 1 Ship! oz, weeees 26.35 °36.33 iz. *2 ae 
etter.. 27.50 *28. o. plap and (14’....... 26.36 26.50|12, «+-+--- 28.75 28.25/3 a 

No 1) #2750 *25°05 Plaster Lath Boards, 10-20’ - eee Sree CET ERIE, o-- eee. £28.38 33:00 | 4x6 8x8”, 30.86 #1984 
a %x1%", 4’ 1x8”. 93.12 32.96|2x12” he re *29.50 *30.78 |\3&4x10” .. 25.08 *25.45 
Peewatter. . apt ty _ 1 3.51 3.41 1x5&10”.. 36.00 39.54 |12 & 14’.. 29.62 *29.23 12, & 14’. .*33.28 *33.41 ee ieo” aaah ou 
pin Y .25,No. 2 2.77 2.53 1x12” 5 7 ro o- oo ae ° < 3.41 /3&4x12” .. 28. 7 

5 o 53 1x1 45.93 47.44116’ ....... 30.97 *31.46,16’ ....... *39.85 40.50) 5x12—12x12”28.00 26.15 

Following f. o. b. mill prices on actual Seattle, Wash., June 16.—Prices for red Followi NSAS SOFT PINE 
sales were reported to the Western Pine cedar siding in mixed cars, new bundlin 8 f er see Svereee comes. pees, Se 
Association by members during the period to 18 foot, f. o. b. mill, are , aa - SD. mill Squres being based on shevies 
May 1 to 15, inclusive. Averages include Beveled Sidi i weights, obtained by Arkansas soft pine 
both direct and wholesale sales, and are ey Ye =. “RB” mills during the week ended June 16: 
based on specified items only. Quotations | 4-inch ............. $22.00 $20.00 $17.00 Pieering 

: Sr eererereeeree 2 22. : 1x3” 1x4” 
— Rae Tererseeenes ped age ape Edge grain—B&better ....... $52.00 $52.00 
5/4x8” 6/4x8” . ° . ov- ove Flat grain—B&better ececccce 38.50 38.00 

SeLects, S2 or 4S— 1x8” &wdr. & war. ‘ Clear Bungalow Siding %_ inch : , 

C Select RL...... $40.97 $54.52 $55.25 BrIMCN wee e cece cece cece eee n eee en ences $37.00 | B&better, 5x4” — 

D Select | ee 38.28 47.67 42.50 10-inch COCOHHC OSHC HORE SOSESOS EC EES OH OHS EEED®S 47.00 i “x4 ee eer eee ee $28.00 
Suor, S2S— No.1 a0 * SP. ke caseeneacseea we pnee ee eetaemen 59.00 Partition and Siding 

| jaar $33.65 $26.93 Finish, B&better S2s or S4s | Boston partition, B&better, {§x4”...... $36.00 

| Bpaeebetsetqerotadeoeeve- 32°57 25 83 st or Rough nk siding, B&better, 1x6”..........+- 36.00 
Stein th de tihes Me. ¢ Me. 8 ize, se in warnh buebok ee oneeen beidwaiadte 40. 00 PG BRO, FO Bi BMS 6 vkcctecescneces 24.00 

ix 8” R ins hlhapig gn 21°67 18,93 ne» 45.00 7 Finish, S48, B&better 

Ad BeeRaeaees 21.67 PeO3 | 1x12" ese e ieee eee eee eee eet eee eeee ees 50.00 | 1X6" oo ....e eee eee eee eee eee ece eee eee ees $44.00 

No. 4, 4/4, RW & RL... 13:77 Sees Setshesewets teeseveresaenasenensy cas om POT PETS Tee Te TPE ETT CTT ee TT. YY 

Stabe White Pine het oar SE WET sccisaxsesthinesanaccencscoenssad ee 

» 5&G/4x8" | Irop@ege 222222 90:00 | casi Casing & Base 
: . 1x8 Be wdr. | EAEREF wee e cree eee eeereececeeeecees 00 | Casing, 1x4” ... $49.00 
SELEcTs, S2 or 4S— Ceiling or Flooring Casing. 1x5” ................2e.ceeeeee 56.00 

C Select RL ......ccccceces $47.35 $70.25 DT srivarndudeskenitan eee $25.00 ne ca cenkahambah 50.00 

D Select RL ............-- 42.89 SEE T GED caccossesactictarsisasaesacacsnece DEE ee al sail 
Coasaagers, S2or4S— No.1 No. 2 No. 3 Discount on Moldings 1%” and under ae Disco 

a Sakkswak awe $34.85 $27.43 $20.14 Made from 1x4” and under...........+..- 64% og sae adaenenedqaneperetenes. 41% 
{x12 Cig iy ven 64.25 38.13 24.03 | Made from other sizes...........-...... 54% No. 1 Fencing and Boards _ 
No. 6/4, TW @& Whew ccees 14.39 Clear Lattice 5/16” 4 to 16’ a Fencing PERE SER ti RAO ECORI $33.00 

Sugar Pine —_ 100 lin. ft. 1X8” S4S we eee cece cece erence eeeeeeeees 32.00 
‘aa vers, — ize 5/4x8” 6/428" i? CROCS EH OSHS EPH CeCe OHS HEE OO DOO EEE OS $0.25 1X12” S4S. 1. cece eee eee cece cece eee eens 45.00 

a r Ss war. w wdr. JR Cheese seseereseesesseseseseessesessee .30 

B&btr RL ......-. Soe “Meee “OM | OU”... .cocsceancesseconcesseanacannes "35 | No. 1, 2x 4” a pe emeptetntes $26.50 

c Select RL... 61.86 55.32 50.90 BE  sinisenceheexenensth 29.50 

eet Mes ee ee 2x 6" 16)... sss cseeeeeeeeceelee BBO 
SHor, S2S— Noi = No.2 No.3 RED CEDAR SHINGLES Pea ie | SEES 31st 
iibepessananedt 35. 30.21 saa a ey 

 pakaageobens: 34.87 30.40 $22.75 Seattle, Wash. June 16.—The following | No. 2, 2x 4° 16) .......++seeeeeseeeeees 23.08 

ofa oe 46.10 22°90 24.50 et pee ay cedar shingles, per BS OS  vvtacndcsacscnvesewecion 19.50 

squ . o. b. mill, represent th é 
. . Larch—Douglas Fir price, except where figures ‘in al N 1%” 4° eee 5 
No. 1 Dimension, 2x4—16’..........++-- $20.01 following minimum price indicate average He. 2, BATE CO oresesenscscessersses $e 
ne : ——, eet sake 3 paae ah 18.89 sales are above the minimum: 
No. Sommon S2 or 4S, 1x8” RL........ 19.36 r = ‘f , ‘f W 
Vert. gr. flooring, C&better, 4” RL.... 35.75 6" = fe ahaa ee Reis $179 EST COAST LOGS 

18" CEPORc. . wme wicks 281 213 1.54 Seattle, June 16.—Average prices of 1083: 

WESTERN SITKA SPRUCE Be” C6 Ww OE scenes (330) (330) (258) 911-5. No. 1, $20-17; No. 2, $18-13; No. 3, 

Sicedhs tlieiien: te Aaanees Eeeminaid 18” ( ") . 9 rere 2.91(2.95) 2.23 1.6 Cedar: Shingle logs, $10-11; lumber 108% 

P ‘ ] Dimeasions— 7. 

Portland, Ore., June 20.—The following are /2-16") : N 
re ee ced ob (3/ 5; aoe seecees 3.06 2.52 Hemlock: Nos. 2 and 3, $8-9. Export, $12 
Finish— Factory stock— (6%-4/2-24") ..... (3.20) [Special telegram to AMERICAN LuMBERMAN] 

RS: $55.00 AJA oo. ccceee $22.00 To WHOLESALERS (Less discount)— Portland, Ore., June 20.—Log market quo 

1x4” ooo pees. 36.00 | feenteppes: $3.00 | 160 oars eceesse sere. 47 1.97 1.63 | tations: 

RS peer ep — eptebpipes pees 27.50 Weep Seite 2.59 1.95 1.32 Yellow Fir: N ; ; No. 3, $9 
aed $42.50@ 44.50 8/4 ......... 30.00 | 24" (4 bdl. sq.)...... 3.00 1.88 1.44 Red Fir: $1 on eieanagondncagehen 
Bevel siding— 7 eal eel ce 31.50 | 18” (5/2%) ...------ 2.69 2.05 1.46 Cedar: Shingle logs, $12-13; lumber 1085 

— $3.00 RD vavosisvn 34.00 Dimcasioge— — 18-19. 

C56" Fiat gr. 24.00 Lath .......... 4.00 / eve ts .! 2.36 Hemlock: Nos. 2 and $9@10 

%x6” Vert. gr. 27.00 Green box 15.00 {S- wf 44°) peers 3.08 3 50) we oe eens Not ” sie- a 
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NORTHERN HARDWOODS i378 ceeeee 65.00 45.00 30.00 
Following are minimum prices f.0.b. Wau- 4/4. (Narr -. 75.00 55.00 35.00 nee 
afrtilur fa porthurnchapanangacan wine (/¢ ATOW) No 2656549 ARS OAK FLOORING 
i e Aut : Jo.” 
i. ority: Recon Bax FAS = No. 2 No. 3 Following are carlot quotati 
a PAS SEL Mod NO? Nos f/f vrveeeees FAS Com Com Com ase, On oak Neoring: ous, Memphis 
td Som Com Com 5/4 ......... 70.00 45. — 16.00 (Minimum prices authorised b 
| i ceins +> oe fees sreo ae00 feos i ccusbucace 75.00 0.00 33.00 19.00 OT aie a, eee jess than f- 0. b. 
smber s/f s+s727"77 B0:00 60.00 40.00 26.00 20.00 3 paler ek $0.00 70:00 «38.002 1,00 mill price, plus freight to destination from 
aks *> oe00 E50D 43:00 32:00 2000 12/4 teeteeees ones oeee 50.00 sas exandria, La.) nn., Memphis, Tenn., or Al- 
tiated 2 WF iseradeas 55.00 30.00 4#x2y%” ” 
t East px 60.00 N va Git: atd. wht 1H Ber, ete 
Side - heepeeena <r 50.00 27.00 38.00 20.00 Sorr Maris FAS Sel Com ‘Com ‘Com Sal. aa wr 12 Shoo "7880 *erb0 "B40 
eat Bd letssses 68.00 58.00 42.00 30.00 22. kel ‘00 45.00 32.90 2300 18.00 - dtd. wht... 73,00 65.50 48.50 ‘ 
“  peeneaee $8.00 68.00 43.00 30.09 22.00 Parents 60.00 45.00 38.00 2 . Sel. atd. red... 65.00 59.50 . 46.00 
; Te. Siete yt 5.00 19.00 Clr. pln. w y 48.00 46.00 
one, FcR B88 BS oo ame egan g0.00 fsan $808 Zag Cie bin. ved... Goan 000 49-00 41.88 
90 . . . oie ARD Meng: ieig . el. pln. wht... Y . ' , 
3 95 09 Key stock, 4/4, No. 1 and better, $65; or on Mapte FAS __ Sel —. 1 No.2 No.3 No.3 Sel. pln. red... 65:00 s.r 
grade, FAS, $75; No. 1, $55; 5/4, N 4/4 e om Com Com Sound No. 1 com 52.50 7.00 0.00 
) 19.54 better, $70; or on grades, FAS, $80; No i $00, 5/4 $5.00 Hye ote bis. 16.00 18.00 No. 1 com. ra 49:80 43:00 Hat} 34.00 
. + No. 1, 969. . . . 00 17.00 23. No. 2 com. . : . . 34.00 
) 22°43 No. 1 No. 2 Nog 6/4 70.00 65.00 45.00 3.00 Mewenss 23.00 21.00 1 
: BIRCH FAS Sel Com Com ; 8/4 75.0 . 00 32.00 817.00 23.00 ‘ (a8 
Com .00 60.00 50.00 32.0 ; x2” ” 
; Ufos oes G0.00 45.00 37.00 28.00 isco, 244 90.00 75.00 60.00 35 Me actrees Gives | Sit Ue wht. $33 00 $82.00 $96.00 
te Meee 70:00 85.00 45.00 38.00 is.0e 12s¢ 2808 Je00 00.88 2508 Oe SS Se "5.00 *s4s0 | 
"99 6/4. . eee . : .00 35.00 20.00 00 95.00 75. : el. qtd. wht... ’ . " sete 
A teeeee Hy + os.00 55.00 40.00 30:09 16/4 150.00 135.00 108-00 — Sel. qtd. red... 62,00 62.00 64:50 
*22.79 Bf 12/4......105.00 90.00 30.00 50.00 ix2, Kin Dryinc CHarces—5/8, 3 Cir. pin. wht... 68-00 67.00 7250 .; 
) *24.44 at . 75.00 55.00 1x6” 5/4&6/4, $7; 8/4, $8; , 3/4& 4/4, $6; Ir. pln. red... 67.00 66.00 ] a 
| RES ES ERR EE Re Oe bee Ei Bee ae 
“tens s/8.----- S4ee tite 28.00 22.00 1x4” ALL. __Weiours rer THousaNnp oN Ain Driep S Sel. pin. red... 62.00 61.00 58.00 |... 
24.13 No.1Com No. 2 No. 3 cok saan tbe Pe - elm and birch, 4,000; bg 1 com. red. 42.00 43.00 41:00 ihe hte 
° le ° , ’ ; 8s / Mi ° ° ; : . ¢ POS 6 
Under, Ve sew ving A & Sel Com Com 004, 2,500; kiln dried stock, 660 pounds | — ‘Wow west a TR By ay oe sis 
5/4 rome a 50.00 ay popes ae If inspection is after KD add 5% rm wn 33. adding to py ayy Oe _ —— 
Reet 50.00 35.00 ° . For delivered price , 3; for %-inch, $4.50; for — 
) 25.00 een 55.00 yy Ry FR A yh AA Eh Chi » $4.50; for %-inch, $6.50. 
Ett ae 8 eS maa OO OF eee Getewet pee a, SS ae 
; fi $6; ve ‘ ‘ -inch stock, 
aah F. O. B. MILL SALES PRICES OF SOUTHE a oa for %-inch, $3; for %-inch, $3.50. 
*42.99 ; 
#4068 Following are prices on southern and Appalachian hardwoods repo D APPALACHIAN HARDWOODS 
A-Sreight absorption cums reported during the period ended June 15, f. o. b i i 
#90.99 B—Below standard Plain FAS ASH COTTONWOOD ee 
#19 '54 (—Southern export sale ey , 5/4 ee 30x bds. 13-17” APPALACHIAN ASH 
25.45 f. o. b. mill—port price /4 32.00A @ 33.00 6/4 Ba £0, 4/4 9 HARDWOO FAS 
#9459 less freight No. 1 & sel. 8/4 3.50 A |B 48.25 25 8/4 5 
$3017 D—Southern export sale, 4/4 22.25A @ 27.50A any 1 & sel 64.00 ee 9-12” WHITE OAK No. 1 & sel 79.25 
996 75 delivered shipside =, pom 27.00JA | 6/4 sineeads 1 90.50 long Sarees 6/4 39.50A 
S—appelachian export v4 14.25 @ 17.50 as — 47.50A pe poe e 32.00 te’ 2 ai 108.75D my: a @ 55.00 
F—Grade not covered in No’ 3 wa @ 18.00 8/4 20.00 _ 6/4 crcngiien 30.75 5/4 _ 16.25 4/4 24.003 @ 28.50 
IE HoSale b wT ies 950 | 8/4 Sok Sst00 $s 76.25 ‘sorT MAPLE 
—Sale bel . . ven 14.5 / 25.00A @ 3 i 
ee — ng investi HITS OAK 0 5/4 29:50 @ pe FAS Plain No. 1 & sel. 
ortleaf I—Inter-manufacturer | FAS ean eae 6/4 28.75LA@ 32.25 4/4 °79.00A @ 84.00 4/4 35.25A 
t pine sale 4/4 78.00 @ 81.25A |FAS ‘ we, 2 oo. a a 82.75 |ras EH 
J—Circular sawn lumber, 6/4 106.00A 5/4 37.50LA@ 38.50A 5/4 22.9 @ 24.75 8 94.00A 5/ 
a on grade oe & sel, 6/4 39.00LA@ 40.00 a ee ng & nel 103.00A | No. 1 & sel eaaaente 
- lar saw 76.75 8/4 39.75A @ 43. : - 
1x4 caneaned to n, not 8/4 5 @ 43.00A CHESTN 4/4 43.75 @ 4 41.50L 
grade / 86.00 No. 1 & sel. - uT @ 51.75D | No ee 
oiO wearon pont lumber FAS wtate A 29.00 28.50A lsa om,€,£ No. 2 com — ry oo 22.50LA 
en uaraten ae te) 4/6 8850 =O 68.50A 8/4 29.18 @ 47:00 4/4 o4.503A| 6/4 38.00 a 2 eam, 
$28.0) | M-Sold green trom 5/4 (S500 luscem SYCAMORE» 8/4 as.sop | °/8 or 
4 saw 6/4 73-75A 5/4 a 21.50 RE my “ 35.50D RED OAK 
SOUTHER Noa Gorse e/4 19.00LA@ 32.50A |No. 1 & sel. va : ras om 
$36.00 N 4/4 39.50 @ 42.00 8/4 20.754 @ 21.508 | 6/4 . FAS aaa 4/4 70.7 
. 36.00 HARDWOODS 8/4 oe e632 @ 49.75A me” I xo. 2 com 23.50LA| ea 400” @ 49 5/4 —— 2 
; 24.00 RED GUM niek HARD MAPLE 6/4 12.50LA| 5/4 ? 50.00 8/4 84.50 @ 91.00 
r Quartered 4/4 26.50A @ 28.00 -/ 1 & sel. F WILLOW 6/4 53.00 No. 1 & sel. in 
45.00 4/4 51.50 @ 54.00 4/4 15.50A @16.00A | 4/4 Rad 34.00A |No. 1 & sel. WHND 5/4 49.00 
50.00 No. 1 & sel. No. 3 com. , cox | Fo = 4/4 36.50A @ 38.25 " 49.00 
62.00 4/4 35.00A @ 36.75 4 8.0 BEECH /4 23.50A 5/4 38.50A @ 43.25 |No 2 com ; 
. on 41.25 | Sd. wormy .00A | FAS 5/4 24.504 | 8/4 48.00 4/4 27.50KM 
6/4 41.25 2° £0 4/4 39.50A MAGNOLIA 8/4 50.00 @ 59.00 |54. wormy hisbinpe 
$49.00 ‘ Piain ane eat” A 5/4 42.00 FA Sd. wormy ii 24.25A 
56.00 AS Plain _ 8/4 47.50J 4/4 53.50A @ 55.25 32.90 |No. 3-A yi 
50.00 4/4 50.00A @ 57.50 FAS No. 1 & sel. 5/4 5R.25A HARD MAPLE 4/4 13.50KM@ 24.00 
iscount 6/4 a eo 6/4 49.50K @ 56.00 — oe oe 6/4 53.00LA| A54 56 Noa “TB. a aes 
Ta 55.00 58.75 ty 27.00 8/4 54.78 L/ / 5.75 @ 64.00 5.00 @ ‘ 
11% No. 1 & sel. ‘ 8/4 69.25A @ ap _ 3/4 30.007 No. 1 & sel. 4.76LAl 6/4 67 00 @ 74.50 No. 3-B er 
. 4/4 31.25 © @ 36.00 No. 1 & sel. nie Me, 3 com. 1/4 33254 @ 38.50. | NO-,1 & sel. ‘ 7.50KM 
re sese |Mit Siti vem | a rie o nnas | 4 Hotes BR) A ON Hae. rem 
5 3. : 1 35.75 LA 41.5 
32.00 SAP GUM 6/4 37.263 @ 47.00 8/4 17503 | No. 2 com. ciated a 8 — 
45.00 00) N : 
. pag @uartered ons 52.00A @ 59.50 2 com, “ye 18.501, @ 19.50M we.'s 53.00 4/ 42.25 
No. 2 com. / 7.00 5/! 21.50M + 4 com Plai 
$26.50 4/4 43.00 @ 51.00 4/4 20.75KA@ 29.50K 5/4 8.00 6/4 15.00LA@ 21.50Mm | 4/4 27.50 |FAS y 
29.50 5/4 49.00 s/f 29.00 HICKORY 8/4 16.75LA@ 23.50M CHESTNUT 6/4 86.00A @ 88.75 
25.50 Eng 51.00 @ 52.00 s' o je 30.00K rae Dog. bds. : we Quartered ms, 89.50 @ 101.00 
No. 1 & Ne. 3- 58.25 8/ 2.00A 
27.50 1/4 ‘3380 @ 36.00 o/e 18.00 6/4 34.75K @ 60.75 . CHERRY “a tO 4/4 49.00 @ 54.00 
22.00 5/4 Se No, 3 com 8/4 + ta? eae _"” oo 
19°50 /4 29.00A @ 39.00 4/4 8.00 No. 1 & sel. 6/4 25.25LA| FAS 4/4 57.50A 
00A @ 46.75 6/4 15.00 4/4 98.25 PECAN 4/4 68.00 @ 61.75A | ha 
: Plain 8/4 20-00 5/4 27.00 FAS 5/4 ~ 69:50 4/4 54.00 
$3.75 PAS No. 3-B 6/4 19.75K @ 38.75 5/4 44.00 No. 1 & sel 9.5 No. 1 & sel. 
aimnanalle 4/4 35.25A @ 40.50 4/4 6.00 o/s 50.25 as - 39.75 4/4 38.003 @ 46 4/4 38.00A @ 43.75 
5/4 40.25 POPLAR No. 2 com. 8 4 44.75 @ 49.00 No. 2 co a 5.50 5/4 41.50A @ 47.25 
ail! a i i quartered 5/4 14.80 No. 1 & sel ‘ 4/4 =. one S/4 45.08 @ 46.50 
; m4 / 7 cx 5/ 28.00 8/4 47.0 
f logs: “7 “7s 4/4 2.95 SOFT EL ies 6/4 23.75 Py A com. No. 1 a @ 50.00 
No. 3 mn ae oe <2 wd. No.1 FAS M h/t 29:75 @ 34.00 — 474 31.00 @ 33.00A 
e 6/4 30.50 @ 40.75 90.508 | 3/4 o7.78LA| 8/4 ¢ : 52.00 
r logs, No. 2 com. Angee Saps & _ ane OTSA ’ 17.00 | FAS wormy 5.005 Ned 35.25 - 
4/4 12.008 @ 19.75 Ps sel. : 8/4 30.50A BLACK GUM 4/4 42.754 5/4 28:78 @ 30.75 
rt, $12. 5/4 13.00A @ 14.00 No. 1 & sel 44.00K | Not & sel Quartered Sound wormy aso ea 
] 3/4 pla, $ 16.50 we! 41.25 @ 43.50 6/4 ae Pai 40.00 6/4 22.5054 @ 27.25 4/4 18.75 @ 23.25 
AN -25A @ 17.00A Yo. 1 com. oi 8/4 hh 5, ‘ 28.75A 5/4 19.75 24.5 
t quo- No. 3 com. 4/4 29.00K @ 31.00 in 5 de, 20.508 |no’ 4 & sel. 44.005A] 6/6 oo orn Oe weeds a 
ad/t 780 @ 8.005 Ha anoota | 4/4 11.75LA@ 15.50 4/4 20.00 fot worms. Pte 
. 8, $9. eae 8/4 age ova 15.25A $/4 —_ = te BASSWOOD — « Sepagiilind 
17.50A . 99.9 13.50L ain AS or fi 
: logs, | Ds bas. NGA 90.25 : HACKBERRY | "47 toa 48.254 @ 84.78 | 4/a 
8/4 onsen 1 oe 255A @ 33.50 AS . me 22.25MI@ 28.754 5/4 ~ 53.35 =... on 6.25 
' 4/4 15. - 6/4 39.25. ¥ nel. : 8/4 63.75 ; 
xo. | ras BASSWoop nao CSS CU el Oy Oia ee cHerny ~~ 
4/4 41.25 @ 43.00 Cute po 24.25A 4/4 . 9.75 Ad ee @ 31.50A |No. 1 & sel. 
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OBITUARY RECORD 








THOMAS BORDEAUX, 82, founder of the 
Mumby Lumber & Shingle Co. and the Mason 
County Logging Co., Bordeaux, Wash., died 
at his home in Seattle on June 13, after a 
year’s serious illness and several years of 
failing health. His long life was one of great 
achievement, for when at 18 he left his 
father’s farm at St. Isidore, P. Q., and headed 
for the timber country in Wisconsin he had 
practically no worldy goods—his chief assets 
were a grammar school education in French, 
much native ability, and a will to win—but 
at the close of his career he ranked as one 
of the outstanding lumbermen and capitalists 
of the Pacific Northwest. After three years 
of logging and rafting in the vicinity of 
Chippewa Falls and elsewhere in Wisconsin, 
and along the Mississippi River, then he and 
two young friends decided to try their for- 
tunes in the golden West, and they went ta 
Sacramento, Calif. There his friends followed 
the lure of gold into the hills, but youns 
Bordeaux was bent on being a logger, an 
hearing reports that Puget Sound was lined 
with timber he took a boat to San Francisco 
and so to Seattle. After a real estate deal 
that netted prenty of work but no profit he 
went to work for a logger on the Snohomish 
River, being careful to select a camp where 
English, not French, was spoken, and in two 
years he acquired a good English vocabulary. 
Then he went to work for the Northern Pa- 
cific Railroad, getting out ties and doing 
other work in connection with extending the 
line through to the coast; for this he was 
paid good wages, and when in 1883 he re- 
turned to Seattle, and found the city on the 
way to prosperity, he felt able to try buying 
a logging camp of his own. His brother 
Joseph had just arrived in Seattle, and at 
sheriff's sale they bought five yoke of oxen, 
and other equipment, and began logging in 
Mason County, where Shelton now stands; if 
they could sell a raft of logs, they operated, 
and if not, they turned the oxen out to graze 
and closed down their plant. From this 
humble beginning the Mason County Logging 
Co. grew. In the meantime the Bordeaux 
brothers had cedar logs but found little or 
no market, while they knew that there was 
a market for cedar shingles, so they or- 
ganized the Mumby Lumber & Shingle Co., 
to put their cedar into a form that would 
sell, adding a lumber mill to the shingle mill 
so as to supply the railroad with the large 
amount of lumber it was needing. From 
this it was only a step to supplying re- 
tailers, and the company was on its way 
te a position of strength and leadership. 
In 1924 the Mason County company ab- 
sorbed the Vance Lumber Co., with a mill 
at Malone. In 1927 Mr. Bordeaux already was 
relinquishing the active management of 
the companies to his sons, Raymond, the 
older, manager of logging, and Russell, the 
younger, manager of the two mills; and his 
nephew, Wilfred Bordeaux, became general 
manager of the Mumby Lumber & Shingle 
Co. In 1929 ill health forced Mr. Bordeaux 
to ive up his management activities en- 
tirely and he went to live in Seattle, the city 
in whose future he always had so much 
faith, and of whose club, social and civic life 
he was a frominent member. Besides the 
above interests he was a stockholder in sev- 
eral other companies, including the Phoenix 
Logging Co., and he was an Officer of the 
Panama Shingle Co., Olympia. He was a 
director of the Washington Forest Fire As- 
sociation, and one of the early investors in 
the oyster industry at Shelton. For a time 
he was president of the State Bank of Shel- 
ton, and a director of the First National Bank 
of Seattle. Besides his widow and his two 
sons and nephew he is survived by a brother, 
Zeno and a sister, Mrs. Florentine Toupin, of 
Montreal, P. Q. 


O. C. GRIFFITH, 65, manager of the Grif- 
fith Lumber Co., Panther, W. Va., died June 3 
at a hospital in Welch, after a week’s illness 
of arthritis and other complications. He had 
been connected with the lumber industry for 
nearly a half-century, starting as a youth 
on the log drives at St. Albans. For fourteen 
years he was at Huntington, as general man- 
ager of the Hutchinson Lumber Co.’s six 
mills. Later he hecame manager of the com- 
pany’s mill in California, but returned to 
West Virginia and for the last ten years was 
manager of the Griffith Lumber Co., and he 
was one of the best known lumbermen in 
the southern part of the State. He is sur- 
vived by his widow; a son, Luther O. Grif- 
fith, of Huntington, president of the Griffith 
Lumber Co.; a daughter; five sisters; and 
three brothers. 


HAMILTON ENOS SALSICH, 81, pioneer 
lumberman of Hartland, Wis., died in his 
sleep early May 26 at his home. As a young 
man he entered the lumber business on the 
site of the Hartland Lumber & Fuel Co., and 
later was superintendent of the Land, 4 
& Lumber Co.’s planing mill in Milwaukee. 
In 1888 he and two partners built a sawmill 
and the town of McKenna, and after they cut 


out moved to Star Lake, which operation was 
finished in 1907. Mr. Salsich then transferred 
his interests to California and Washington, 
but in 1929 he lost his sight and was forced 
to retire from active business, returning to 
Hartland to spend his last years. Besides 
his widow he is survived by two sons, three 
daughters, a sister, and two nieces, 


JOHN WESLEY CONN, 98, president of S. 
W. & J. W. Conn (Inc.), Shelbyville, Ill., died 
at his home June 5 after seventy years in 
the lumber business in that community; he 
would have been 99 in August. In 1855 his 
father and family moved from Canada to 
Iowa, and in 1864 John W. Conn went to St. 
Louis to seek his fortune in the building in- 
dustry; conditions were not favorable there, 
however, so he soon went further east, and 
by accident stopped in Shelbyville, where the 
situation looked so good that he sent for his 
brother, the late Stanley W. Conn, and the 
following year, 1865, they with J. W. Johnson 
started a retail lumber yard. In 1870 the 
Conn brothers bought out Mr. Johnson and 
continued as S. W. & J. W. Conn (Inc.). For 
some years Louis Conn, his son, has been 
manager of the company but John W. Conn 
until quite recently kept regular hours at 
the yard, doing what he could. An AMERICAN 
LUMBERMAN representative visiting the plant 
in the winter of 1932 found the old gentle- 
man industriously shoveling snow in the 
yard, making paths and driveways. At his 
home he took care of the aes horses, 
and he never went to bed without knowing 
that they had been fed and watered. Be- 
sides his son Mr. Conn is survived by two 
daughters and a grandson. 


JOSEPH E. TERRY, 71, former manager of 
the Friend & Terry Lumber Co., Sacramento, 
Calif., died unexpectedly June 2 at San Fran- 
cisco, while reading letters of birthday con- 
gratulations to his 100-year-old mother, Mrs. 
Laura Abigail Morrill Terry, at her home. 
He slumped in his chair and was dead when 
his brother-in-law, a physician, arrived. His 
father, the late Wallace E. Terry. had 
founded the lumber company with Joseph 
Friend, and Joseph Terry became manager 
when he graduated from school, and later 
established the Terry Lumber Co. in Shasta 
County. He was a well known sportsman, a 
member of the State Fair Board, and also on 
the adjutant general's staff, and was widely 
known for his philanthropies. 


LOUIS GERMAIN, 84, formerly president 
of the Germain Manufacturing Co., Jackson- 
ville, Fla., died June 6 at his home at Lime- 
stone, Fla. Born in Saginaw, Mich., son of 
a lumberman and contractor, he and his 
brother Edward continued in the building 
business in that city until the brother died 
in 1912, after which Louis Germain joined 
with Charles Kohler, New York piano manu- 
facturer, to form the Germain Manufacturing 
Co. in Jacksonville. manufacturing piano 
parts. He retired fifteen years ago. Surviv- 
ing are his widow, one daughter, and four 
sons—Louis L. Germain, of the DeMuth-Ger- 
main Lumber Co., Jacksonville; Albert A. 
Germain, president of the Germain Lumber 
Co., Pittsburgh, Pa.; and Edward F. and 
Waiter M. Germain, both of Saginaw. 


LINCOLN H. RANDALL, 68, well known 
hardwood lumberman of Melrose, Mass., died 
suddenly June 6 while making business calls 
in Springfield, Mass. Born in Hazardville, 
Conn., he married the daughter of Stephen 
Bridge, then head of A. D. Bridge’s Sons 
(Inec.), prominent local lumberman. Mr. 
Randall sold lumber for many years and 
then, about twenty-five years ago, he and 
Frank Orcutt went into the wholesale hard- 
wood business at Boston, as Randall & 
Orcutt. This partnership later was dissolved 
and in recent years Mr. Randall has been as- 
sociated with the Swift Hardwood Co., of 
Charlestown, Mass. A son and a daughter 
survive. 


ALBERT C. GRIMM, 51, planing mill pro- 
prietor of Evansville, Ind., died at his home 
June 14 after several months’ illness. Mr. 
Grimm entered the lumber business through 
the route of first carpentry and then con- 
tracting; in 1922 he sold out the latter busi- 
ness and ‘established the Albert Grimm 
Planing Mill, to which in 1929 he added a 
hardware and paint store. He is survived by 
his widow, one son, a daughter, two brothers 
and a sister, and one grandson. 


JOHN J. SOBLE, 61, president of the John 
J. Soble Lumber Co. (Inc.), Rochester, N. Y., 
died June 12, of a heart attack. His parents 
came from England when he was a year old, 
and settled in Elmira, N. Y., where he was 
educated. As a youth he entered the lumber 
business and later was employed as a sales- 
man by the W. M. Ritter Lumber Co., of 
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Columbus, Ohio. In 1904 he and his brother 
Harry V. Soble established a lumber business 
in Philadelphia, Pa. John Soble later became 
connected with the lumber firm of Samuel # 
Shearer & Son, but in 1908 he established his 
own firm in New York City, moving to 
Rochester in 1911. He is survived by his 
widow, two brothers and a sister. 


WILLIAM A. PARKINSON, 66, head of the 
Mann & Hunter Lumber Co., Syracuse, N, y, 
died at his home June 3 after a week’s j]j- 
ness, of pneumonia. He went to Syracuse at 
the age of 17 and entered the lumber com. 
pany as a clerk; he made steady progress 
and when the company was reorganized jp 
1900, after the deaths of the founders, Mr 
Parkinson assumed control. He was active 
in the civic, church and social life of Syra- 
cuse, and also was prominent in lumber gir. 
cles. Surviving are his widow, one son, a 
brother and a sister, and a grandson and 
several nieces. 


RICHARD CARL HERTEL, 59, lumber re- 
tailer of Paige, Tex., died suddenly of a heart 
attack at his home May 27, as he stepped 
out onto his back porch to sit in the swing, 
He was a farmer for years, but in 1914 he 
bought the Fishback & Cordes yard at Paige 
and continued the business under his own 
name. He took a prominent part in the com- 
mercial, civic and social life of the com- 
munity. Surviving are the widow, one son, 
two daughters, seven brothers and _ three 
sisters, and two grandchildren. 


ALBERT B. HINKLE, 76, who had been in 
the retail lumber business in Paris, Tex., since 
1899, died June 14 in a local hospital, after 
a brief illness. His wife had died two weeks 
before. Mr. Hinkle had operated lumber 
mills in Louisiana and eastern Texas before 
he entered the retail field at Paris. Five 
sons survive. 


E. M. JOSTAD, 56, president of the Jostad 
Lumber Co., Florence, S. D., died at a Water- 
town hospital May 29 after a prolonged ill- 
ness. He had been in business in Florence 
since 1911, and his sons Chester and Stanley 
were associated with him. They and his 
widow and two daughters, and two brothers, 
two sisters and a granddaughter, survive, 


MRS. GARRETT E. LAMB, 67, wife of a 
well known timber owner and former saw- 
mill operator of Clinton, Iowa, died at her 
home June 4, of a heart attack, She was 
prominent in the community’s social life, and 
took a leading part in patriotic and chari- 
table activities. Her husband, two brothers, 
three nieces and three nephews survive. 


ALBERT C. GRANT, 60, president of the 
Grant Lumber & Supply Co., Cumberland, 
Md., died May 18 at his home, after eight 
weeks’ illness. He was active in civic life, 
particularly in the Community Chest, and was 
an elder in the Presbyterian Church. His 
widow, a brother and three sisters survive. 





W. A. MARSHALL, 68, president of the W. 
A. Marshall Lumber Co., Bentleyville, Pa, 
died at his home May 29 after a long illness. 
He had been in the lumber business all his 
life. Surviving are his widow, a daughter, a 
stepson and a niece. 


CHARLES RANKIN, 64, of the Rankin & 
Brown Co., Fayetteville, N. C., well known 
lumberman, died June 8, of a heart attack. 
He is survived by his widow and a brother. 


E. G. SCHACHERER, 48, lumber retailer of 
Pocahontas, Iowa, died June 11 of a_heart 
attack, in a hospital at Fort Dodge. He had 
been ill only one day. 





Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that rev- 
enue freight for the two weeks ended June 9, 
1934, totaled, 1,194,106 cars as follows: Forest 
products, 58,918 cars (an increase of 8,117 cars 
above the amount for the two weeks ended May 
26); grain, 57,955 cars; ore, 62,319 cars; coal, 
201,786 cars; coke, 13,992 cars; livestock, 20,887 
cars; merchandise, 306,588 cars and miscellane- 
ous, 471,661 cars. The total loadings for the 
two weeks ended June 9 show a decrease of 
41,603 cars below the amount for the two weeks 
ended May 26. 


MAPLE FLOORING 





Michigan and Wisconsin flooring mills re- 
port the following prices realized f.o.b. floor- 
ing mill basis, during the week ended June 16: 

First Second Third 
Se” scvsawesawns $67.46 


$55.66 $43.07 
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THE BUSINESS RECORD 








Business Changes 


CALIFORNIA. Manteca—James C. Nason (Es- 
tate) succeeded by Diamond Mateh Co.; purchas- 
ing department at Chico, Calif. 

Willowbrook—Willowbrook Lumber Co. succeeded 
by Central Lumber Co. 

“Yuba City—Nason Lumber Co. name changed to 
Sutter Union Lumber Co. 


ILLINOIS. Fairmont City—Fairmont Lumber & 
Material Co. changed name to Fairmont Supply 
Co. 

IOWA. Swaledale—H. J. Klemme Lumber Co. 


succeeded by G. A. Eddy. 

LOUISIANA, Arabi—St. Claude Lumber Co. 
succeeded by New St. Claude Lumber Co. 

MAINE. Portland — McDonald Manufacturing 
Co. name changed to McDonald Lumber Co. 

MICHIGAN. Alto—R. E. Colby succeeded by 
Ray Linton. 

Sault Ste. Marie—L. A. Behling, for the last five 
years manager of Soo Builders Supply Co., has 
purchased the Tymon Lumber Co. 

MISSISSIPPI. Newton—J. C. Smith Lumber Co. 
purchased by W. G. Kirkland of Estes, vice presi- 
dent of the J. M, Griffin Lumber Co., who will con- 
tinue all operations. 

MONTANA. Martinsdale—Martinsdale Lumber 
Co. succeeded by Martin T. Grande. 

NORTH CAROLINA. High Point—W. O. Car- 
ter, formerly operating under his own name and 
as Lumber Manufacturing Sales Co., now known 
as Veneer & Lumber Sales Co. 


PENNSYLVANIA. Philadelphia—Hale & Kil- 


burn Co. assets sold to Heywood-Wakefield Co., 
Boston, Mass. 
TENNESSEE. McMinnville—Seals-Dew Lumber 


Co. succeeded by Dew Lumber Co, 


TEXAS. Gladewater, Kilgore, Overton, Waco 
and Willow Springs—Cameron-Flint Lumber Co. 
dissolved and yards taken over by William Cam- 
eron & Co. (Inc.) with purchasing department at 
Waco. 


VIRGINIA. Halifax—S. S. Spencer succeeded by 
Spencer Lumber Co. (Inc.). 

Martinsville—D. A, Gardner, at present operating 
the Bamberg Lumber Co. of Orangeburg, S. C., 
and New York City, exporters, purchased control- 
ling interest in Virginia Lumber Co., which owns 
and operates a sawmill at Waynesboro, Ga. Mr. 
—s assumed active charge of the mills on 
June 1. 

WEST VIRGINIA. Dunmore—Galford & Sharp 
succeeded by Glenn Galford. 

WISCONSIN. Elcho—Forest County Lumber Co. 
purchased by Eugene Palmer, who will take pvos- 
session July 1. 

Fenwood, Spencer and Stratford—Connor Retail 
Lumber Co. of Marshfield sold its yards in three 
aoe, meeeinomes towns to Gateway Lumber Co. of 
Madison. 


New Ventures 


ARKANSAS. Trumann—Trumann Lumber Co. 
will open in about three weeks. John E. Bixton 
of Wynne and W, A. Taylor of Trumann interested. 

CALIFORNIA. Vernon—Penberth Lumber Co., 
retail and wholesale, engaged in business at 2055 
East 51st St., under management of Paul Pen- 
berthy of Glendale, Calif. 

INDIANA. Martinsville—Schnaiter Lumber Co. 
organized by C. Schnaiter, his son Jack and 
nephew Russell Schnaiter. 

MICHIGAN. Ishpeming—F. B. Spear & Son of 
Marquette will open a branch here, dealing in 
building materials, fuel and grain. 


MISSOURI. St. Louis—Nahlik Lumber Co., 2700 
Brannon Ave.; retail. William F. Nahlik propri- 
etor. 

NEBRASKA. Dalton—Harry Martin has opened 


a lumber yard here, and is trucking his stock from 
the Black Hills and from Wyoming. 

TEXAS. Sulphur Springs — Connor - Campbell 
Lumber Co. of Winnsboro, Tex., has established a 
yard here at the location formerly occupied by 
the W. L. Bryson Lumber Co. 


. 
Incorporations 
ARIZONA. Phoenix—Evans Lumber & Equip- 
ment Co. R. T. Evans an incorporator. 


ARKANSAS. Little Rock—Atlantic Lumber Co. 
of Boston, Mass., notice of entry into Arkansas. 
J. P. Wilhelm of Little Rock, resident agent. 

CALIFORNIA. Fresno—Fresno Cooperage Co. 
a =. Towne, P. A. Breen and F. E. Smith inter- 
ested. 

ILLINOIS. Chicago—D. Wexler & Sons, 1561 
South Kedzie Ave.; building materials. 

Warrenville—Warrenville Fuel & Lumber Co. 
Howard H. Clark an incorporator. 

INDIANA. Evansville—Riverside Lumber & 
Equipment Corporation; to do a lumber and build- 
ing material business. Incorporators: Carl B. 
Hart, Alice D. Ingle and Thomas H. Ingle. 

MAINE. Presque Isle—Ward Lumber Co.; $10.- 
00. President and treasurer: Bruce R. Ward, 
Presque Isle. 

MICHIGAN. Comstock—Modern Home Builders 
Supply Co.; $13,000. 

Hamtramck—Jensen-McNeill (Inc.); $10,000. To 
manufacture trailers and truck bodies. 

New Hudson—Vagabond Coach Manufacturing 
Co.; $25,000. To manufacture trailers. 


MISSOURI. Waynesville—Pulaski Cooperage Co.; 
$10,000. O. T. Steudle, 6946 Kingsby, St. Louis, 
Mo., interested. 


NEW YORK. Brooklyn—Unity Lumber Co., 
1353 37th Street; retail. 

New York City—Beverley Frame & Moulding Co.; 
$10,000. Woodwork. 

New York City—Chelsea Lumber Corporation, 
71 8th Avenue; retail. 

New York City—Knox Stave & Heading Co., 122 
East 42nd St.; wholesale cooperage stock. 

New York City—Manhattan Builders Supply Cor- 
poration; $10,000. George E. Tebbutt, 299 West 
12th St., New York City, interested. 

New York City—Otis Products (Inc.); 410 East 
32nd St.; manufacturers of furniture. 


NORTH CAROLINA. Elkin—Elkin Lumber & 
Manufacturing Co.; 000. To purchase, sell, 
manufacture and deal in lumber and all other 
building materials. Blue Ridge Lumber Co., Earl 
Raiford, Katherine D. Fingal and F. B. Short, all 
of Asheville, incorporators. 


OHIO. Cincinnati—Regal Builders Supply Co., 
3704 Spring Grove Ave.; $50,000. Will open in 
about one month. 

Cincinnati—Lumbermen’s Sales Corporation; to 
deal in lumber, timbers and building supplies. 


TEXAS. Hartburg (Mail to Orange)—Newton 
County Lumber Co., $5,000. Incorporators: R. 8S. 
Barber, Mrs. M. R. Barber and Mrs. Vida Field. 


Casualties 


ARKANSAS. Little Rock—J. R. Grobmyer 
Lumber Co. suffered loss by fire estimated at $15,- 
000 to $17,000. Business uninterrupted. 


INDIANA. Michigan City—Henry Lumber Co. 
planing mill and storage sheds destroyed by fire 
with an approximate loss of $20,000, partly cov- 
ered by insurance. Will be rebuilt. 

Portland—Jay County Lumber Co. stock, build- 
ings and equipment destroyed by $50,000 fire. 


KENTUCKY. Louisville—Bentwood Products Co. 
suffered fire loss of $50,000, partly covered by in- 
surance, 

NEW JERSEY. Paterson—E. M. Stiles (Inc.) 
damaged $10,000 by fire. 


NEW YORK. Norwich—E. J. Elliott Lumber 
Co. destroyed by fire. 

New York City—Joseph McNeill 
destroyed by $10,000 fire. 


OHIO. Ashland—Ashland Lumber Co. hardwood 
sawmill destroyed by fire, with loss of about $4,000. 
Sheds and office were saved. Company will carry 
on as usual and a temporary hardwood mill will 
be built at once. 


WEST VIRGINIA. Beckley—Beckley Lumber & 
Supply Co. destroyed by $40,000 fire. Insured. 
Will rebuild. 

CANADA. Ontario, Callander—Sawmill of John 
B. Smith & Sons, Toronto, located here, was re- 
cently burned to the ground, with heavy loss, 
partly covered by insurance. The mill had a ca- 
pacity of 125,000 feet daily, the product being 
chiefly white pine. 


lumber yard 


New Mills and Equipment 


ALABAMA. Selma—McFerson & Foster Co., 
Evansville, Ind., plans establishing wire box plant 
here. 

IOWA. Boone—Hansen Lumber Co. plans lum- 
ber storage yards to cost about $30,000. 


TENNESSBE. Memphis—Acme Barrel Co. will 
erect plant on Riverside Boulevard, with 300 bar- 
rels daily capacity. Paul F. Gruber interested. 

Ripley—Ripley Box & Basket Co. will rebuild 
burned plant, including mill 100x200 feet; two 
warehouses each 100x200 feet, and will install 
machinery for manufacture of fruit and vegetable 
packages. 

TEXAS. Beaumont—Burrus Lumber Co. plans 
rebuilding plant damaged by fire. 


CANADA. Ontario, Spragge—J. J. McFadden, 
one of the largest lumber operators in eastern 
Canada, has completed plans for the erection and 
operation of a sawmill at Bridge River, 4 ne 
which is located in one of British Columbia’s new- 
est and most promising gold fields. 





Charges Infringement of Block 


Floor Patents 


Mempuis, TENN., June 19.—Suit for damages, 
totaling more than $50,000, has been filed in 
Federal court here by the E. L. Bruce Co. and 
its subsidiary, Cellized Oak Flooring (Inc.), 
against the Memphis Hardwood Flooring Co., 
charging infringement on four patents and ask- 
ing a permanent injunction. It is charged that 
the process for laying block floors and making 
of blocks has been infringed upon, and that the 
defendant company continues to make and lay 
blocks after having been notified of the infringe- 
ment. The suit for an injunction will be heard 
within the next few weeks. 











| How to Figure Costs for Advertising 
. In Classified Department 


Two consecutive issues..........55 cents a line : 
Three consecutive issues..........75 cents a line 
Four consecutive issues..........90 cents a line 
Thirteen consecutive issues..........$2.70 a line 


Twenty-six consecutive isaues.......$5.40 a line 

Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted, 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 





Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Capy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 











THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN. 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and 
Seller. Best for selling lumber, shin- 
gles, retail yards, business opportunity, 
timber and timberlands, machinery, 
locomotives, cars, rails and equip- 
ment used in logging operations. You 
can get employees, salesmen, employ- 
ment or anything used in lumber and 
allied industries by advertising in the 
Wanted and For Sale department of 
the American Lumberman. 


Send your advertisement to the 


AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Il. 


Too Late To Classify 


YOUR POWER COSTS CAN BE REDUCED 


We can reduce your power costs regardless of the 
source of supply. We have done this for others 























and without initial cost in most cases. Our rep- 
resentative will call without obligation. POWER 
PLANT SERVICE E. Jackson, Chicago. 
Phone Har. 7490. 

WANTED: COMMISSION REPRESENTATIVES 


Well known Pacific Coast distributor of Douglas 
Fir, Spruce and Cottonwood Plywood will be in- 
terested to hear from commission representatives 
with experience and clientele. Exceptionally de- 
sirable connection for good men. 

Address “E. 49,’ care American Lumberman, 





LUMBER SALESMAN RESIDING IN CHICAGO 


To sell diversified line of plywood other than Fir, 
on a commission basis. © 
Address “E. 67,’’ care American Lumberman. 


OLD ESTABLISHED MANUFACTURER 


Of Ponderosa Pine and Idaho White Pine wishes 
to establish commission or wholesale selling con- 
nection in key point of Ohio and Indiana, Only 
responsible parties with following will be con- 
sidered. 

Address “EB, 70,” care American Lumberman. 
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WANTED 











FOR SALE 3 





Employees 


WANTED—EXPERIENCED HELPER 


Small retail yard in Chicago, drive truck, yard 
salesman, etc. State nationality, age, previous em- 
ployment, salary expected, etc. 

Address “E. 72," care American Lumberman. 








Employment 





EMPLOYMENT WANTED 


Bookkeeper; lumber office experience, accounting 
graduate, experienced estimating, retail selling. 
Address “E. 51,’ care American Lumberman. 


PRACTICAL OFFICE OR YARDMAN 


17 years’ experience in retail lumber business, in- 
cluding 6 years in office. Age 36. 
Address “E. 50," care American Lumberman. 


SUCCESSFUL RET. MGR.—20 YRS. EXP. 


Active, dependable, good record, excellent collector, 
business getter; prefer fair sized town in middle 
West. 

Address “E. 58," care American Lumberman. 


MANAGER, EXECUTIVE & SALES MANAGER 


Can take entire charge lumber office, mill or 
wholesale: also bookkeeper; go anywhere; unques- 
tionable references. 

Address “E. 38,” care American Lumberman. 


POSITION WTD. IN COLO.—NEW MEXICO—ARIZ. 


Thoroughly experienced retail lumber yard man- 
ager, now employed, seeks a permanent connec- 
tion. Estimate buildings from excavation to 
completion, both labor and material. Make plans 
and details, Long millwork and sawmill expe- 
rience. Competent in all branches. In good 
health. Like position as yard manager, or trav- 
eling salesman with reliable company in this 
territory. 
Address “C. 98,” care American Lumberman. 

















ESTIMATOR, BILLER AND DRAFTSMAN 


Desires position with lumber company, 35 years of 
age. 10 years’ experience. Any location. Avail- 
able now. References. 

Address “D. 31," care American Lumberman. 


MILLWORK ESTIMATOR—DRAFTSMAN 


Might invest some. 10 yrs. Supt.—exp’d on mach. 
—cabn't, detailed millwk. Structural Engineer 
b’ld’g constr’n. 

Address “E, 43," care American Lumberman. 


MAKE MONEY ON MILLWORK TODAY! 


Millwork factory efficiency expert can take mod- 
erately equipped plant and produce odd and stock 
millwork at a cost to make local and jobbing trade 
profitable. Ask for proof. Gilt edge ref. Con- 
sider part % arrangement. 

Address ‘EE. 42," care American Lumberman. 








Employment 





WANTED POSITION 


10 years experience yard manager; married; in 
prime and willing to go any place and begin in 
any capacity provided merit will be recognized; 
in other words seeking an opportunity where can 
demonstrate ability. Best of Ref. 

Address “E. 69,” care American Lumberman. 





Lumber and Dimension 


WANTED TO REPRESENT 
Lbr. Mfrs. all species; comm, basis, 
Central Ohio territory. 
H. C. FIDLER, Marion, Ohio. 








ASH LOGS FROM OHIO, IND., KY. 


Butt logs 10” and over diameter, 16 to 21 ft. long. 
Straight. 
Address “E. 52," care American Lumberman. 


Business Opportunities 


FOR SALE—PART INTEREST IN 400 A. TBR 


Land bordering on 3 lakes, Forest Co., Wis.; Saw 
Mill with Planers. Good opportunity Retailing ang 
Building Cottages; lots of lbr. on hand. 

Address “E. 47,’’ care American Lumberman. 


Retail Lumber Yards 


RETAIL YARD FOR SALE 


Located in one of best farming communities on 
Pacific Coast—good substantial people, who pay 
their bills. Volume during depression sufficient to 
maintain yard without operating loss. A _ good 
yard. Further particulars by writing “‘E. 45,” care 
American Lumberman. 














FOR SALE—LUMBER YARD IN TOWN OF 4,00 
Will sell stock and rent sheds and real estate at 
reasonable terms. 

Address “D. 68,” care American Lumberman. 





WANTED BY RESPONSIBLE WHOLESALER 


In Chicago covering the middle west account of 
first class Yellow Pine mill catering to yard, shed 
stock and industrial trade. 

Address “E. 63,” care American Lumberman. 


WANTED—ONE MIXED CAR 


2x2-19 and 2%x2%-30” Clear Oak Squares, 
Address “‘E. 66," care American Lumberman. 








AN OLD ESTABLISHED LUMBER COMPANY 


With large Retail Yard in Chicago, and wholesale 
trade with Railroads and large industries, desires 
additional direct connections with producers of all 
kinds of Western Lumber. Send stock sheet and 
information about items in which you specialize. 
Address “E. 73,” care American Lumberman. 


Used Machinery 


GOOD USED SAWDUST REFINING EQUIPMENT 


Number 9 Rotex or similar sifter. No. 15-CRSC 
Mitts & Merrill sawdust hog. Automatic mixer, 
suitable for manufacture of sweeping compound. 
“U Bar’’ drum barker for 4’ wood. 

Address “E. 62,” care American Lumberman. 


WANTED 
Modern high speed Woods 5-head molder, belt or 
electric driven. 
Address “E. 71,” care American Lumberman. 


AUTOMATIC CLAPBOARD MACHINERY 


Will buy a complete outfit of automatic clapboard 
machinery. State make, condition and cash price. 
Address “E. 68,” care American Lumberman, 

















EXP’D LUMBERMAN, HARDWOOD & 
SOFTWOOD 


Retail and wholesale; for the last 12 years em- 
ployed in one firm as general yardforeman han- 
dling men and shipping; age 43, will go any place, 
moderate salary, good health and the best of 
references. 

Address “E. 60,” care American Lumberman. 


EXPERIENCED CIRCULAR SAWYER 


Hammering, filing. operating. Good manager. 
M. JEFFREY, Homestead, Fa. 








EXPERT ESTIMATOR AND GRADER 


Of standing timber or mill product. Develop and 
operate mills, market product, handle accounts. 
Unattached. Will go anywhere. 

Address “E, 61,” care American Lumberman. 


WANTED POSITION—YOUNG WOMAN 


Thoroughly experienced wholesale lumber business 

able manage office quote prices, now employed, 

but wants to make change; willing to go anywhere. 
Address “E. 64," care American Lumberman. 


WANTED—POSITION AS RETAIL MANAGER 


Assistant manager or salesman. Can take charge 
of anything in a lumber or building supply yard. 
Also good draftsman and estimator. 

Address “E.65," care American Lumberman. 








WANTED—PLANER 8X24 FOUR SIDE MACHINE 


Must be in A-1 condition and a bargain. 
S. E. WILKINSON, Cloverdale, Va. 


WANTED 


Small second hand 5’ or 6’ portable band Saw Mill. 
BIG RUN LUMBER CO., Beech Creek, Pa. 


FOR SALE 


Business Opportunities 


FOR SALE—AS A GOING CONCERN 


Well established Box Shook, Crating and Lath 
Manufacturing Plant, complete with all machinery 
and equipment, together with railway siding. Lo- 
cated near raw materials and close to U. S. Mar- 
ket on short freight haul. Business enjoys excel- 
lent connections with the trade. Fullest investi- 
gation invited by interested parties. 
Post Office Box No. 16, Emo, Ontario 























COMPLETE UNIT SALESMAN 


Wishes to install and operate department selling 
complete units. Renovizing, kitchens, remodeling, 
new homes, etc., also create general sales. Go 
anywhere 

R. L. Rainey, 7618 Colfax, Chicago, IIl. 





FOR SALE—COMPLETE FIR AND PINE 


Sawmilling plant located on Southern Pacific rail- 
way in Oregon, including 40 M capacity sawmill, 
planing mill, railroad, logging equipment and real 
estate. For detailed particulars address ‘“Re- 
ceiver,” care American Lumberman, Chicago, III. 








BOUND COPIES OF THE MANUFACTURERS’ 
Lumber Code may be obtained from the AMERI- 


CAN LUMBERMAN, 431 S. Dearborn St., Chicago, 
Ill. Price 10 cents. 


PACIFIC COAST RETAIL YARD FOR SALE 


Yard locatel in 2 yard town—within 12 miles 
larger city—good rural community—good future 
prospects—anyone interested in locating in the 
retail lumber business on the Coast will do well to 
investigate this. 

Address “E. 44,’’ care American Lumberman, 


FOR SALE—AN EXCELLENT LUMBER YARD 


In Illinois city. Must be cash to handle. 
Address “E, 40," care American Lumberman. 


SEE COULEE DAM—EASTERN WASHINGTON 
Retail Yard—in best town—Spokane—wonderful 
climate—small investment. 

Address “E. 55,” care American Lumberman. 














RETAIL LUMBER YARD & FUEL BUSINESS 


Owing to the death of the owner, widow will sell 
real estate, building materials and fuel, at a sac- 
rifice. Yard located in Western Washington. Trade 
territory rich dairying district. Yard has always 
shown a profit. 

Address “E. 59,” care American Lumberman. 


TO CLOSE ESTATE—PLANING MILL & YARD 


Right in center of the Gov’t 35 Million Dollar 
Muskingum Valley project only 2 miles from the 
largest dam. This undoubtedly is one of the best 
buys in small mill and yard in country. 

KUHN BROS., Warsaw, Ohio. 








Lumber and Dimension 


i ie 


LET US QUOTE YOU ON OAK FLOORING, 


Pine Roofers and Dimension Pine. Pine, Poplar 
and Gum Crates, or Pine, Poplar and Gum dressed 
and resawed. Air or Kiln Dried. 

BOYDTON MFG. CO., Boydton, Va. 


LUMBER, STAVES, ROUGH TIMBER 


Specialties. Virgin oak, poplar, walnut, chestnut. 
Inquiries solicited. 
Ss. T. BRANHAM, Royalton, Ky. 


FOR SALE 


100M’ 3/4” Com. & Better Tupelo. 

2 cars 12/4” Com. & Better Soft Elm. 

9M’ 8/4” No. 2 Common Soft Maple. 

5M’ 8/4” No. 2 Com. & Better Ash. 
ALEXANDER BROS., Belzoni, Miss. 


INDIANA OAK—3 YEARS DRY 
Offer car each Red or White Oak 4/4, 5/4, 8/4, 
10/4, 12/4, No. 1 com. and better. Also have Hard 
Maple, Walnut, Cherry. 
Address Sawmill, care American Lumberman. 




















ORDERS WANTED FOR 200 M’ SOFT MAPLE 


Shipment during the next 60 days. Good Stock. 
Reasonably free from worm holes. 
STAUNTON TIE & LUMBER CO., 
Jerseyville, Ill. 


———— 





WANTED—ORDERS FOR DIMENSION STOCK 


Oak, maple, or any Indiana woods. 
E. R. COOK, Greencastle, Ind. 
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a FOR SALE 








FOR SALE 





FOR SALE 





Tinber and Timber Lands 


TIMBER LIMITS 


To close an estate we offer Vancouver Island Pro- 
yincial Government licenses 300 Million feet on 
Nootka Sound, 60 Million feet on Johnston Straits. 
Chiefly Fir, also Cedar and Hemlock. 50% of 
Nootka limits on water front with ideal mill sites. 
Nootka is one day nearer Orient than any other 
port. Deep water for any steamer. Apply 
sarees ESTATE, 605 Rogers Bldg., Van- 
couver, B. C. 











FOR SALE 


200 Million original growth Southern Pine and 
Hardwoods, $2.00 per thousand. Approximately 
500 Million Gulf Red Cypress; compact body; must 
be sold to settle Estate. 

N. D. SUTTLES, Jacksonville, Florida. 





E. ORE. 60 M. PINE MILL & LOG R. R. BARGAIN 


In cheap timber on R. R. 50 Mi. to Brogan W. end 
Owyhee River, $22,000,000 U. S. project local mkt. 
350,000 A. agri. land; U. P. R, R. Chi. rate 68%c 
$10 per M. margin on today’s mkt.; title clear. 
Address “D. 93,” care American Lumberman., 





FOR SALE—ABOUT THIRTY MILLION FEET 
Of round long leaf yellow pine. 
H. H. MASCHMEYER, Mobile, Alabama, 
FORKED LEAF VIRGIN WHITE OAK TREES 


Central Kentucky 
Elmer Lumber Co., Ironton, Ohio 


Used Machinery 


BIG VENEER LATHE, SLICERS, BAND MILLS 


3 Coe Slicers 11’ to 17’, Coe Lathe 56’x10’, complete 
1 Clark, 9’ Prescott Band Mills, 75” Edger, 64” 
Veneer Clipper. Send for illustrated circular. 

N. B. PAYNE, 105 W. 55th Street, New York City. 


WOOD-WORKING MACHINERY BARGAINS 














Write us. 
J. LEE HACKETT COMPANY, Detroit, Mich. 





FOR SALE—CHEAP—7 FT. CLARK HORIZONTAL 
Resaw, used about six months. Fine condition. 
MONTAGUE LUMBER & EXPORT CO., oO. 
Box 215, Charleston, S. C. 





FOR SALE—MOULDER 
Four side 8” with counter shaft bits, 
head $100.00 f.0.b. Madison, Indiana. 

W. H. MILLER & SONS 


shavings 





1—75 KW, ALSO 110 KW, GENERATORS 


} phase, 60 cycle, 220 volt, 900 RPM each with 
Exciters, ete. Also motors. —20 ton, 8 wheel, 
steam locomotive Crane, MCB, 50’ boom for han- 
dling poles, long timbers, etc. New in 1925. Also 
all other equipment at 2 creosote pole treating 
plants. Planing mill machinery, etc. 

A. Cc. LOVE, Huntington, W. Va. 





Logging Ry. Equipment 





FOR SALE 


Baldwin Locomotive, prairie type, 6 drivers 44” 
dia., only used 3 years, first class condition, weight 
Engine 121000, Tender 74000. WISCONSIN-MICHI- 
GAN LUMBER CO., Eagle River, Wis. 





HAVE YOU SOMETHING TO SELL 


Advertise in the Wanted and For Sale de- 
partment when you want to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN, 431 So. Dearborn St., Chicago, III. 








Caterpillar Holts, crawler type, size 5 ton or No. 35, 
adaptable to the lumber business, 
ready to drive, price $350 each. 
No. 65, ~ nou $750; location Fort Bragg, N. C. 


Trucks and Tractors 


TRACTORS FOR SALE 


slight usage, 
Also one 10 ton 


. EVANS, Mt. Sterling, Ky. 








Complet 
New cha. 


Electric Machinery 


GENERATOR, AC—50 KVA—900 RPM 


panel board with Voltage regulator. 
drive. Will accept lumber. 
Box 546, Uaverstraw, Fe 





Large number o* wants supplied each week through 
the classified se: tion. We 
not for you? 
Dearborn St., Chica 9. 


WANTS SUPPLIED 


do it for others, why 





Ai. GRICAN LUMBERMAN, 431 8S. 








Steel Rails 


RELAYING 40 LB. AND 60 LB. RAILS 


Also 30s, 35s, 56s, 70s, 80s, 85s. New rails, all 
weights. Switches, frogs, second-hand locomotives. 
ROBINSON & ORR, 248 4th Ave., Pittsburgh, Pa. 








Miscellaneous 





FOR SALE—WOOD AND WIRE FENCING 
Portable corn cribs, silos, and snow fence. Deliv- 
ered prices gladly Sastes. 

STANDARD NCB CoO., Lufkin, Texas. 





WANTS SUPPLIED 


Large number of wants supplied each week through 
the classified section. We do it for others, why 
not for you? AMERICAN LUMBERMAN, 431 8. 
Dearborn St., Chicago. 









SPEE-D-TWIN 


STEAM FEED 


Costs little more than belt or 
friction type feeds, but makes 
a tremendous difference in the 
cut of the mill. Investigate. 


Write for catalog A. 


SOULE 


STEAM FEED WORKS 


MERIDIAN, MISSISSIPPI 











CHANGE YOUR SAWS TO SIMONDS 


B OR F TOOTH. THEY LAST TWICE AS LONG, NEVER LOSE A 


TOOTH. F FOR TRACTORS RUN MUCH LIGHTER. ON EDGERS A 
SET OF BITS LAST A MONTH. Freight Allowed One Way on Long Hauls 


J.H. MINER SAW MEG. Co., MERIDIAN, MISS 











HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 










Wagons 


continue to do 
the job cheaper 
and better for 
the practical log- 
ger. 


Pat Sop la 1399 
Migy 18 1302 

fa Position 

to Load- 





For snaking and 

bunching use 

our Self-Loading 
Skidders. 





LINDSEY WAGON CO. 





Sole Manufacturers LAUREL, MISS. 








Retail 
Dealerse 


American Lumberman 





Don’t put off writing for a FREE copy 
of our Catalog, which completely de- 
scribes our line of 


Books That’ll Help You Make Money 


Write Now for Your Copy 
31 S. Dearborn Street 


il 
‘ you a 
pone features 


CHICAGO, ILL. @ NO COMPROMISE 











THE NEW 


V-S8 TRUCK 


Full-floating Rear Axle 

Special 80-horsepower V-8 Engine 
Heavy-duty Clutch 

Trouble-free 4-speed Transmission 
WITH PASSENGER CAR DESIGN... 


A REAL TRUCK...MADE OF GENUINE TRUCK PARTS 
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Aberdeen Plywood Co........ 
Alderman & Sons, D. W...... 
American Logging Tool Co... 
American Window Glass Co... 
Anaconda Copper Mining Co. . 
Angelina County Lumber Co.. 
ar . “ee Cork and Insulation 


er 


Associated Lumber Mutuals. . 


Atkins & Co., E.C.......... 


Atlantic Lumber Co., The. . 


Auditorium Hotel........... 


Babcock Ce., W. W., The.... 
Barrett Company, The....... 
PC ccacbasesseees 
Biles-Coleman Lumber Co... . 
Booth-Kelly Lumber Co., The. 
Bradley Lumber Co. of Ark... . 
ccs ctksewees 


Buckwalter Lbr. Co., J. R.... 
Builders Commercial Agency. . 
Burton-Swartz Cypress Co.... 


Casein Mfg. Co. of America, 


Central Mississippi Page...... 
Certain-teed Products Corp... 
Chapman & Dewey Lbr. Co.. 
Chemical Treatments Co..... 


Clover Valley Lumber Co..... 
Continental Steel Corp....... 
Coos Bay Lumber Co........ 
Crater Lake Lumber Co...... 
Crossett Lumber Co.......... 


Davenport Hotel............ 
DeWeese Lumber Co., A..... 


st Stark & Brown Cypress 


Oe 


ene, & Sons, Inc., Henry. . 


me de Wemeus & Co., 


ee 


Ethel Lumber Co............ 7 

14 Fair Lumber Co., D. L....... 7 

4 Ferguson Lumber Co., W. T.. 

6 Fidelity Lbr. & Timber Co.... 7 
Firestone Tire & Rubber Co. . 
Flexible Steel Lacing Co...... 

55  Flintkote Co., The........... 4 

57 a . “SIRES Red Cypress 

10 Ford Motor Company........ 69 
Fordyce-Crossett Sales Co... . 
Frantz Manufacturing Co... 

= Frost Lumber Industries, Inc.. 43 
General Insulating & Mfg.Co.. 60 
Gilchrist-Fordney Co........ 53 

5 Grand Rapids Trust Co....... 
Great Northern Hotel........ 58 

45 Griffith Stave Co.,Geo.C.... 56 

7 Hardwood Mfrs. Institute. ... 

r+ Heidner & Co., Inc.......... 
Henderson-Molpus Co....... 7 
Holley & Sons Co., L. W..... 53 
Holt Hardwood Company.... 10 
Holt Lumber Company....... 10 
Hotel Fort Shelby........... 62 

TP, kc cvesserccicc 
Hotel Martinique............ 

49 Hotel Mayfair & Lennox..... 

47 Hotel McAlpin.............. 

7 Huss Lumber Co............ 61 
Indiana Steel & Wire Co..... 
International Harvester Co... 

59 International Lumber Co..... 2 
Ivory Pine Co............... 14 

61 Jackson Lumber Co......... 

7  Johns-Manville.............. 

49 Keystone Steel & Wire Co..... 
Kinzua Pine Mills Co........ 
Kneeland-Bigelow Co........ 

39 Kneeland-McLurg Flooring Co 56 


AMERICAN LUMBERMAN 


ALPHABETICAL INDEX TO ADVERTISEMENTS 


If page number does not appear opposite name, display advertisement will be found in a previous issue 


Lackey Lbr. Co., 8. E........ 7 
Lange Mach. Works, Henry G. 


Libbey-Owens-Ford GlassCo.. 12 
Lindsey Wagon Company.... 69 
Long Lake Lumber Co....... 
Lumbermen’s Credit Assn. 41 
Lumbermen’s Drafting & List- 

 nkckwiebi teens a 59 
Lumbermen’s Mutual Casualty 

Ss inire ade iam ca darned te 14 
Luthi, F. C. & Co........... 53 
as “games Lumber Co., Chas. 
Maisey & Dion.............. 61 
Manhattan Rubber Mfg. Div. 

of Rabestos-Manhattan Inc. 
Mathieu, Limited, J. A....... 
Mayflower, The............. 6 
Meadow River Lumber Co... . 
Metropolitan Building Co.... 
a, aOR Lumber 
Milcor Steel Co............. 51 
PCE vccccceneveseues 61 
Se eer 58 
Miner Saw Mfg. Co., J. H.. 69 


Moore Dry Kiln Company... . 
Mumby Lumber &ShingleCo. 2 


National Dry Kiln Co........ 


National Lead Co........... 11 
Nelson & Co., Gilbert........ 61 
Nicholson File Co........... 72 


Northwestern Cooperage & 
PE nskebacscenees 


ee 


Paschal Lumber Co.......... 7 
Peavy-Wilson Lumber Co.... 
Pittsburgh Plate Glass Co.... 
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Pittsburgh Steel Co.......... 
Polson Lumber & Shingle Co. . 


or . ~weeeeenees Underwriting 

Red River Lumber Co., The. 3 
Richard Shipping Corp....... 58 
Ruberoid Co., The 


Samson Cordage Works 


Schuette Co., Wm........... 53 
Scohy Sheet Glass Co........ 
Sewall, James W............ 53 
Shaw-Bertram Lumber Co.... 14 
Silver Lake Company........ 14 
Sinclair Refining Co......... 
Singer Mfg. Co., The........ 14 
Solvay Sales Corporation... .. 
Soule Steam Feed Works..... 69 
Southern Pine Association. ... 
Spain & Co.,H.M.......... 14 
Spokane Pine Products Co.... 


Standard Lime & Stone Co... 
Stephenson Co.,I........... 
Stevens, Chicago, The........ 
Sumter Lumber Company, Inc. 14 


Tremont Lumber Company... 47 


Von Platen-Fox Company.... 56 


Webster Lumber Co., H. E... 
Weidman Lumber Co........ 56 
Wells Lumber Co., J. W...... 
Weyerhaeuser Sales Co....... 
White River Lumber Company 59 
Wier Long Leaf Lumber Co... 49 
Wisconsin Land & Lumber Co. 14 
Wood Conversion Company... 849 
Wooster Brush Co........... 


Zimmerman, F. M........... 


Directory of Products Advertised in American Lumberman 


For page number refer to Advertisers’ Alphabetical Index above. If page number 
does not appear in Index, display advertisement will be found in a previous issue. 


SOFTWOOD LUMBER 


A—Northern Pine 

B—Northern Spruce 

Bl—West Virginia Spruce 

C—Northern Hemlock 

Ci—West Virginia Hem- 
lock 


D—Northern Cedar 


Holt Lumber Co....... ced 
International Lumber 


ee ee ee ee 


Co 
Mathieu, Ltd., J. A. ‘ahh 
Northwestern ‘Cooperage 


Lbr. Co., The...abcde 
Stephenson Co., I....abcd 
Von-Platen-Fox Co....ac 


Weyerhaeuser Sales Co. 


ShaReenetooeenecs ajlmst 
Wisconsin Land & Lbr. 
 e6scdnecesbadeus acd 


B—Southern Yellow Pine 
F—Cypress 


Aigermen, D. W. & Sons ’ 


CeCe eee 


Alger- Sullivan Lbr. Co..e 





Bughalter Lbr. Co., 
| eee e 

ae 2... Co.,. 
Bagten- -Swartz Cypress 
DeWeese Lbr. Co., A....e 
Dibert, Stark & Brown 

Cypress Co., Ltd 
Ethel Lumber Co....... e 
Fair Lumber Co., D. L..e 
Ferguson Lumber Co., 

Wn ed kebcenenons efjlm 
Fidelty Lbr. & Tbr. Co..e 
Florida Louisiana Red 


Se S cetenesées f 
Frost Lbr. Industries, 
Be svencwoceneteaneces e 


Gilchrist-Fordney Co....e 
Henderson-Molpus Co...e 


Huss Lumber Co........ f jJ—Fir 
Jackson Lumber Co..... e 
Lackey Lbr. Co., S. E...e 
Paschal Libr. Ce.....c- e 
Peavy-Wilson Lbr. Co..e 
Southern Pine Assoc....e 


Sumter Lumber Co., Inc.e 
Tremont Lumber Co...ef 


Wier Long Leaf Lbr. Co..e ing 


G—Arkansas Soft Pine 
mm Lbr. Co. of 


eeeee ee eee ee eeee 


eee eee eee ee eeee 


K—Spruce (Western) 
L—Western Red Cedar 
M—Western Hemlock 
N—Port Orford Cedar 


Anaconda Copper Min- 
Co j 


es 


a-hole Red Cedar 
Bradley Lbr. Co. of 
Ark. 


I—North Carolina Pine 


Alderman, D. W. & 
Sons Co 
Pespuson ‘Lumber Co., 


Booth-Kelly Lbr. Co....j 
Bratlie Bros. Mill os 
Coos Bay Lumber Co....j 
he ee Lumber Co. 
errr rrr re e fjlm 
Mathieu, Ltd., J. A...abk 
a ee Lumber Co., 


eee eee ewww wee 


Guten Railway & 
Timber Co. 
Polson Lumber & 
| eae jm 
Weyerhaeuser Sales 
_ Pre ajlmst 
White River Lumber 


0O—California Pine 
P—California Sugar Pine 
Q—Redwood 

Clover Valley Lbr. Co.. 


Perpugon Lumber Co., 
egang earn wae op 


Michigan-California 
Lumber Co. 
Red River Lumber Co.op 


eoeeeeeee 


R—Pondosa Pine 
S—Idaho White Pine 
T—Ponderosa Pine 
U—Western Larch 


Anaconda Copper Min- 
ime Sk asuumanesean “i 


er 


Ivory Pine ee r 
Kinzua Pine Mills Co...t 
Long Lake Lbr. Co....st 
Michigan-California 
Lumber Co. 
Polleys Lumber Co....tu 
Schuette Co., Wm..... “als 
Shaw Bertram Lbr. Co..t 
ene Pine Products : 
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Weyethasuser anien 
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Paul Bunyan comes galloping 
out of the tall pines with this 
message to dealers: 


‘When you buy your first Red River Mixed 
Car you will wonder why you never did it 
before. After you get the habit you'll find 
that Red River Mixed Car Service enables 
you to carry a balanced stock,—all QUAL- 
ITY merchandise, without increase of inven- 
tory and that your unit cost and handling 





expense is lower." 


rat Bune” GALIFORNA PINES 


LUMBER MOULDINGS CUT STOCK BOX SHOOK PATTERN STOCK 
PLYWOOD PANELS Industrial and Building WALL BOARD 


When you can buy Plywood and Wallboard at the same mill that supplies 
lumber items you can take on a trial quantity at a cost that gives you a profit, 


right from the first panel. 


RED RIVER "Paul Bunyan's'’ CALIFORNIA PINE PLYWOOD and WALL- 
BOARD are unique in the plywood field. The combined virtues of laminated 
plywood construction and "old fashioned soft pine" make a great seller. Deal- 
ers who started with a small lot of panels and wallboard in a RED RIVER Mixed 


Car are now buying them in carload lots. 


Try it, you can't go wrong. 


_ “Producers of White Pine for Three Generations” 


ies RED RIVER LUMBER Fn yi tS 


Mill, Factories, General Sales, WESTWOOD, CALIFORNIA 


SALES OFFICES: 
315 Menatees Building 360 N. Michigan Ave. 307 Hennepin Avenue 702 BE. Slauson Ave. 
SAN FRANCISCO CHICAGO MINNEAPOLIS LOS ANGELES 


WINTON LUMBER SALES COMPANY UNITED STATES PLYWOOD CoO. 
Foshay Tower, MINNEAPOLIS 50 East 42nd St. NEW YORK CITY 603 W. 36th St.. NEW YORK CITY 


Distributing Yards — CHICAGO MINNEAPOLIS LOS ANGELES RENO 
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The sun really smiles through Lustraglass. Sunlight 
transmitted through it is more desirable because 
it actually contains a substantial volume of the 
shorter and more valuable ultra-violet rays which 
produce Vitamin D .... the “sunshine vitamin.” 
Experiments have confirmed this fact ....a very 
important fact for all people who spend the greater 
part of each day indoors. 

Because of its transmission of these valuable rays 
and also because it is a clearer, whiter, flatter and 
more lustrous glass... . finally, because it costs 
no more than any good window glass, architects 
and builders should specify it for all types of build- 
ings. Don’t just say “window glass.” If you want 
a better glazing job without extra expense just 
say: “Lustraglass.” 

Whether you buy, sell or specify Lustraglass, you 
will be assured the utmost in service and value. 

Lustraglass Folder 3320 is yours for the asking. 
Write for it. 


USTRAGLASS 


he ultra violet ray Window 9/as ==) 


AMERICAN WINDOW GLASS 
C0 a B A 4 Y @ FARMERS BANK BUILDING 


PITTSBURGH, PENNA. 
Also makers of Lustrawhite Picture Glass, Plexite Safety 
Glass, 6" and 742” Crystal Sheet Glass, Bulb Edge Glass, 
Ground and Chipped Glass. 
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There’s a Fintkote Shingle 


FOR EVERY 














@ INDIVIDUAL SHINGLES----+ 


MODERNIZATION 
JOB" 


SQUARE BUTTS:--- 


ae egies <& SPECIAL DESIGNS---- 


“HEXAGON STRIPS-----~ 


w@ Re-roofing is a big item in today’s modernization work. 

And no matter what type of asphalt shingle is wanted 

you can fill the order from the Flintkote line. 
That means more jobs—more satisfactory jobs! 


Is the order for hexagon strips—square butts—thick 
butts—special design strips or individual shingles? Flint- 
kote makes them all! They come in as many as 27 beauti- 
ful colors, to please every home owner’s taste. And they’re 


priced for today’s market. 


Siding, too... 


LINTKOTE Brick Siding 
further widens your mod- 
ernization opportunities. It has 
everything home owners want 
—exceptional beauty, unusual 
durability and reasonable price. 
All of these Flintkote prod- 
ucts are made to the highest 
standards by controlled manu- 
facturing processes and selected 





raw materials. They are made 
by the company which has pio- 
neered all important asphalt- 
shingle improvements. 

For complete information 
and samples, write The Flint- 
kote Company, 50 W. 50th St., 
New York. Branches in princi- 
pal cities. Factories and Ware- 
houses from Coast to Coast. 


<3 FLINTKOTE 


ide Variety . . 


. Lrue Economy 
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Real Quality Behind the 
and Service Bradley Brand 


The Bradley reputation has been built on a quality product supple- 
mented by prompt, dependable mixed car service. Behind that service 
is a progressive, alert manufacturing organization, applying the latest, 
improved methods in production—manufacturing precision, skillful 
workmanship, scientific kiln drying control, etc. 


Back of this, again, is the basic quality of Bradley timber. It should 
be reassuring to you to know that you can depend on Bradley Quality 
for years to come. The founders of this business selected timberlands 
with expert knowledge and there is a sufficient supply in reserve for 
more than thirty years’ production. 


Bradley mixed cars enable you to buy a wide selection of items as 
you need them—one shipment, one invoice, one standard of quality, 
one source of supply, undivided responsibility. It pays to buy Bradley 
Mixed Cars! 


New Nail-Seated** Oak and Sap Gum Trim and Mould- 


— Flooring — warrant- 
in permanent stabiliza- 
diem in finished floors at 
lower costs. 

Yellow Pine Trim and Mould- 
ings. 


Oak Treads and Risers. 


ings. 

Cedar Closet Lining. 

Block Oak Floors.* 

Oak, Gum and Pine UNI- 
TRIM for Doors and Win- 
dows in Packaged Sets. 

Oak, Gum and Pine Glued-up 
Panels. 


Oak. Door Sills and Thresh- 

olds. 

Oak Trim and Mouldings. 

Standard Beech Floors. 

Standard Oak Floors. 

Then fill the car with Com- 
mon Yellow Pine Boards 
or Dimension. 


*Patent Applied For. **Patented, No. 1,936,028. 


Bradley Lumber Co. of Arkansas 


Offices, Mills, Factories and Warehouses: 
Warren, Arkansas 
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CAMINO QUALITY 


SUGAR PINE 


Quality timber, adequate equipment, exacting man- 
ufacture and care in handling and shipping—that’s 
why CAMINO Quality lumber satisfies every cus- 
tomer. It has the fine, even-grained, soft texture 
characteristic of true White Pine. We have a well 
assorted stock ready for immediate shipment, and 
can Mix Cars with Camino Ponderosa Pine of extra 
good widths and exceptional cutting quality. Write 
or wire to-day for quotation on your requirements. 





Leading department et Comino 


MICHIGAN-CALIFORNIA 
LUMBER COMPANY 


CAMINO, CALIFORNIA 




















NLeADERS 


SA PINE 
ANACONDA 


means quality all the way 
through— Lumber that will 
satisfy your customers and 


WA bringthem backformore. 
op 
7 


é Wom? é a Pigg 


Take advantage of our 


and balance up 
your stocks £ 





June 23, 1934 
























Arrivals in the National Capital 
Instinctively Turn to the One A 
Hotel Known Around the World 
as Being Synonymous with Wash- 
ington’'s Great Cosmopolitan Life 











SINGLE ROOMS FROM $4 
DOUBLE ROOMS FROM $6 


All with outside exposure, bath and 


shower, electric fans, circulating ice water y 
ss 


THE 
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res Shortleaf Quality 


And Service For You 


You can rely on the standards of quality and service offered by these eight 


associated Central Mississippi producers of Shortleaf. 


The inherent quality 


of the timber is supplemented by careful manufacture and loading, and prompt- 
ness in shipping. To a great extent, the timber in this section is dense, though 


very soft in texture. 


Most of these folks also produce limited quantities of 


Hardwoods and all of them will be glad to Mix Cars to suit your requirements. 
You'll find all of them dependable sources of supply. They’re eager to please 
you, realizing that satisfied customers come back to you, and to them, for 


repeat orders. 


Address your inquiries and orders direct to these Companies. 


Sales Office: LOUISVILLE, MISS. 
"Delfair" trade marked, grade marked Dense Shortleaf Pine. 
Definite moisture content. Dimension with “Eased Edges.” 
Stock treated to prevent sap stain. 


FIDELITY LBR. & TIMBER CO. 
DURANT, MISS. 

Manufacture all items shed stocks, steam K. D. Aijr dried 

stocks treated for stain. Dense dimension worked “Eased 

Edges." Quality timber, Quality Manufacture, Fidelity service. 


ETHEL LUMBER CO., 
ETHEL, MISS. 
Flooring, soft-textured Finish, KD Boards, No. 1-2 KD Eased 
Edge Dimension. 90% KD all bright lumber. Original growth 
Short-Leaf, large, extra dense. Equipped for large sizes. 


HENDERSON-MOLPUS CO., 
PHILADELPHIA, MISS. 
Complete service in Dense Shortleaf Pine, specializing in 
dimension, ceiling, flooring, finish, mouldings, shiplap and 
drop siding. 








; | Ly, S 
ES ; 
a ete 


ESL. 
ete 2 

















=) 





A. DEWEESE LBR. CO., 
PHILADELPHIA, MISS. 
Strong on No. | & 2 Dense Shortleaf Dimension and No. 2 
boards. Reasonably good assortment thoroughly K. D. shed 
stock. Reputation for quick, dependable service. 


PASCHAL LBR. CO., 
WALNUT GROVE, MISS. 
Well manufactured lumber from cream Central Mississippi 
Shortleaf. Order today, ship tomorrow. Dimension with "Eased 
Edges." Stock treated to prevent sap stain. Grade marked. 


J. R. BUCKWALTER LBR. CO., 
Sales Office: UNION, MISS. 
A well equipped plant specializing in soft Shortleaf finish, 
original growth No. | dimension and boards. Latest type 
kilns. All air-dried stock Dowicide anti-stain treated. 


S. E. LACKEY LBR. CO., 
FOREST, MISS. 
Manufacturing "“SELLCO" Superior Number | Com. Air- 
dried and Kiln-dried “Eased Edge" Dimension and Boards. 
Lignasan treated Prevent Stain. 


Also Shed Stock items. 























Maps © by 
Rand, McNally 
& Co. 
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From coast to coast, Wood Conversion Com- 
pany’s selling program is WORKING. It is 
opening up new markets and making money 
for lumber dealers . . . not just in a few 
selected places, but all over the country! 


Here is why: 
THE LINE MEETS TODAY’S NEEDS 


It’s a new and different line of building materials, designed to sell both in exist- 
ing buildings and new construction. The line meets today’s needs at a price 
people can pay and are willing to pay. Heading this line are NU-Woop Tile, 
Plank and Wainscot—materials that combine permanent interior decoration 
... efficient insulation . . . acoustical correction and noise hushing! Application 
over old walls and ceilings, or direct to framing members in new construction, 
is simple and easy. Prices are startlingly low—often no higher than that of ordi- 
nary insulating board. The line is complete—giving you a wide range of ma- 
terials to fit all types of jobs. 


RESPONSIVE MARKETS ARE EVERYWHERE 


Many thousands of buildings must either be fixed up or closed up—schools, 
churches, theaters, hospitals, hotels, restaurants, offices, apartments and 
homes, tap rooms, clubs, stores, shops, offices and commercial buildings. These 
markets are right in YOUR town... at your doorstep. They are waiting for 
these new popular-priced materials. 


THIS PLAN LAYS THE TRACKS 


A practical, SELECTIVE SELLING PLAN “lays the tracks”’ to these responsive 
markets—co-operates with you in finding the jobs, interesting prospects and 
selling them. This plan is made for today’s conditions. It secures the assistance 
of architects, builders, contractors, and carpenters in turning the best pros- 
pects into buyers. 


... AND HERE’S WHAT THE PROGRAM IS DOING: 
It is meeting today’s needs with popular-priced materials for wall 
and ceiling treatment . . . creating a present demand for materials 
bs ...adding extra volume...getting action from inactive buyers...lifting 
many jobs out of competitive bidding... multiplying your selling 
chances... answering the prospect’s insistent demand for “‘some- 
thing different” for walls and ceilings... opening up profitable jobs 
in new fields. 





As an example—one NU-W0OoD distributor* handling the 
line only sixty days writes: **There have been about 15 jobs 
come up since we stocked NU-WOoD, and we can’t find any 
job which used a competitive board after they saw ours.” 


ee | IF YOU WANT BUSINESS NOW—AT A PROFIT—COME ON IN! 


WOOD CONVERSION COMPANY 


ST. PAUL * © + MINNESOTA 
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Holt Flooring is a Quality 





le, 
Product, manufactured to ee — 
ognized and precise stand ay wlrsan = 
rec - i ili =— 
ards in a modern daylight nen Pn WORLDS 
factory equipped with the | Air Dried Xv. 
latest flooring "shaving" ma- ey ea 0 obligation! No Cost! Simply write FAI R’ 
iiean 4 Hemlock the Auditorium Hotel in Chicago 
4 4 an right now and by return mail you will 
Holt also makes Hardwoo Lumber. receive this beautiful rotogravure 
and Hemlock lumber, posts, Cedar Posts. section giving you magnificent views of 
lath, shingles, etc. This un- Lath. 5 Poe big by mete whe co neem 
: ' en you visit Chicago stay at the Auditorium 
— 4 yg makes beck Mesthern W Hotel, the most ideal Worlds Fair location where 
ixed Car ervice especially C Shingles. every comfort and luxury is yours at low cost. 5 
attractive. aie ARTHUR J.NEWMAN-Manager hihi 
HOL LUMBER CO. 
HARDWOOD CO. iy 
aatpeeevchdinde — YOUR MICHIGAN o¢ CONGRESS C H Ler -NCT® 
National Hardwood Lumber Assn. Northern Hemlock NEEDS. 





& Hardwood Assn. National Lumber Mfrs. Assn. 
Maple Flooring Mfrs. Assn. 





















PRICING for PROFIT 


By W. L. CHURCHILL 


A New Book That Every Lumberman Needs Right Now 


It clearly and specifically answers dozens of very important questions, such as the following: 


How must you determine right prices? Where should your profits come from? 
What is the correct ratio of selling cost Where should your price corrections 
to profit? begin? 


wom eane ar ORDER YOUR COPY NOW ?ostrit $3.00 
American Lumberman, 431 So. Dearborn St., CHICAGO 














sam Dependable ‘aa ~- inns ‘ime oi 


That's what you are assured when you order Clover Valley 
California Pine lumber. You will like the fine quality, straight 
grain and soft texture of our lumber—produced from ma- 
ture timber on the most modern equipment. 


YARD STOCK; 






SHED STOCK; 
SHOP and CLEAR; BOX SHOOK. 


N CLOVER VALLEY LUMBER COMPANY, $2855" Loyalton, Calif. 


CHICAGO REPRESENTATIVE: M. L. s ansen, 308 W. Washington St., Chicago, di 
NEW YORK REPRESENTATIVE: F. T. Staats, 829 Chrysler Bidg., New York City 
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ERE is a property owner who 
finds that his paint is going to 
pieces. 

When he put it on, he thought he 
was through with painting for some 
time tocome. 

Now, after only a short time, he’s 
in for a repaint job...and is he sore? 

Of course the reason is “cheap” 
paint, a “cheap” paint job that 
somebody sold him. And that was 
bad. Bad, of course, for the paint 
business but bad, too, for the lum- 
ber business. 

For when a property owner has an 
experience like this, he may begin 
to wonder whether it really is pos- 







”™ 

















sible to get a satisfactory 
painting job...may begin to 
consider turning to materials 
that don’t need paint. 

This is just about the last 
thing that the lumber merchant 
wants to happen. There’s some- 
thing he can do about it, too. Every 
time he sells lumber he should re- 
mind his customer to employ both 
good paint and a good painter. 


You can always depend on Dutch Boy 


When you recommend Dutch Boy, 
you re doing your part toward pre- 
venting the lumber business and 
the paint business from getting a 
black eye. 


“Cheap” Paint Vs. Dutch Boy Protection.. 
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*"CHEAP” PAINT Panel reproduced 
from the house above. Paint cracked soon 
after application. It’s jobs like this that turn 
owners away from materials that require 
painting. 


DUTCH BOY After three years. Si- 
milar house in same Indiana town. Shows 
no cracking and scaling. Still good for lots 
of wear. 








putcH Boy @v7" 





WHITE-LEAD 


LINSEED OIL — FLATTING OIL — LIQUID DRIER — WALL PRIMER — COLORS-IN-OIL 
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When THIS happens 


it’s 


bad for the 


LUMBER 


business 





Paint made from Dutch Boy 
White-Lead gives long-last- 
ing protection. Unlike 
“cheap” paint, Dutch Boy 
‘does not crack and scale. 
It resists the weather .. . wears 
down stubbornly by gradual chalk- 
ing, which leaves a perfect surface 
for new paint. 


Good business from two angles 


By carrying Dutch Boy White- 
Lead and the other products in the 
Dutch Boy line, you can build up 
a volume of paint business that you 
may now be overlooking. 

But even more important .. . 
every time you sell Dutch Boy you 
are protecting the future of the 
lumber business. 


Now in new, convenient form 


Dutch Boy White-Lead now comes 
as a quick-mixing paste that can be 
used for both outside gloss paint 
and inside flat finishes. This ALL- 
PURPOSE soft: paste is Dutch Boy 
White-Lead of the same high qual- 
ity you have always known. 


wt oc ova mast 


NATIONAL LEAD COMPANY 


111 Broadway, New York; 116 Oak St., Buffalo; 900 
W. 18th St., Chicago; 659 Freeman Ave., Cincinnati; 
820 W. Superior Ave., Cleveland; 722 Chestnut St., 
St. Louis; 2240 24th St., San Francisco; National- 
Boston Lead Co., 800 Albany St., Boston; National 
Lead & Oil Co. of Pa., 316 4th Ave., Pittsburgh; John 
T. Lewis & Bros. Co., Widener Bldg., Philadelphia. 
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Libbey - Owens « Ford lehrs are five to six 
times longer than any others used in the glass- 
making industry. L-O-F Quality Glass, there- 
fore, receives a slower, more perfect annealing. 
This makes it less brittle. It is, consequently, 
easier to cut than other brands. There are 
fewer lights broken in glazing your sash and, 
naturally, greater net profit when you sell it. 
If that’s what you want...and it certainly is, 
or you wouldn’t be in business... it will pay 
you to consider the “protected profit” angle 
and standardize on L-O-F Quality Glass. 


LIBBEY -OWENS-:FORD GLASS COMPANY 
TOLEDO, OHIO 


men who use glass 


and keep an eye on their books 


concentrate on the 


glass with the 


























PROTE 


LIBBEY: OWENS: FORD 
1” | QUALITY GLASS 





The L-O-F label helps you 
sell. It protects you and 
your customer. Leave it 
on. A blue label marks 
double strength glass 
and ared one marks 
single strength. 
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RECOVER 


RIGHT with 


BARRETT ASPHALT SHINGLES 
BARRETT ROLL ROOFINGS 
(Mineral-surfaced and Smooth-surfaced) 


IMITATION BRICK SIDING AND 
SIDING SHINGLES 


SHINGLECOAT 
SHINGLE STAIN OIL 
SHEATHINGS AND BUILDING PAPERS 
EVERJET PAINT 
LIQUID ELASTIGUM 
PLASTIC ELASTIGUM 
CARBOSOTA (Wood Preservative) 
CREONOID FLY SPRAY 
BARRETT CATTLE SPRAY 


"Phone, wire or write for information on these 
or any other Barrett Protection Products. 


AMERICAN LUMBERMAN 















HEXAGONAL SHINGLES 


a popular, fast-selling design 


The popular price and unmistakable dollar-for-dollar value of Barrett 
Hexagonal Shingles give progressive roofing dealers what is needed to 
stimulate roofing sales and profits. 


These attractive strip shingles are made from high grade shingle 
stock, and are available in four sizes and two weights. Dovetailing 
notches and end projections on each strip assure tight joints and 
proper alignment on the roof. 


Mineral-surfaced in Red, Green, Blue-black, Variegated, Green Tone, 
Red Tone, Brown Blend, Sage Green, Spanish Red or Emerald Green, 
the color and distinctive hexagonal shape of Barrett Hexagonal Shin- 
gles will add greatly to the appearance of any home. 

Recover right with Barrett Hexagonals ... a dependable protection 


investment for the home-owner, and a dependable profit investment 
for the.seller. Write for complete information. 


40 Rector Street The Gault Company 


2800 So. Sacramento Ave., Chicago, Ill. 


New York, N. Y. 


Birmingham, Alabama 
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Here is the sort of outdoor living room that 


every home owner wants. At small cost, you can 

transform a blank, cold side wall, as shown in the 

above small sketch, into a charming, comfortabie 
room for the whole family to use and enjoy. 


This is your chance to increase your remodeling 
business and build “NEARWHITE”’ sales. Take 
} 2 illustration to prospects in your community. 

them how easily and economically ‘“‘NEAR- 
WHITE” will build such a living porch for them. 
of Show them how “NEARWHITE,” the soft- 
textured, virgin shortieaf pine will build beauty 
and durability into such a room for them. Impress 
them with the fact that “NEARWHITE” is a 
quality lumber available to them at the same 
price as other shortieaf pine of lower quality. 


ee 7 % This is Number Four in a series of sugges- 
tions ‘NEARWHITE”’ offers you for increasing 
your business. Let these suggestions help you 


build “NEARWHITE”’ sales. 
THE SOFT TEXTURED SHORTLEAF SUMTER LUMBER COMPANY, INC. 


Electric Mills, Miss. 

















Close Grained— 
Soft Textured 


MOULDINGS—BEVEL SIDING— 
CUT STOCK—BOX SHOOK 


SHAW BERTRAM [LUMBER Co. 


Mills and Factories: Main and Gen’! Sales Office 
Klamath Falls, Ore., Tionesta, Calif. KLAMATH FALLS, ORE. 


EASTERN SALES REPRESENTATIVE. 
GEO. A. MEYLS, JR., 1735 Grand Central Terminal, New York 
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WISCONSIN LAND & LUMBER Co.. 


Hermansville, Michigan 
Manufacturers 


\ IXL Hardwood a 





Northern . aid 
Softwood Lumber 


Strip Type 


M 
Flooring astic Bond 


Fleoring 


ASH-BASSWOOD- BIRCH- MAPLE - HEMLOCK - PINE-SPRUCE 
White Cedar Posts - Poles & Shingles 
Shingle Tow & Maple Flooring Clippings 
(A HALF CENTURY RECORD FOR DEPENDABLE SERVICE) 

















= H-M-SPAIN & CO. | 


ei *) FORESTERS 









































Forest Planning Timber Estimates 
TimberAppraisals Land Classification 
COMMERCE TITLE BLDG., MEMPHIS.TENN. 
Specify “L-M-C” for SOUND 


ECONOMICAL PROTECTION 


Is safety vital in your insurance protection? Then 
investigate the security offered by this $17,000,000 
company. Learn, too, of the annual dividends paid 
to policyholders since organization which substantially 
reduce their Casualty insurance cost—last year over 
$2,827,000. Inquire today, for full details. There is 
no obligation. 


gAYIENS MUTUAL CASUALTY (Gy 


James S. Kemper, President 


























The Strongest and Most 
Durable Logging Tools 


on the market are to be found in the “ American’ 
line. We have them for all pu 

Write now for catalog describing “American” log- 
ging tools and appliances. 

Order from your jobber. If he can't supply you— 
we will. 


American Logging Tool Co. 


EVART. MICHIGAN 








SKIDDING 
TONGS 








Ivory Pine 
All that the name implies. 


Quality that starts in the timber. 
A small compact organization giv- 
ing your orders INDIVIDUAL at- 


tention from grader to manager. 
Selects, Shop, 


Ivory Pine Company Dimension 


Manufacturers of 


PONDEROSA PINE KLAMATH FALLS, ORE. “°"*" ™ 


a 














The Singer Manufacturing Company 
BAND SAWN 


DRY — QUEBEC — BIRCH 


Mills at THURSO, QUEBEC. Kiln Drying Facilities. 


T. F. ELMITT FRANK W. FRENCH 
700 St. ‘Catherine St. West | SALES I4| Frances Street 


Montreal, Quebec - REPRESENTATIVES ~ Woburn, Mass. 
Phone Lancaster 9293 \ / Phone Woburn 0128-W 











Silver Lake Sash Cord | 


GUARANTEED FOR 20 YEARS 


stamped on every foot of cord 
EDDYSTONE 


long wearing and of high quality 


a superior sash cord 


Display Carton 


saa 


PELHAM—guarantees satisfaction .TOBEHANKS 


our exclusive Put-Up 


san 


NuCORD—a medium priced sash cord 


are Silver Lake Co. 


4] J con an : 
\l.—a good competitive cord. Newtonville, Mass. 
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Cottonw’” 
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BRUSH! 
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June 23, 1934 
Ash ..--- a Magnolia ..1 
Basswood. .b Maple (Hard 
Beech A and Soft) .m 
Birch ....d GEE ccsccs n 
Cherry ..-¢€ Poplar ....0 
Chestnut . .f 2 
’ sco dll 
Cottonw’d . = Walnut ...r 
Elm ...--- Foreign 
Gum ....-. i Woods ..s 
Hickory ..Jj Mahogany .t 
Philippine .k Balsa .....U 
gman, D. W. & Sons 
riveeeescownevenes imnqg 
mate Lumber Co.....acgin 


AMERICAN LUMBERMAN 
HARDWOOD LUMBER 


Bradley Lbr. Co. of Ark..cin 
E. L. Bruce Co...abchijlmno 
Buckwalter Lbr. Co., J. R..in 
Chapman & Dewey 

Lumber Co. 
Cisar Brothers ...... adhimng 
._— Stark & Brown 

Cypress Co., Ltd. 
Ethel Lumber Co........... in 
Ferguson Lumber Co., 

W. T. -acfghijmnopqr 
Fordyce-Crossett Sales Co. .in 
Frost Lumber Industries. 

MD. étnbewtcceawee achijlng 


~~ Manufacturers 
Institute 
Holt Lumber Co. ...... bdhm 
Kneeland-Bigelow Co........ m 
Rae @ Okc FF. Gan coc viccan u 
Maisey & Dion ..... adhimng 
Meadow River Lumber Co. 
Justeinmesbinoeesan bdfmno 
Peavy-Wilson Lumber Co. .in 


Singer Mfg. Co., The...bdhm 
Stephenson Co., I...... bedhm 
Tremont Lumber Co... -ching 
Von-Platen-Fox Co. -abhim 
Weidman Lbr. Co...... bdhm 


HARDWOOD 
Wisconsin Land & Lbr. Co. 
eoedewsseesawees sceeeece 
GeO cccccccccccccccesess a 
GE. b0s6s00s6ecnenseneons b 
GHEE ccccccccccceccecsecess c 
TED 8:000000ss vcceneuseed d 
De wWiattousnseseceonewnes e 


eee eee weer eeeeeeeee 


Bradley Lumber Co. of Arkse e 
B. b. Bemed Cay. .cccceers 
Frost Lumber Industries 
a Lumber Co., 


bias, 


71 


FLOORING 


Fordyce-Crossett Sales Co...6 
Griffith Stave Co., Geo. C...e 


Holt Hardwood Co.......bde 
Kneeland-Bigelow Co..... axle 
Kneeland-McLurg Floor- 
ine CO. ccccceceves oe 
Northwestern Cooperage & 
Lumber Co., The...... -abd 
Stephenson Co., I...... — 
Tremont Lumber rr 


Webster Lumber Co., H. E.. ; 
Wells Lumber Co., J. W..bd 
Wisconsin Land & Lbr. i 


eee emer eee weeeeeeeeeee ee 


MILLWORK, FRAMES, SHINGLES, PACKAGE TRIM, ETC. 


sASH. DOORS, COLUMNS, 
MILLWORK 


Red River Lbr. Co. 


WINDOW, DOOR FRAMES 
Biles-Coleman Lbr. Co., Inc. 


Red River Lbr. Co. 


BRUSHES—Paint, Varnish 
Wooster Brush Co. 


CEDAR CLOSET LINING 
Bradley Lbr. Co. of Ark. 
CEMENT REINFORCING 
Continental Steel Corp. 
Pittsburgh Steel Co. 


COLORS IN OIL 
National Lead Co. 


CORRUGATED SHEET 
METAL 
Milcor Steel Co. 


FENCE AND FENCE POSTS 
Continental Steel Corporation 
Indiana Steel & Wire Co. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 


GATES—Steel 

Continental Steel Corporation 
Indiana Steel & Wire Co. 
Keystone Steel & Wire Co. 


GLASS 

American Window Glass Co. 
Libbey-Owens-Ford Glass Co. 
Pittsburgh Plate Glass Co. 
Scohy Sheet Glass Co. 


ACCOUNTANTS 
Nelson & Co., Gilbert 


APPRAISERS AND TIMBER 
ESTIMATORS 

Sewall, James W. 

Spain & Co., H. M. 


FINANCIAL 


Builders Commercial Agency 
omens Credit Associa- 
on 


FOREIGN BROKERS 
Richard Shipping Corp. 


AXES AND LOGGING 
TOOLS 
American Logging Tool Co. 


BATTERIES 
Firestone Tire & Rubber Co. 


BELTS AND ACCESSORIES 


Flexible Steel Lacing Co. 
Manhattan Rubber Mfg. Div. 
of Raybestos-Manhattan, 
ne. 


BRAKE LINING AND 
ACCESSORIES 
Firestone Tire & Rubber Co. 


BRIQUETTES EQUIPMENT 
Wood Briquettes, Inc. 


CONVEYING MACHINERY 
Allis-Chalmers Mfg. Co. 


Spokane Pine Products Co. 


PACKAGE TRIM 


Biles-Coleman Lbr. Co. 
Bradley Lumber Co. of Ark. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 


Weyerhaeuser Sales Co. 


SUINGLES 

Northern Cedar ........... 
Western Red Cedar........ b 
GRE wntnnnseacnccucwn c 
Bratlie Bros. Mill Co....... b 


Ferguson Lumber Co., 
oa ira ono b 


Holt Lumber Co... .cccccces 
Mumby Lbr. & Shingle Co. ‘b 
Northwestern Cooperage & 
Lumber Co., The ........ 
Polson Lumber & Shingle Cob 


Stephenson Co., I.......- oof 
Weyerhaeuser Sales Co. 
White River Lbr. Co........ b 


Wisconsin Land & Lbr. Co.a 


BUILDERS’ SPECIALTIES, ETC. 


GLASS EDGERS AND 

TOOLS 

Henry G. Lange Machine 
Works 


GLUE—Waterproof 
Casein Mfg. Co. of America, 
Inc., The 


HARDWARE—Bauilders’ 
Frantz Mfg. Co. 


INSULATION 
‘aes Cork & Insulation 


Celotex Co. 

Certain-teed Products Corp. 

General Insulating & Mfg. Co. 

Johns-Manville 

Standard Lime & Stone Co. 
Wood Conversion Company 


LADDERS 
Babcock Co., W. W. 


LINSEED OIL 
National Lead Co. 


LOG CABIN SIDING 
Red River Lumber Co. 
Frost Lumber Industries, Inc. 


METAL ACCESS DOORS 
Milcor Steel Co. 

META EILINGS 

Milcor vSteel Co. 

METAL CORNER BEAD 
Continental Steel Corporati 
Milcor Steel Co. pene 
Pittsburgh Steel Co. 

METAL LATH 


Continental “a Co: 
Milcor Steel Co. seme 


Pittsburgh { Steal Co. 
NAILS 


Genttnental Steel Corporation 
Keystone Steel & Wire Co. 
Pittsburgh Steel” Co 


OVERHEAD GARAGE 
DOORS 


Frantz Mfg. Co. 


PAINT AND VARNISH 
BRUSHES 


Wooster Brush Co. 
PAINT, ENAMEL, 
VARNISH 

O’Brien Varnish Co. 


PAINT—Roof 
Certain-teed Products Corp. 


PLASTER BOARD 
Certain-teed Products Corp. 


PLASTER LATH 
Johns-Manville 
Milcor Steel Co. 
Pittsburgh Steel Co. 


PLYWOOD AND VENEERS 

Heidner & Co., Inc. 

Northwestern Cooperage & 
Lbr. Co., The 

Red River. Lbr. Co. 


POSTS—Steel 

Continental Steel Corporation 
Indiana Steel & Wire Co. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 


ROOFING, SHINGLES, 
ASBESTOS, ASPHALT 
Barrett Co., The 
Certain-teed Products Corp. 
Flintkote Co., The 
Johns-Manville 

Ruberoid Co., The 


SASH CORD 
Samson Cordage Works 
Silver Lake Company 


MISCELLANEOUS SUPPLIES AND SERVICES 


ASOLINE, GREASES, 
LUBRICATING OILS 
Sinclair Refining Company 


HOTELS 
Auditorium 

Benson 

Davenport Hotel Co. 
Fort Shelby 

Great Northern 
Lenox 

Martinique 

Mayfair and Lennox 
Mayflower, The 
Plankinton 

Stevens 


HOUSE PLAN SERVICE 


Drafting and Rotimnting 
Lumberman’s Drafting & 
Listing Service 


INSURANCE 


Associated Lbr. Mutuals 
Lumbermen’s Mutual Cas- 


ualty Co. 
Rankin-Benedict Underwrit- 
ing Co. 
OFFICE BUILDINGS 
Metropolitan Building Co. 


OFFICE SUPPLIES 


Buck & Co., Frank R. 
Fisher, S. 
Holley & Sons Co., L. W. 


PRICE CARD MOULDING 
Zimmerman, F. M. 


SAP STAIN 
PREVENTATIVE 


oer de Nemours Co., Inc., 


Chemical Treatments Co. 


MACHINERY AND EQUIPMENT 


ORY KILNS AND 
ACCESSORIES 


Moore Drv Kiln Co 
National Dry Kiln Co. 


ORY KILN CONTROL 
INSTRUMENTS 
Kiln Co. 


Moore D 
National Dry Kiln Co. 


ELECTRIC MOTORS AND 
GENERATORS 
Allis-Chalmers Mfg. Co. 


ENGINES 
Allis-Chalmers Mfg. Co. 


FILES 
Nicholson File Co 


FIRE EXTINGUISHING 
CHEMICALS 
Solvay Sales Corp. 


FIRE PUMPS 
D. B. Smith Co. 


GLASS EDGERS AND 
TOOLS 


Henry G. Lange Machine 
Works 


INJECTORS, VALVES, 
STEAM PUMPS, PIPING 


Soule Steam Feed Works 


LOAD BINDERS 
American Logging Tool Co. 


LOGGING EQUIPMENT 
Allis-Chalmers Mfg. Co. 
American Logging Tool Co. 
Lindsey Wagon Co. 


LUMBER LIFTS 


Moore Dry Kiln Co. 
National Dry Kiln Co. 


LUBRICATING OILS, 
GREASES AND GASOLINE 
Sinclair Refining Co. 


MOTOR TRUCKS 
Ford Motor Co. 
International Harvester Co, 


SPARK PLUGS 
Firestone Tire & Rubber Co. 


STAKE POCKETS 
Tolles & Son, C. L. 


SAWMILL MACHINERY 
Bands, Circulars, Gangs, ete. 
Lath and Shingle Machinery 


Allis-Chalmers Mfg. Co. 


WOOD FLOOR BLOCKS, 
FLOOR PLANKS 

Bradley Lumber Co. of Ark. 
Wisconsin Land & Lbr. Co. 


TRELLIS, LAWN AND 
GARDEN FURNITURE 


Biles-Coleman Lbr. Co 


SOUND-DEADENING 
MATERIAL 

Celotex Co. 

Certain-teed Preducts Corp. 


General Insulating & Maa- 
ufacturing Co, 


Johns-Manville 
Wood Conversion Compaay 


STAINED SHINGLES 
Weyerhaeuser Sales Co. 


WALL BOARD 
Certain-teed Products Corp. 
Heidner & Co., Inc. 
Johns-Manville 

Wood Conversion Co. 


WALLSEALERS AND 
PRIMERS 


Casein Mfg. Co. of America. 
Inc., The 


National Lead Co, 


WHITE LEAD 
National Lead Co, 


TERMITE 
EXTERMINATORS 


Antimite Co., The 
Bruce Co., E. L. 


TREATED PRODUCTS— 

Ties, Poles, Piling. 
Timber Products, Lumber, 
Fence Posts 


Crosset Lumber Co. 
McCormick Lumber Co., C, R. 
WOOD PRESERVATIVES 


Antimite Co. 
Barrett Co., The 


J. H. Miner 


SAWS, KNIVES, TOOLS 


Atkins & Co., E. C. 

Disston & Sons, Inc., Henry 
J. H. Miner Saw Mfg. Co. 
Nicholson File Co. 


STEAM FEEDS 
Allis-Chalmers >. Co. 
Soule Steam F Works 
TIRES 

Firestone Tire & Rubber Co. 
VENEER DRYING 
MACHINERY 

Moore Dry Kila Coe. 


WAGONS—Lok 
Lindsey Wagon Co 


FI s2 
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Send this Order for 
Nicholson Files 

















If you could follow a Nicholson File from 
the time it is a piece of steel until the time it 
is a finished tool, ready to be shipped, you 
would be impressed with the rigid tests it is 
given after every manufacturing process and 
you would understand why there is a steady 
demand for Nicholson Files. 

Teeth . 
ing . . Finish — each and all are checked to 


. Shape .. Balance .. Heat Treat- 


make sure that the particular file under 









scrutiny will measure upto the high stand- 
ard of Nicholson Quality. 

This rigid testing assures you that Nichol- 
son Files will make short work of industrial 
and home workshop jobs. It guarantees a 
performance that will be very satisfactory to 
the user. No one can ask more of a file. 

Hardware jobbers have Nicholson Files 
in all necessary shapes and sizes. Nicholson 


File Company, Providence, R. I., U. S. A. 


NICHOLSON FILES 


FILE FOR 


EVERY 





PURPOSE 











OLS, 
SSe% 


U.S.A. 


(TRADE MARK) 














